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OPS Plans Action on Protein Mixes 


ADM Uses Soy 
Plant in Extracting 
Chlorophyll 


MINNEAPOLIS The Archer- 
Daniels-Midland Co., Minneapolis, is 
now using facilities of its soybean 
processing plant at Mankato, Minn., 
to extract chlorophyll from alfalia. 

With certain minor changes, the 


solvent extraction plant can be used | 


in the chlorophyll production process, 
lining an extensive chlorophyll re- 
search and development program. 

ADM will continue to process soy- 
beans at Mankato, but the plant will 
be interchangeable between chloro- 
phy!! production and soybean process- 
ing. No major changes in the plant 
or equipment are necessary in order 
to process alfalfa to obtain chloro- 
phyll. The company will process al- 
falfa in the plant to obtain chloro- 
phyll as needed. 

The Mankato facilities are used for 
crude extraction of chlorophyll, and 
the finished chlorophyll is produced 
at ADM'’s plant at Neodesha, Kansas. 

The Mankato plant now can proc- 
ess 75 tons of alfalfa daily, and the 
aim is 150 tons in a few weeks. It 
is expected that chlorophyll produc- 
tion at the plant will be in full swing 
by October. 

Engineers at the Mankato solvent 
extraction plant are working on 
methods of adapting proven produc- 
tion techniques to increasing the yield 
of chlorophyll —hitherto limited to 
4 to 6 lb. from a ton of dehydrated 
alfalfa—to levels that promise 
duction economies which will broaden 
the use of chlorophyll, officials said 
They said that linking these extrac- 


pro- | 


tion facilities to the processing capac- 
ity of the Neodesha plant will make 
ADM by far the largest producer of 


chlorophyll in the world, with a ca- 
| pacity 
| present 


able not only to satisfy the 
market but to promise a 
stable supply for new uses which their 


| laboratories contemplate. 


Daniels, president of 
the company has 
launched a comprehensive program 
embracing laboratory research, che- 
murgic development and production 
engineering that will raise chloro- 
phyll to the level of a major industrial 
and pharmaceutical raw material. 


Thomas L. 
ADM, said 


, | The program will seek to answer such 
ADM officials said this week in out- | 


questions as how chlorophyll! deodor- 
izes and heals, what fractions in the 
molecule perform these functions, 
what other properties does chloro- 
phyll have, how can it be extracted 
from farm crops more economically. 

Already amazing new properties ol 
the chlorophyll structure have been 
disclosed and new extraction tech- 
niques have progressed to commercial 
application, Mr. Daniels said. 

A team of top flight scientists in 
Europe and the U.S. has been cecruit- 
ed to pool years of chlorophyll re- 
search into a comprehensive labora- 
tory program, officials said. Also, they 
said, ADM’s solvent extraction ex- 
perts are working on problems con- 
nected with extracting chlorophyll's 
fractions from alfalfa and other basic 
raw materials. At the production 
level, the facilities of ADM have been 
merged with the recently acquired 
facilities of Chlorophyll, Inc., of Neo- 
desha, and Keystone Chemurgic of 
Bethlehem, Pa. 

ADM's chlorophyll program is di- 
rected by Erwin A. Olson, vice presi- 
dert, and operations are headed by 
Donald G. Carpenter, recently named 
manager of the chlorophyll division, 
who formerly was president of Key- 
stone Chemurgic. 


Farm Policy Talks to Highlight 
Feed, Grain Dealers Convention 


MINNEAPOLIS National farm 
policy will be one of the major sub- 
jects on the program of the 56th 
annual convention of the Grain & 
Feed Dealers National Assn., to be 
held at Minneapolis Sept. 8-9. Cov- 
ering the topic from many angles 
will be dealers, farm association of- 
ficials, university staff members and 
farmers. 

Dr. Asher Hobson, head of the de- 
partment of agricultural economics 
at the University of Wisconsin since 
1931 and a longtime student of farm 
legislation and programs, will be one 
of the convention speakers. He was 
one of the signers of the Farm 
Foundation report on farm policy. 

He is a former president of the In- 
ternational Conference of Agricultur- 
al Economists, has taught in Washing- 
ton state and at Columbia Univer- 
sity and formerly was chief of the 
division of foreign agricultural ser- 
vice, U.S. Department of Agriculture. 


Another speaker who will discuss 
farm policy will be David Livingston, 
Washington, Iowa farmer and Iowa 
Farm Bureau official who is noted 
for his frank discussions of farm pro- 
grams. He will appear at a luncheon 
meeting Sept. 9 which is given by the 
National Grain Trade Council, na- 
tional organization of grain ex- 
changes. 

Farm programs, policy and legisla- 
tion also will be discussed by R. C. 
Booth, Piper Grain & Feed Co., Cedar 
Rapids, Iowa, association president; 
Stary Gange, Lindsay, Cal. farmer; 
Clarence R. Miles, U.S. Chamber of 
Commerce; Sen. Karl E. Mundt (R., 
S. D.), member of the Senate Com- 
mittee on Agriculture and Forestry, 
and Herschel Newsom, Washington, 
master of the National Grange. 

Other parts of the program will 
be concerned with such subjects as 
grain sanitation, feed outlook, public 
relations, the credit situation, the 


ORDERS WILL HOLD PRICES 
NEAR STRAIGHT MEAL LEVELS 


Agency Promises Early Action on Linseed, Cottonseed Oil 
Meal and on Soybean Oil Meal Later; Effect 
on Contracts Questioned 


farm supply business 
ment regulations. 
Speakers at these sessions will in- 


clude Paul Baichly of the Ralston 
Purina Co., St. Louis; John Zipoy, 


Pillsbury Mills, Inc., and former of- 
ficial of Office of Price Stabilization; 
George Larrick, Food & Drug Ad- 
ministration; Joe B. Gregg, chairman 
of the association's wheat sanitation 
committee; Walter Dykstra, Fish & 
Wildlife Administration; Dr. Randal) 
Latta, Production and Marketing Ad- 
ministration; E. J. Murphy, chief fed- 
eral grades division of Production 
and Marketing Administration; Her- 
man Fakler, vice president and 
Washington representative, Millers 
National Federation, and Ron Ken- 
nedy, secretary of the Minneapolis 
Grain Exchange. 

The entertainment program for the 
convention has been announced by 
the association. A ladies committee 
will be on hand starting Sept. 7, 
and a room at the Radisson Hotel, 
convention headquarters, will serve 
as hospitality room for the ladies. 

A bus tour of the city is scheduled 
Sept. 8, and a luncheon for the ladies 
will be held that day at the Nicollet 
Hotel. Sept. 9 a ladies luncheon will 
be held at the Minnikahda Club with 
a style show presented by Daytons, 
Minneapolis department store. 

The Minneapolis Grain Exchange 
will hold a cocktail hour and re- 
ception for men and ladies at the 
Radisson Sept. 8. A golf tourna- 
ment is set for Sept. 9 at the Edina 
Country Club, and the convention 
banquet will be held the evening of 
Sept. 9. 

F. Peavey Heffelfinger, F. H. Pea- 
vey & Co., Minneapolis, will entertain 


officers and directors of the associa- 


tion at a dinner at the Minnikahda 


Club Sept. 7. Officers and directors of 


the association and secretaries of af- 
filiated associations, are invited to at- 
tend a breakfast sponsored by the 
Minneapolis Grain Exchange at Ho- 
tel Nicollet Sept. 7. 
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and govern- | 


WASHINGTON The Office of 
Price Stabilization this week an- 
nounced its intention to clamp down 
within a few days on the sale of 
vegetable protein meal mixes at 
prices substantially above the ceil- 
ings of the meals themselves. 

Announcement of this decision 
came as a shock to many in the oil- 
seed processing and feed industries, 
although rumors of such a move have 
circulated from time to time for the 
past several months. 

While the announcement made 
clear the agency's determination to 
curb sales of mixes, many questions 
raised would have to await actual 
issuance of the orders for clarifica- 
tion. 

Orders would not immediately af- 
fect dealings in old crop soybean oil 
meal mixes, the announcement in- 
dicated. 

Notes Mix Practice 

Here is the text of the OPS an- 
nouncement released Aug. 22: 

“OPS announced today that amend- 


(Continued on page 61) 


Feed Prices Reach 
Highest Point 
Since Early 1948 


The principal feed ingredients and 
formula feeds advanced this week 
to the highest points since just be- 
fore the big price break in February, 
1948. 

The United States Department of 
Agriculture figure for the principal 
protein feeds this week stood at ap- 
proximately 300, the highest point for 
this index since February, 1948, when 
the monthly average was 303. The 
all-time high of 344 was set in Jan- 
uary, 1948. 

The USDA feed grain index also 
has been advancing sharply. This 
week it hit a figure of 254, which is 
the highest point r ed since Aug- 
ust, 1948, when t. iudex stood at 
258. In February, 1948, the feed erain 
index was 286, and an all-time high of 


362 was reached in January, 1948. 


Formula feed prices generally are 


substantially below the level of Jan- 


uary, 1948, but in most cases are at 
the highest point recorded since early 
in that year. Precise measurement is 
impossible because of a multitude of 
area, quality and other differences. 


In general, such feeds as hog supple- 
ments are closest to the peak points 
and poultry feeds are somewhat be- 
low that level. 
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EDITORIAL F. 


The controtied circulation of this issue is concentrated in the northwestern states 


Minneapolis, Minn., U.S.A., August 23, 1952 


Broiler Business 


N appraisal of the commercial broiler business from the bankers’ view- 
ye recently was made by the Federal Reserve Bank of Atlanta 
Although nothing in the review could be considered new information by 
anyone who has followed developments in the broiler field closely, it con- 
tains much of interest to feed men because of its source. The Atlanta bank 
serves the Sixth Federal Reserve District, which is comprised of Tennessev, 
a A, Georgia, Florida, Alabama, Mississippi and Louisiana. It is in that area 
4 that the greatest expansion in commercial broiler production has occurred 

in the last five or six years. All of the problems with which this booming 
industry is confronted have been encountered, consequently, and not all of 
»them have as yet been solved. 

: Growers in the Sixth District states increased their production from 46 
million birds in 1945 to 148 million in 1951, about 220%. Producer income 
jumped 46° between 1950 and 1951. In the latter year, Georgia led all states 
in broiler production with 11%. Delaware had 10%, Arkansas 9, Maryland 
7, Texas and Virginia 6 each, California 5, Indiana and North Carolina 4 
each. These nine states accounted for 63% of the 1951 broiler output. 

The bank's review summarizes all of the reasons for the great expan- 
sion in commercial broilers. These include such well known factors as high 
consumer demand for meats, with poultry in a favorable competitive posi- 

_Htion; the short production period; development of improved broiler types; 
Bpreatly improved rations; better disease control; modern automatic equip- 
ment, which allows larger scale operations. 

The review also discusses the risks in the business, such as recurring 
@verproduction and sharp fluctuations in broiler prices and the narrow mar- 
Bins on which producers work, “Over a period of years,” it is stated, “many 
producers expect to lose on one batch each year, to break even on another, 

’ and to make a profit on the remaining two. Most of those engaged in broiler 
: production, therefore, consider it a fast and furious game.” 


* * * 
O 


N the subject of financing—-obviously an important phase to feed men-- 
the bank attributes the beginning of the broiler industry in the Sixth 
District to the influence of feed dealers, “who aggressively financed an 
expansion in poultry production in an effort to increase sales of poultry feeds.” 
“Feed dealers,” the review continues, “with the backing of their com- 
panies, continue to finance most of the broiler production in the district. 
These feed dealers usually operate through a contract under which the rep- 
resentative of the feed company and the grower assume definite responsibili- 
ties. The feed dealer supplies chicks, teed, and medicines on credit, and assists 
in the marketing of the broilers. The farmer furnishes housing, equipment, 
fuel, litter and labor. Often the management is supervised by the feed com- 
panies’ field representatives who visit the growers regularly. 

“The contract provides for varying payments to growers, depending upon 
the feed conversion achieved. One district feed dealer, for example, offers 
a contract which provides for payments of 3¢ a pound for live poultry pro- 
duced with feed conversions under 2.85; 2'e¢ for conversions from 2.85 to 
3.00, and 2¢ for conversions from 3.00 to 3.30. Should the grower’s conver- 
sion exceed 3.50, he would receive no pay for his labor and investments. In 
a high conversion would be an 
inefficient in his 


the absence of unusual losses from disease, 

indication to the feed dealer that the grower had been very 

feeding practices 
“Payments to 


the grower are made regardless of the price of feed, 
of chicks, rketable broilers. This serves as a guarantee against loss 
to the farmer the event that broilers bring returns above total costs 
of production covered by the terms cf the contract, these profits are shared 
equally between the grower and feed dealer. Although it is obvious that feed 
dealers bear most of the risks resulting from fluctuating prices, it must 
be pointed out that feed dealers also stand to make full profits on the items 
of production they furnish, principelly feed. Such attractive profits have 
led some feed dealers to finance inexperienced growers who were unable to 
achieve high levels of efficiency. This practice not only has contributed to 
periods of overproduction, but also has tended to lower the general level 
of efficiency in the industry. This has taken place in the older, established 
production areas, as well as in newer areas, where inefficient production 
would be expected in the beginning. 

“Commercial banks have participated in the financing of production in 
some of the newer producing areas. Loans, however, have been limited to 
farmers who can show a satisfactory net worth statement, with sufficient 


or 0 


collateral other than the broilers. A number of loans have been made by 
commercial banks for the construction of broiler houses under the provisions 
of Title I of the National Housing Act. 

“Generally, commercial banks have not found it practical to employ 
a trained representative who can help growers with production problems. 
Instead, banks have found it more desirable to finance feed dealers, since 
they already have the personnel and organization to supply the needs of 
farmers. This financing usually entails the discounting of producers’ notes 
made out to the feed dealers. Loans handled in this manner not only have 
the additional security afforded by a reputable feed dealer but also offer 
banks an opportunity to build up a sufficient volume of broiler loans to make 
this type of financing worthwhile. 

“Financing broiler production involves large outlays of capital. At cur- 
rent prices, a bird of market weight represents an investment of about 75¢ 
to the producer. Production costs for a batch of 6,000 broilers would, there- 
fore, amount to about $4,500, a sum most farmers do not have readily avail- 


able.” 
* * * 


HE conclusions reached by the bank is that, although the market for 
"h ae can still be broadened, it is not likely that it will enjoy the 
growth in the next decade that it has in the past, and that the industry 
should be put on a sounder basis. 

“The most important issue,” it is stated, “is that of the rapidly increas- 
ing supply of poultry meat in relation to the public demand. If the broiler 
industry is to survive its infancy, returns to growers, feed dealers, and proc- 
essors must be high enough to justify the tremendous capital investments 
required. In the opinion of various representatives contacted, this can be 
accomplished only through some sharp adjustments in policy and practices 
throughout the industry. 

“In the beginning, inexperienced producers accepted financial assistance 
offered by feed dealers and entered the business as if it were a game in 
which they had nothing to lose. Recent experiences, however, have made 
feed company representatives more cautious and selective when entering 
contracts with growers. 

“Before the industry can stand on a sound financial basis, the producers 
must recognize the risks they are expected to share. This would mean that 
only the more efficient growers would continue production. On the other 
hand, feed companies must develop policies that offer the farmer greater 
returns. 

“A slowing down in the industry's expansion and increasing caution on 
the part of those financing production indicate that the point has been 
reached past which reasonable profits may not be expected with the present 
strength of consumer demand. Broiler men agree that the period of low 
poultry prices which gripped the industry during February through May 
of this year was caused by a top-heevy production that ran far ahead of this 
demand.” 


* * * 


HIS appraisal, we think, is of importance to the feed industry, even 

if it does not bring any new information into the picture. Numerous 
feed companies have sustained substantial losses this year on financing 
operations, and it is to be suspected that, the policies of many of them will 
be toward the bankers’ viewpoint rather than the sales approach until they 
can see the road ahead a little clearer. There is nothing wrong with sound 
financing, but the whole feed industry will be better off if it is thus confined. 


FEEDSTUFFS. 
FORMULA FEEDS: HOW’S BUSINESS? 
FEATURE 


Reports on the condition of feed business varied considerably this week 
from region to region, as resistance to the almost peak prices for formula 
feeds proved more intensive in some areas than in others. Local feed-product 
price ratios apparently held the key to the effect of recent price boosts on the 
volume of trade with buSiness in the Pacific Northwest, the Northeast and 
the central states holding up well. Elsewhere, however, reports indicated a 
4moderate to heavy curtailment in placement of new orders. Reports that 
recent drouth claims had been overemphasized also tended to slow trade in 
some states. Most ingredients, led by the scarce vegetable proteins, posted 
gains for the week, although some slight downward pressure was noted 
toward the close of the period. The index of wholesale feedstuffs prices 
advanced 7.6 points to 299.1 and the feed grain index moved up 1.8 points 
to 253.9 in the week ending Aug. 20. The feedstuffs index for the past few 
months has been revised to take into account prices of soybean and linseed 
oil meal mixes and the predominance of cottonseed oil meal resale trades well 
above crusher ceilings. (Ingredient details on pages 62-65.) 


due to go into effect next week, with 


Northwest 

Formula feed sales are at a materi- 
ally slower rate than in recent weeks, 
although steady receipt of shipping 
directions on orders placed previous- 
ly is keeping most plants close to 
normal production schedules, One con- 
cern, however, reported recovery 
from the sales slump which hit last 
mid-week and described new business 
as good. 

Recent price increases for formula 
feeds resulting from sharp advances 


in ingredients were blamed in al- 
most all instances for the lighter 
| dealer buying. New increases were 


some high protein items to be boost- 
ed much as $4 ton and other 
feeds advanced $2@2.50 ton. Further 
depression of sales was anticipated 
Some new developments in the sales 
picture were reported, although main- 
stays of current production continue 
to be laying mashes, turkey feeds and 
hog concentrates. Fair amounts of 
cattle cubes were booked for fall 
and winter feeding in the western 
Minnesota, North and South Dakota 
and Montana area. Also, interest in 
pig feeds for fall use was reported on 
the upswing. 
(Continued on 


as 


page 66) 
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| for yous feed products! 


. “ 7) 

he, QUESTION: What is STOC-JOY “A-M” FLAVOR? 

bs ANSWER: It provides a taste tested all purpose palatability factor for all types of Formula 

j , Feeds, Mineral Feeds, Vitamin Supplements, Medicinal Products and other prod- 

ucts where lasting palatability is required for animals and birds. 

4/7 4/4 

a QUESTION: How does STOC-JOY “A-M” improve the palatability 
of feeds? 

2 ANSWER: By neutralizing and retarding the development of rancid “off-flavors” and “off- 

‘ odors” caused by the natural oxidation process of all fat bearing nutrients such as 

“ Fish and Animal by-products, Cracked Grains, Protein Meals, Milk Products, ete., 
Bs and by imparting a lasting fresh flavor and aroma to the feeds which is acceptable to 
er animals and birds on the basis of free-choice feeding. It is like a dash of seasoning, 


serving the two-fold purpose of preserving the natural flavor of the feed ingredi- 
ents and of imparting a mouth-watering appetizer to the feeds to assure that animals 
and birds will eat and enjoy a correct diet with daily regularity. 


QUESTION: Who Uses STOC-JOY “A-M” FLAVOR? ) 


ANSWER: This product was first introduced to the feed industry in 1946. Today it is esti- 
4 mated that well over 1,000 feed manufacturers use STOC-JOY “A-M"” FLAVOR 
in up to 500 million pounds of animal and bird feeds annually. 


QUESTION: Is STOC-JOY “A-M” FLAVOR expensive to use? | 


ANSWER: No, it saves you money by replacing all otier feed flavor adjuncts such as Anise Oil, 
Anise Powder, Fenugreek and Licorice, as well as excessive quantities of Blackstrap 
Molasses when used for flavoring purposes alone. In this way an actual saving of 
several dollars per ton is effected. 


QUESTION: How is STOC-JOY “A-M” FLAVOR supplied? 


ANSWER: It is available in liquid and dry powder forms. The dry powder form is conveniently 
P pre-mixed and is ready for immediate use. The liquid Oil Soluble form is designed 
for mineral feeds, and the liquid Water Soluble form is particularly adapted for aid- 

ing in the moisture control of formula feeds. 


SUGGESTION: If you have not used STOC-JOY “A-M” FLAVOR for standardizing and con- 
trolling the palatability of your feed products, we would like to have you send for 
further information and a free sample or a 5-pound trial order at the 100-pound 
price schedule. 


Farm Feed Sales Division 


FLAVOR CORPORATION OF AMERICA 


3037 NORTH CLARK STREET e CHICAGO 14, ILLINOES 
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360 Attend Joint Convention 
of Illinois Feed, Poultry Groups 


By DON E. ROGERS 


Central States Manager 


SPRINGFIELD, ILL.—The first 
attempt at a joint annual convention 
of the Illinois Feed Assn. and the 
Illinois Poultry Improvement Assn. 
proved a great success. Over 360 dele- 
gates from the two groups registered 
at the Hotel Leland Aug. 17-19 for 
individual and mutual discussions of 
problems of both of these closely re- 
lated industries. 

A well planned program was effi- 
ciently executed by the secretaries 
and program chairmen of both asso- 
ciations, with the result that heavy 
attendances were present at all meet- 
ing sessions. 

Over 50 exhibits were presented 
for the convenience of delegates. 
Some of the heavier equipment, such 
as bulk feed trucks, occupied exhibit 
space on the street outside the hotel 
lobby. 


Conveyor can be 
used with one or 
two undercarriages. 


BURROWS 
LIGHT WEIGHT 
ALUMINUM BAG 
CONVEYOR 


Priced to Save You Up to $200 


Easy to handle. Operates efficiently at 
any angle and in horizontal position. Can 
be used as floor to floor conveyor with- 
out undercarriage 
13-, 15-, 17-, 19-ft 
Ib. distributed load, 
Frame sustains 600-Ib. distributed load 
3-ply rubber impregnated belt, 12 in 
wide on 18-in. bed. Rubber flights. Belt 
speed approximately 80 ft. per minute 
Control switches at either end of unit 
Welded steel tubing undercarriage. % 
or & h.p., 1,725 rpm motor 
Write for details. 


BURROWS EQUIPMENT COMPANY 
1316-C Sherman Ave. 
EVANSTON, ILL. 


lengths. Capacity 300 
150-lb. unit load 


electric 


At individual meetings of the 
groups, L. R. Jackson, Jackson Feed 
Mills, Jacksonville, was elected presi- 
dent of the Illinois Feed Assn., suc- 
ceeding E. P. Kraft, Hebron. James 
T. Moore, Dixie Mills, Mt. Vernon, 
was elected vice president; Walter 
Jones, Vitality Mills, Inc., Chicago, 
treasurer, and Dean M. Clark, Grain 
& Feed Journals Consolidated, Chi- 
cago, was renamed executive secre- 
tary. The IFA reported a gain of 88 
new members during the past year, 
bringing the total to 383. 

New directors oa the board of the 
IFA are Wallace Hinkle, Faultless 
Milling Co., Springfield; Clair Hen- 
drix, Hendrix Hatchery, Herscher, 
and J. C. Dillinger, Dillinger Feed 
Store, Carbondale. Carryover direc- 
tors are Mr. Jackson, Mr. Moore, Mr. 


Jones, Mr. Kraft, J. G. Stansfield, 
Lawrenceville, and Yale Butler, 
Bloomington. 


The new president of the IPIA is 
Ralph M. Colburn, Standard Hatch- 
ery, Decatur, who will be assisted 
by Emert Bennett, Woodstock, as 
vice president, and L. A. Schafer, 
Schafer-Gainer Hatchery, Springfield, 
as secretary and treasurer. New di- 
rectors of the poultry group are Aub- 
rey Harless, who also was renamed 
executive secretary, and Charles 
Coker, Colson’s Hatchery. 

Anthrax Situation 

Discussion of the anthrax situation 
in Illinois was of interest to the feed 
men. At a preconvention meeting, 
Roy Yung, director, Illinois Depart- 
ment of Agriculture, and Paul Nicely, 
director, division of plant industry, 
Illinois Department of Agriculture, 
conducted an informal discussion of 
the anthrax situation past and pres- 
ent and asked for suggestions of the 
feed men about retaining the excel- 
lent control of the disease that has 
been accomplished and also means 
by which quarantined feed ingredi- 
ents suspected of having caused the 
outbreaks could be reprocessed and 
released. 

It was estimated that about 250 
tons of bone meal is in quarantine 
in Illinois as a result of state control 
action, although some of those pres- 
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ent thought this figure conservative. 
It was intimated by the state officials 
that if this material were reprocessed 
and certificated as free of anthrax 
spores, it could be released. The nub 
of the discussion seemed to be what 
system of processing and certifica- 
tion would be accepted by the state 
officials. This also applies to future 
imports of bone meal into the state. 

Both state officials paid high trib- 
ute to the feed industry in helping 
to get the disease under control as 
quickly as it was and expressed a 
desire to modify the current reguia- 
tions as soon as they were sure the 
control situation was on safe ground. 


Outbreaks Unusual 


Mr. Yung, in an address the next 
day, described the anthrax outbreaks 
in 1951 and 1952 as “rather unusual.” 
“Prior to that we had only two cases 
in Illinois. Most of the 1951-52 cases 
in the U.S. occurred in areas pre- 
viously free of the disease, such as 
Illinois,” he said, “and a very large 
number of swine, an animal with a 
high resistance to anthrax, was af- 
fected. In fact, in 1951, more swine 
were lost as a result of the disease 
than cattle. Another unusual point 
was that although anthrax normally 
is a June to September disease, we 
had a very large number of cases 
during the past winter. 

“One outbreak was reported in 
January, 1952, and five in February, 
and then the epidemic proportions 
began. In March, 1952, the Illinois 
division of livestock industry tssued 
the previously unheard-of-total of 44 
quarantines. In April, 40 were issued 
and in May there were 20. By June 
the control measures dropped to 9 
outbreaks and in July there were 
only two new outbreaks. As of July 
31 there still were five quarantines 
in effect. Total death loss for the one 
year period Aug. 1, 1951, until July 
31, 1952, in Illinois was 27 cattle, 
517 swine, 2 sheep and 1 dog. For 
the entire nation the death loss was 
1,088 swine and 1,001 cattle.” 

Increased Demand Seen 

Allan B. Kline, president, American 
Farm Bureau Federation, was the 
featured banquet speaker the evening 
of Aug. 18. He told the combined con- 
vention that a prospective 40% in- 
crease in demand for food and fiber 
by 1975 presents agriculture with an 
opportunity and a challenge. The in- 
creased demand is indicated by re- 
cent studies of population trends. 

“Our chance to meet the challenge 
and to capitalize dn the opportunity 
depends partly on our ability to get 
the public to appreciate agriculture 
and its problems,” he said. “Unwise 
national policies, motivated by a 
‘cheap food’ philosophy, might be put 
in our way unless the public under- 
stands that farmers deserve the right 
to earn and to receive good incomes. 
Given this understanding, we are con- 
fident that we can deliver the farm 
products necessary to meet rising de- 
mand. We have the land, the labor, 
and the will to work. We have the 
facilities for the necessary research, 
and the educational system to get the 
results of research into operation. We 
can capitalize on our proven tech- 
niques to achieve ever more efficient 
production. 

“The real basis of farm prosperity 
is maximum production per man, 
freedom of opportunity, sustained 
and efficient employment throughout 
the economy, and a sound foreign 
trade. We look upon price supports 
as an appropriate and necessary pro- 
tection against unreasonable price 
declines, but we don't want govern- 
ment price fixing.” 

Mr. Kline explained that high, rigid 
support prices mean strict govern- 
ment control of production and the 


GOVERNOR SENDS 
MESSAGE 


Gov. Adlai Stevenson of Illinois, 
Democratic candidate for president, 
had been scheduled to address the 
convention, but was unable to be 
present. He sent the following mes- 
sage, which was read by Roy Yung, 
director, Illinois Department of Ag- 
riculture: “I wish to extend my 
warmest greetings to the Illinois 
Feed Assn. and the Illinois Poultry 
Improvement Assn. Welcome to 
Springfield. I know your joint meet- 
ing will be very profitable, not only 
for yourselves, but for all the people 
of Illinois. The accomplishments of 
your organizations during the past 
decade are most reassuring. Adequate 
food supplies are our first line of de- 
fense and in a measure, our guaran- 
tee of freedom. You are to be com- 
mended for your diligent efforts 
aimed towards higher production of 
quality food supplies. I appreciate 
your kind invitation to attend this 
meeting. However, some changes not 
of my own making have been made 
in my plans, and I must be absent 
from Springfield today. Best wishes 
for a successful convention.” 


individual 


limitation of 
in agriculture. 

“We cannot possibly get the in- 
creased production we need if we 
allow ourselves to be put into an eco- 
nomic strait jacket,” he said. “An in- 
centive system cannot possibly work 
under the sort of regulation which 
has been proposed in some quarters in 
the name of inflation control and de- 
fense production. Such regulation 
merely conceals inflation and discour- 
ages production. 

“For 50 years we have had the 
leadership in producing and distribut- 
ing goods. Now we are in an emer- 
gency. The thing to do is to capitalize 
on our own knowledge of the means 
of production. We must get produc- 
tion and the way to get it is to use 
our own techniques. They have 
proved to be the best in the world. 

“Another thing we have to do 1s to 
protect the value of the dollar. In 
order to do so, at this time, we must 
pay our bills as a nation. There are 
those who say the government must 
be strong and protect the people's 
money by controlling prices. This is 
not what strong governments do. 
Strong governments pay their bills, 
keep their money good, and avoid the 
necessity of controlling prices and ra- 
tioning goods.” 


opportunity 


Cattle Supplement 

Dr. T. W. Perry, assistant profes- 
sor of Animal Husbandry, Purdue 
University, addressed the meeting on 
Purdue Cattle Supplement A and its 
importance to low cost cattle feeding. 

“For many years,” Dr. Perry said, 
“it has been felt that it is practically 
impossible to produce prime beef 
without the feeding of large quanti- 
ties of grain. However, the accumu- 
lating evidence, which has been 
gathering at Purdue University, indi- 
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TIME’S AFLEETIN'—The 


Midwest Feed Manufacturers Assn. 


Production 


School will be here sooner than you think, says Jack D. Dean, association 
vice president, as he points to the calendar dates Nov, 17-19. The curriculum 
of this third session of the school has been almost completed, Mr. Dean 
reports. A few details remain to be confirmed before the schedule can be 
announced, Registrations are now open and can be made at the association 
offices at 20 West Ninth St., Kansas City, Mo. The latest developments in 
all phases of feed manufacture will be explained by experts in the industry 
for the benefit of the students who enroll in the three-day course, 


s 


cates that the growing and fattening 
beef animal can utilize a much larger 
percent of roughages than we had 
thought previously. In fact, steers 
have been fattened out without using 
any supplemental corn 

“Purdue Cattle Supplement A is no 
magic formula, nor is it 100° origi- 
nal. Rather Purdue Cattle Supple- 
ment A is the result of many ideas 
gleaned from good sound research 
conducted at several of the agricul- 
tural experiment stations this 
country and in other countries. For- 
tunately for us, it appears we have 
combined the right nutrients in just 
about the right amounts in our first 
recipe. We have tried and are con- 
tinuing to try various modifications 
of this supplement but have as yet 
found very little improvement over 
the original farmula. I might say 
that the addition of small amounts of 
live cell yeast, fish meal, vitamin B, 
or alfalfa meal has given indication 
of improving the original formula, 
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but the practicability of such addi- 
tions—-from the standpoint of cost 
have not appeared too good. 

“The field of roughage investiga- 
tion has hardly been scratched. There 
are many aspects to this problem 
which need investigation. For  in- 
stance, the utilization of waste prod- 
ucts such as peanut hulls, cotton seed 
hulls, citrus pulp, corn stalks, sugar 
cane pith and others have definite 
possibilities as a roughage feed—when 
properly supplemented for ruminant 
animals. We have investigated and 
are investigating further these rough- 
ages as rapidly as our facilities per- 
mit.” 

Educational Programs 

William T. Diamond, Secretary, 
American Feed Manufacturers Assn., 
gave an illustrated talk before the 
group on agricultural educational 
programs and how they must be 
maintained if agriculture is to be 
maintained on a basis of prosperity 
and permanence. 

“One important part of agriculture 
is, of course, the vast conversion line 

the physical plant—-whereby feed- 
stuffs are transformed into our basic, 
protective foods—meat, milk and 
eggs,” he said. 

“The entire livestock, poultry and 
small animal industry is merely a 
medium through which feed is con- 


NEW! IMPROVED! 


Heavy construction for long 
life. Built-in Crusher pro- 
tects against stones. Other 
new features. 

Write or wire for details. 


PORT HURON, MICH 


BRYANT SALES REPRESENTATIVES WANTED 
Good territories available on exclusive basis for the sale of BRYANT 
2-FAN HAMMERMILLS, CORN CUTTERS, SHELLERS, CRUSHERS, 
etc. Write for details to Bryant Engineering Co., Port Huron, Michigan. 


verted into food and related products. 
In some industries, production prac- 
tices have improved over the years to 
a reasonable degree of acceptability. 
In others, there is a tremendous edu- 
cational job to be done. Immediately, 
the question arises: ‘who is going to 
do the educational work?’ 

“Service to agriculture is the feed 
industry's primary function and the 
very basis for its existence. As the 
representative of that industry, one 
of the functions of the AFMA is to 


provide fundamentally sound infor- 
mation. 
“Through the AFMA nutrition 


committee, a very excellent working 
relationship has been developed with 
men in colleges and experiment sta- 
tions on problems of mutual interest. 
By working together in the mutual 
interest of farmers and feeders, much 
is being accomplished. The findings 
of the industry's committee on nutri- 
tion are published for the use of vari- 
ous groups in education, research and 
industry each year.” 

Mr. Diamond also explained the 
work of the AFMA feed survey com- 
mittee, the association's educational 
service to vocational agriculture 
teachers, and the visual aids, includ- 
ing the motion picture “Growth of a 
Nation.” 

Poultry Nutrition 

C. W. Sievert, feed consultant, Chi- 
cago, spoke on the latest develop- 
ments in poultry nutrition, going into 
some detail on many of the antibiot- 
ics, minerals, vitamins, surfactants 
and arsenicals. (Mr. Sievert’s address 
will appear in Feedstuffs in the near 
future.) 

Mr. Sievert stressed that even 
though manufacturers follow every 
nutritional rule in formulating feeds, 
the result may be a failure unless the 
factors of palatability, texture, dusti- 
ness and appearance are watched 
closely. The best feeds do no zood if 
the birds will not eat them and the 
buyer will not buy them because of 
unattractive appearance, he said, and 
he discussed each of these factors in 


detail. 
“The moral is,” Mr. Sievert con- 
cluded, “it often takes more than 


adequate nutrition to make a_ suc- 
cessful feed. But don't forget that 
nutrition must be adequate to fit the 
needs, or good looks, good texture, 
good odor, ete., are meaningless. We 
must put all of them together to 
make successful poultry feed.” 


Role of Credit 

Ernest T. Baughman, agricultural 
economist and vice president, Federal 
Reserve Bank, Chicago, pointed out 
that it was very encouraging to see 
the importance which is being given 
to the role of credit in carrying out 
the efficient production and market- 
ing of farm products. 

He pointed out that the feed and 
poultry industries, have been charac- 
terized in recent years by rapid tech- 


nological change and fast rates of 
growth. Characteristically, in such 
circumstances many new and inex- 


perienced producers usually enter the 
field and there is a relatively rapid 
turnover. The soundly managed ones 
usually develop rapidly and the less 
efficient ones drop by the wayside. 
“There are some indications that 
the poultry industry currently is at 
a point where a short period of diges- 
tion is in order. Fortunately, this is 
an industry which can adjust output 
rather quickly to changing markets. 
Therefore, the adjustment  perjod 
probably will be short, as compared 
with an industry such as cattle. 
where adjustments take several 
years. At the same time, periods of 
good profits and of poor profits prob- 
ably should be expected to succeed 
one another at frequent intervals 
“There has been much interest in 
recent years in the development of 
more adequate credit facilities to fi- 
nance feed in general and poultry 
specifically,” Mr. Baughman said. “I 
still receive numerous complaints that 
inadequate credit is provided for these 
purposes. Similarly, I know that 
much progress has been made. Fur- 
thermore, my contacts with commer- 
cial bankers and other types of lend- 


ing agencies convince me that they 
have a widespread interest in devel- 
oping effective techniques for han- 
dling all reasonable credit needs in 
these industries. 

“Aggressive, alert lenders are ex- 
perimenting with various techniques. 
Similarly, aggressive and alert feed 
dealers, hatchery men, and poultry 
processors are contributing impor- 
tantly to progress in this area. A 
forthright attack on the problems 
nevertheless is sure to result in work- 
able arrangements for financing the 
volume of feed needed by America’s 
livestock industry, including that 
portion represented by poultry. 

“A cooperative approach appears 
to be needed. By pooling the credit 
skills of the specialized lenders and 
the production and merchandising 
skills of the feed and poultry inter- 
ests, it appears that this problem can 
be handled successfully, to the mu- 
tual advantage of all concerned.” 


Closer Relationship 

Dr. C. D. Van Houweling, assistant 
executive secretary and director of 
professional relations for the Ameri- 
can Veterinary Medical Assn., told 
the group what closer relationship be- 
tween veterinarians, hatcherymen, 
and feed dealers can mean. 

“The very real and ever present 
threat of germ warfare being used 
against our food producing animals 
makes the complete co-operation of 
all hatcherymen, feed dealers, and 
veterinarians a ‘must’ today. The first 
line of defense against biological war- 
fare is to prevent the entrance of 
foreign diseases into the U.S. Since, 
at best, this cannot be too effective, 
we immediately have to fall back 
upon our second line of defense—the 
immediate reporting and recognition 
of these diseases. The reporting of 
these diseases, and the unusual oc- 
currence of our ‘usual’ diseases, will 
enable our disease control and eradi- 
cation forces of the state and federal 
governments to go into action with 
a vigorous campaign. 

“The practicing veterinarian, day 
after day, is talking to farmers about 
their sick animals and will probably 
be the first to see evidence of new 
diseases or unusual occurrences of 
diseases. Hatcherymen and feed deal- 
ers, too, talk to many farmers every 
day either on their farms or at their 
business places. It can easily be that 
they might be the first to receive re- 
ports or see evidence of enemy action 
through biological warfare against 
food producing animals. They should, 
of course, report any suspicion to 
their local veterinarian, to a state 
or federal veterinarian, or to the Di- 
vision of Livestock Industry of Illi- 
nois Department of Agriculture or to 
the USDA Bureau of Animal Indus- 
try office in Springfield. 

“What can closer relationship 
mean? It could well mean the future 
existence and prosperity of our re- 
spective fields of endeavor. Nothing 
could do more to discourage animal 
agriculture in this land and our state 
than the contindous presence of one 
or more of these devastating animal 
diseases which we do not now have 
to combat.” 


Poultry Management 

“Practical Poultry Management” 
was the subject of A. J. McLoughlin, 
general sales manager, Arcady Farms 
Milling Co., in his talk before the 
convention. 

He pointed out that practical poul- 
try management embodies all phases 
and not just the labor involved in 
raising poultry. These other phases 
are the inherited ability of the ani- 
mal, housing, care and management, 
Sanitation and feed. 

“It isn’t my intention to discuss 
feed at all, but to talk particularly 
about housing, care and management 
practices and sanitation.” 

He then went on to say that any 
one of these three factors that is not 
correct, limits the profits that are 
possible, made through either the 
production of poultry, meat or eggs. 

“We have seen a great many new 
poultry houses constructed that have 
been inadequately ventilated 


Ake 
} 
| 
— 
3 
I 
va 
é 
i 
wt 


birds grown in these houses for broil- 
ers, haven't weighed as much and 
their feed conversion has been higher 
than birds raised im poultry houses 
that are full of cracks, which allows 
for natural ventilation. 

“A recent survey made by the Na- 
tional Food Production group showed 
that 82% of the poultry flocks in 
our country had too little feed and 
water equipment; 66.4% of the flocks 
were producing less than 60% of 
production.” 

The importance of credit was again 
emphasized at the meeting when Gor- 
don Tucker, Vice President, I.C. Sys- 
tems, Minneapolis, spoke before the 
group on the history of credit and its 
effect on U.S. economy. 


Feed Retailing 

Lee Hammett, Western Advertis- 
ing Agency, Chicago, in his talk be- 
fore the combined convention, dis- 
cussed the supreme importance of 
the dealer in the feed marketing pic- 
ture and how the feed manufacturing 
industry wants dealers to be strong 
and stay strong. 

With this in mind, Mr. Hammett 
discussed what constitutes a good, 
1952 style feed retailer in the state of 
Illinois 

“To find out, I asked 19 different 
men with 19 different feed manufac- 
turing concerns who sell feed in this 
state,” he said. “These 19 men have 
been responsible for directing the sale 
of millions of tons of feed in this 
state. 

“I asked these 19 men to rate cer- 
tain factors in a good feed retailing 
operation, and they rated six funda- 
mentals as follows: 

“A 1952 feed dealer should: 

(1) Be in good health, financially. 

(2) Do re-sale 

(3) Give his employees opportun- 
itv for training. 

(4) Work at the feed part of his 
business . . . give time te it 

(5) Be a top-notch merchandiser 

(6) Be a heads-up citizen of his 
community. 

“Tt is out in the poultry yards and 
hog barns of the farms of the com- 
munity that the gold of new tonnage 
and business growth is waiting, said 
this panel of 19 men. And the alert 
dealer is willing to see that a quali- 
fied individual—either with or with- 
out the feed manufacturers man—-is 
out there at least 10 times a month 
getting barnyard effluvia on _ his 
heels, with an order book in his 
hands.” 

One factor that may be holding 
down this important re-sale work, 
Mr. Hammett said, is lack of trained 
personnel. He went on to tell that 
there are very skillful, well-informed 
men who can help the feed dealer 
make a new man valuable in a short 
while. These men, either the sales- 
man or special representative of the 
feed manufacturer, will be glad to 
help make salesmen out of every man 
working for a feed dealer, and from 
their training can come a capable 
outside man with a sound background 


of poultry and livestock information. 

Good tonnage just doesn’t happen 
Mr. Hammett said. It takes planning 
and effort. But the feed business is 
a quick turnover and volume business 
—and emphasis on a businesslike ba- 
sis will pay off. The 1952 dealer must 
find the “time” to devote to the feed 
part of his business. 

The poultry disease outlook was 
discussed by Dr. J. O. Alberts, de- 
partment of veterinary medicine, 
University of Illinois. 

“The birds which are attacked by 
the disease producing organism are 
a factor obviously in the outlook of 
poultry diseases,” Dr. Albert said. 
“For many years, flock owners have 
observed that the lighter breeds of 
chickens appear more resistant to 
pullorum disease, than most of the 
heavier breeds of chickens. There is 
evidence to support this viewpoint. 
However, one should keep in mind 
that resistance or susceptibility of a 
bird, or any other animal, is a rela- 
tive and not an absolute condition. 
Resistance could be developed, but 
not, in all probability, to a level of 
100%. Suppose we could obtain a 
population of birds resistant com- 
pletely to one disease. We would have 
no guarantee that the birds would 
not die or become injured by another 
disease. 

“From a practical standpoint, the 
age of the birds, the number of birds 
on the farm or in the vicinity, as 
well as the production purpose, influ- 
ence the outlook of disease in a cer- 
tain area during a specific period of 
time.” 

He told the group that the most 
important factor influencing the out- 
look of poultry diseases involves the 
environment or surroundings 
in which the birds are supposed to 
exist. This factor, environment, is in 
a very fluid state insofar as poultry 
production is concerned. New discov- 
eries, including equipment, drugs, and 
crosses of birds, new applications 
such as regulations, changes in man- 
agement practices, and financing pro- 
grams, and the arrival of apparently 
new diseases have many poultry 
growers in a continuous state of con- 
fusion. 

Whatever changes there may be 
for the better in the outlook of poul- 
try diseases as influenced by environ- 
ment will depend, Dr. Alberts said, 
to a large measure on the following: 

(1) To apply practices which have 
proved effective according to facts 
rather than fancies that appear suit- 
able because of convenience. (2) To 
remember that many people cannot 
or will not grow poultry, because 
they lack interest, investment or un- 
fortunately an inability to under- 
stand although the facts may be 
placed before them. (3) To educate 
poultry growers why their birds may 
become sick. Too much time, profit, 
and good relationship is lost when 
it becomes necessary to advise the 
flock owner what is wrong with the 
sick birds and what treatment, if 
any, may be used. 


Mutual Mill, Feed Group Meets; 
Association Officers Reelected 


JAMESTOWN, N.Y Officers of 
the Mutual Millers & Feed Dealers 
Assn. were reelected for another 
term at the association's annual sum- 
mer convention, held Aug. 12-13 at 
the Hotel Jamestown, Jamestown. 

The officers are Raymond W. Ham- 
mer, R. Hammer Mill, Russell, Pa., 
president; H. R. Merritt, Griggs & 
Ball, East Aurora, N.Y., vice presi- 
dent, and Mrs. G. A. Bentley, James- 
town, secretary-treasurer. 

New directors chosen at the busi- 
ness meeting were Harold Mallory, 
Dewittville, N.Y., and Donald Madi- 
son of the Gray Milling Co., Frank- 
linville, N.Y., who will finish out the 
term of F. Scott Gray of the same 
company. Reelected delegates were 
Rudy Engel, East Concord, N.Y., and 
Mr. Merritt. 

Norman Thomas, prominent Social- 


ist and several times candidate for 
the presidency of the U.S., was the 
principal speaker at the convention. 
His topic was “Our Commitments and 
Limitations in Asia.” 

At the business meeting held on 
the first day of the convention, Ralph 
Everett, director of Empire Sales 
Training Center, Buffalo, spoke be- 
fore the members, describing his 
work with the organization and serv- 
ices rendered to dealers in the pro- 
motion of sales of feeds. 

Edward F. Dickey, vice president 
and general manager of the feed and 
milling division of Honeggers’ & Co., 
Inc., Fairbury, IL, was the luncheon 
speaker. His topic was “Promoting 
Feed Sales as a Community Enter- 
prise.” 

Mr. Dickey emphasized that it is 
in local communities where “we must 


build teamwork and cooperation 
among many people if we are to cre- 
ate new business and do the most 
effective selling job.” He explained 
how feed men and other businessmen 
of a community and various organ- 
izations can cooperate in promoting 
agricultural enterprise and thus pro- 
mote sales of feeds and other mer- 
chandise. 

Carl Fribolin, district sales man- 
ager of the Ralston Purina Co. in the 
Finger Lakes district of New York 
state, gave a talk on the beginning 
of the broiler industry and its pres- 
ent status in New York. George 
Kessler of Ames Burns Co., showed 
colored moving pictures he recently 
took while on an extended tour, 
showing production of alfalfa, dehy- 
drating plants, corn growing in Ohio 
and cotton in the South. 

Members of the association were 
golf guests of the Wilber Feed Co 
and the Ames Burns Co. at the Chau- 
tauqua Golf Club as well as their 
guests at a baseball game played 
in the evening. 


CARGILL, INC., LEASES 
LOUISVILLE ELEVATOR 


MINNEAPOLIS—Cargill, Inc., has 
leased from the Thomson Grain Ele- 
vator Co, its grain elevator at Louis- 
ville, effective Sept. 1, 1952 

The elevator has a capacity of 300,- 
000 bu. and is of concrete construc 
tion. It is served by the L & N and 
Southern railroads 

Clifford M. Roberts, Jr., will move 
from Minneapolis to Louisville to 
open a branch office and to manage 
this elevator. This new Cargill facil- 
ity will be under the direction of Mr 
H. R. Diercks, manager of Cargill's 
regional office at St. Louis 

The acquisition of this elevator will 
make it possible for Cargill to serve 
to better advantage their customers 
in the South and East, the company 
states. 

CLOSED SATURDAY 

SIOUX CITY, IOWA-—The Sioux 
City Grain Exchange will be closed 
on Saturdays, following similar moves 
at the major grain exchanges 
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ingredients? Check the list below against your requirements. We 
can fill your order for any assortment from the list—mixed cars 
at straight car prices. Ask us for samples and prices delivered 


Our Teletype number is MP 477 
Mixed cars at straight car prices + - 


FRUEN MILLING COMPANY 


MINNEAPOLIS 5, MINNESOTA 


+ Samples on request 


STAR BRAND PULVERIZED 
MIXED FEED OATS 
CRESCENT PULVERIZED OATS 
MIXERS’ PULVERIZED OATS 
EAGLE BRAND STEAM CKIMPED 
OATS 
OAT FEED (when available) 
STEAM ROLLED WHOLE BARLEY 
GROUND BARLEY 
PEARLED BARLEY FLAKES 
(Max. 24%%% fiber) 
GLENWOOD BARLEY (pearted) 
STAR PEARLED BARLEY GRITS 
STEEL CUT DURUM WHEAT 
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W. D. Walker 


ARCADY FARMS OFFICERS—W. D. Walker, president 
of the Arcady Farms Milling Co., Chicago, was named 
chairman of the board at the annual stockholders and 
directors meeting Aug. 20. 8. J. Meyers, vice president, 
moved up to the presidency; 8S. S. Nordvall, vice presi- 
dent, became first vice president, and E. F. McDonnell, 
treasurer, was named vice president. C. E, Hubler was 


S. J. Meyers E. F. McDonnell 

reelected secretary, and F. J. Micus was advanced from 
assistant treasurer to treasurer. Directors were reelected. 
They are Mr. Walker; Mr. Meyers; James B. Forgan, 
First National Bank of Chicago; R. N. Crawford, R. N. 
Crawford & Co.; F. W. Adams, Adams & Burdett, general 
counsel for the company; J. O. McClintock, Chicago Board 
of Trade, and J. Sanford Otis, Central Republic Co. 


. OPS Issues Cottonseed Meal Price 


Order; Ceiling $80 Bulk, Memphis 


By JOHN CIPPERLY 
Feedstuffs Washington Correspondert 
WASHINGTON The Office of 
Price Stabilization came through this 


iweek with a cottonseed oil meal 
regulation. 
The order, Ceiling Price Regula- 


tion 167, is effective Aug. 25 and pro- 
vides a basic processor's cottonseed 
meal ceiling of $80 ton, bulk, Mem- 
yhis, with meal ceilings ranging up to 
Bs: for Cailifornia and $83 for the 
rolinas. 

Significant in the terms of the or- 
@er is the fact that re-sales of cot- 
Ronseed meal are priced off the sup- 
Plier’s ceiling and not his sale price, 
@s now required under the soybean 
Meal order 

The price basis of the cottonseed 
feed products price regulation is 41% 
Protein for cottonseed meal, cake, 
Bized cake, flakes, cubes and pellets 
and + for whole pressed cotton- 
seed meal, cake, sized cake, cubes 
and pellets 

Distributive 
to only one 


class 


restricted 
their 


are 
within 


traders 
mark-up 


Distributors’ Margins 
raise havoc in the 


The order may 
distributive trades since the retail 
margin was beaten down to $8 per 
ton instead of $9 as forecast last 
week in Feedstuffs. On the other 
hand, the order gives the wholesaler 
a $4.50 margin as against the $4 
level predicted previously, and job- 


bers are given a margin of $2.25. 


Before the order was issued, there 
was a very unfavorable reaction to 
the retail margin, and it is now ex- 
pected that the trade will take its 


case to Congress to fight the $8 per 
ton allowance which it sees as defi- 
nitely inadequate 

For futures trading on the Memphis 
merchants exchange, the order speci- 
fies a cottonseed meal ceiling of $80 
ton. The order does not appear to 
cut across contracts already in effect 
at time of issuance and the effective 
date of the order 

Among other things, the regulation 


also establishes ceiling prices for 
sales by grinders and specifies proc- 
essors’ maximum markup. Ceilings 


for sales by trucker-merchants are 
also established. 

The allowance for sacks and sack- 
ing provides that the seller may add 
to his bulk ceiling the following: (a) 
$1 per ton, plus the lower of (1) ac- 


tual sack costs, or (2) the applicable | “"¢ ‘ettonseed feed) will contain any spe- 
| ecified protein content less than the standard 

allowance from the following—Cot- | for the commodity and you fulfill such 
ton, new $5.25, used $4.25; burlap, new | — untee by delivering a lot with at le = 
or the minimum protein content guaranteed 
$4.25, used $3.50; new paper $3.25. | you your celling price by deduct 

Following is the text of the basic | ins from your ceiling price of the same com 

modity standard protein content, as 
parts of the cottonseed feed products | termined under par enek (A) G) of 
price regulation: section, $1.00 per ton for each unit of pro 

tein or fraction thereof by which the guar 

Section 1. What this regulation does. (A) inteed protein content of the lot is under 
Coverage. This regulation establishes ceiling the standard for the commodity 
prices for producers and distributors of cot (%) Sales with guaranteed mini of 
ton seed feed products. To the sellers 13 protein content. If at the time of sale 
products covered, this regulation you guarantee that a lot of cottonseed meal 
the general ceiling price regulation (GCPR) | ke sized cake flakes, cubes, or pellets 
and Supplementary Regulation (SK) 31, Re will contain, at a minimum, 43% proteir 
vision to the GCPR. For sales by the | you fulfill such guarantee by delivering 
Commodity Credit Corporation, it supersedes with at least 43% protein, you de 
SK 14 to the GCPR our ceiling price by adding $4.00 

(B) Geographical applicability. This regu 1 to your ceiling price of that product 
ulation applies in the 48 states of the standard protein content, as determined 
United States and the District of Columbia ler paragraph (A) (1) of this section 

Sec. 2. Sales not covered. This regulation (4) Deliveries of less than guaranteed 
does not apply to: (A) Export sales and protein content. If at the time of sale you 
sales for export. These sales are covered by guarantee that a let of cottonseed fe 
Ceiling Price R m 61. (B) sales of lucts (except hulls, hull bran, and cot 
imported cottonseed feed products. These t ed feed) will contain any minimur 
sales are covered by Ceiling Price Regula pr n content and you do not fulfill suc 

guarantee on delivery your ceiling price 
Processors’ ceiling prices for sales as determined under subparagraphs (1), (2) 
in carload lots, or pool carlots, or (3) of paragraph (A) of this section i 
If you are a processor your ceil reduced in such proportion as the deficienc 
prices for ales of cottonseed feed prod bears to the guarantee 
ton, bulk, f.o.b. mill, in carload hx ple: You produce a particular lot of 
lots or pool carlots, are as tt do meal at Memphis and deliver it 

(A) Cottonseed feed prod s, except hulls, to ur customer in bulk, in a carload lot 
hall bran and cottonseed sales at ir mill. At the time of sale yo 
with guarantee of standard protein content. guarantee that the lot will contain, at a 
If at the time sale you guarantee that minimur 41% protein Under paragraph 
the lot of cott« 1 feed products (except (A) 1) of this section, if you delivered a 
hull hull bran cottonseed feed) will lot with a protein content 411% or more 
contain at a minimun the standard pro your ceiling price for that lot would be $50.00 
tein ntent for the commodity and you Hiowever, upon analysis, the lot you deliver 
fulfill such guarantee by delivering a lot is found to contain 40.1% protein Your 
with at least such standard protein content i price for that lot is $78.20 ($80.00/41 
your ceiling price is hown in Table 1 ‘ juts $1.95. $1 95 10.1 equals $78.20) 

a If you produce the let at a point (5) Sales with no guaranteed minimum 
listed in Table 1 for that point of produc protein content. If at the time of sale you 
tion fo not guarantee that a lot of a cottonseed 

(ii) Other production points. If you pro ed products (except hulls, hull bran, and 
duce the lot at a point not listed in Table 1 ttonseed feed) will contain any minimur 
your ceiling price 1 tein content, vou determine your ceiling 
Table 1 for the same price per ton by multiplying the actual 
nearest to the actual number of full units of protein in the lot 

(iii) Standard by $2.40, if the lot is produced from whol: 
for cottonseed meal pressed cottonseed, or $1.90 if produced 

jibes, and pellets ! from cottonseed, However, your ceiling price 
sea ttonseed meal, cake, sized cake, cubes determined under this subparagraph must 
and ellets not exceed the eiling price for the same 

Sales with guarantee of less than ee “lity of standard protein content as 
st lurd protein content. If, at the time determined under paragraph (A) (1) 
‘ you guarantee that the lot of tt this section 
seed feed products (except hulls, hull bran (B) Cottonseed halls. Your ceiling price 
Table 1 
Cake or Flakes Meal r Cubes 
Whole Whole Whol 
pressed Pressed pressed 
Point of Cotton ytton Cotton tton otton 
production seed seed seed seed seed 
Missiasips $78.0 $66.00 $80.00 $65.00 $70.2 
Tenn 66.00 80.00 48.00 0 
East. Ark.*® 78.00 66.00 80.00 68.00 7.2 
West. Ark? 79.00 67.00 $1.00 
Missouri 67.00 69.00 
Illinois 9.00 67.00 81.00 49.00 
Louisiana 79.00 67.00 $1.00 69.00 
Oklahoma 80.00 68.00 82.00 70.00 
Texas 80.00 68.00 $2.00 om 
Alabama 79.00 67.00 8a.00 69.00 
; a 80.00 68.00 $2.00 100 
Florida 80.00 68.00 $2.00 70.00 
So. Carolina 81.00 ag 83.00 71.00 
No. Carolina $1.00 69.00 $3.00 TLOO 
New Mexico 80.00 68.00 $2.00 
Arizona 80.00 68.00 82.00 7 
California 80.00 68.00 $2.00 70.00 $3.00 71.00 84.25 2.25 


counties In Arkansas: Arkansas, Clay, Craig 


*East Arkansas consists of the following 
head, Crittenden, Jackson, Lawrence, Lee, Mississippi, Monroe, Phillips, Poinsett. Ran 
dolph, St. Francta and Woodruff 

tWest Arkansas consists of all points not included In East Arkansas 


for cottonseed hulls is $25.00 per ton 
(C) Cottonseed hall bran. Your ceiling 
yttonseed hull bran is $29.00 per 
tation cost if any 
xluction of the cotton 
nt of production of the 
(D) Cottonseed feed. Your ceiling price 
for cottonseed feed d nined ¢ ws 
(1) Guarantee nimu pr nh con 
tent. If, at the time sale, you rantee 
that f sttonseed feed w tain 
any pe I eontent and 
you fu ch t de a 
lot with at least the n proteir TT 
tent guaranteed i t nine ir ceil 
ing price t ledduct celling 
price for ttor I rd pro 
teir ntent xed by p (A) G1) 
of ectior $1 pe nit 
of protein, or fr m ther by which the 
guar teed pre n content « he let of 
cottonseed feed be 41 
‘2 ivery of less than guar 
tein nt I a ce er a lot 
seed feed containing le than th 
teed minimun pr t t nt r ceil 
ing prix as det ned ur r paragraph 
aby) al f this sectior ' reduced in such 
proportion as the deficiency bears to the 
cuarantee 
Sec, 4. Processors’ cei 
sale in a less-than-cart if you are a 
processor nd you de % of cotton 
seed feed product (except hulls nd hull 
bran) in bulk ir a ile than-cariload jot, 
you may id $1.00 per t to wr « ing 
price for t sale na car ad t or poal 
car t is otherwise letermined under this 
regulation The rkup pro led in 
this section is in addition to the distributive 
markups provided for processors in Section 


5. 
delivery at a point other than the 


Processors ceiling prices for a 
prod 


ceil- 


Sec, 


If you are a 


ing points. 


which your 
Sec. 6, 
process 
markup 
for a sale 
except as 
Case spre ‘ ret » 
markup not to exceed the corresponding 
amount listed 
All other 
Cott cotton 
hu t seed feed 
hull bran products 
(perton) (per ton) 
If you sell such 1 to a 
1 after having 
unloaded ji > a 
store operated t you 
iS a separate place 
at the produ yn plant 
where t lot was 
produced $4 $4.50 
In all is 
you se rt 
havir i 
to a sepa e place 
by 
you t 
the 4 1 
where t ' t wa 
produce 
To $1.00 $2.00 
I e else, ex 
cel a gr er $1.00 $1.50 
I you sé t eder 
in quant ‘ f 
It 
pr 1 pla 
th t wa 1 $1.00 $2.00 
Sec. 7. Ceiling prices for sales by grinders. 
(A) Sales f tlonseed r whole pressed 
cotoen rie ed ‘ cubes or pel 
t ike 
re er ler of domesti 
eal 
n t i to your 
i the t cake 
* is produced, f t your 
ness, t f wing 
portatt f any 
tior of th b cake 
ret f the me sized 
r 
ton if you produce and 
ni uy and sell 
or y ind sell 
led in paragraph 


(B) Sales of nseed, or whole-pressed 


cottonseed . siz ake, cubes or pellets 
imported cake, f.0.b. 
rinde mported slab 
pr for ‘ 
r whok 
let ned by 
the I ted s 
t produced 
entr f 1 a 
r 


ro 
not the fol 
n tion osts if any, 
o entry or from such 
wh you take delivery 

r, to the point produc 
sized cake, cubes or pelleta 
per t if you produce and 
ton If you, produce and sell 
t if you produce and sell 


provided in paragraph 


and 
> as 
yn 


(C) Deliveries at a point other than pro- 


ducing point. If you are a grinder, your 
ce of a lot at any 
er than at which it is 
is dete xdding to your 
ceiling rice for that lot, f.ot mill, as 
otherwise determined under this regulation 
your transportatfon cost f the point 
at which the lot was produced to the point 
at which your customer takes delivery 
(D) Grinders maximum markup As a 
grinder, you may add to your ceiling price 


(Continued on page 1) 
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and 
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DR. SALSBURY’S 


SELLS HOG FEEDS 


Multi-Chemical Different From Antibiotics 
Growth Stimulant 


or Protein Supplements 


Feed containing HOG-GAIN is easier to 
sell... gives hogs 27 % faster rate of growth 
with 149% less feed per pound of gain. 
Hogs finish with greater uniformity, better 
quality. HOG-GAIN also helps make runty 
pigs profitable. Mix HOG-GAIN in your 
feed or sell HOG-GAIN by the package. 
Send for HOG-GAIN prospectus. DR. 
SALSBURY’S LABORATORIES, Charles 
City, Iowa. 


“Brings In New Customers”’ 


“We tested HOG-GAIN on a five-month 
old scrubby pig that weighed 13 pounds. 
In three months this pig weighed 172 
pounds, at six months it weighed 277 
pounds with a feed conversion of 2.67. 
HOG-GAIN'S results gave us many new 
customers.’ 


Wallje Brothers Produce 
Pleasanton, Kansas 


Recommend 


For Controlling 


BLACK BLOODY SCOURS 


In Pigs of All Ages 


Dr. Salsbury’s RISTAT controls black or bloody scours (swine dys- 
entery) in pigs of all ages. High effectiveness proved on thousands 


4 


Exclusive 
Chemical Discovery 


of pigs. 
RISTAT'’S prompt results, ease of use and low price make it ex- 
Tablet Form tremely popular among hog raisers. Makes your service calls pay 
Used good returns... raisers can easily treat their own hogs. 


Black or bloody scours is a big problem among thousands of raisers. 
Increase your sales and help your customers by promoting RISTAT 
Now! Packaged in 100, 250 and 500 tablet sizes. Write for RISTAT 


prospectus. 


In Drinking Water 


DR. SALSBURY'S LABORATORIES 


SALSBURYS. CHARLES CITY, IOWA 
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Poultry Product 
Consumption 
Record Indicated 


WASHINGTON — Consumption of 
eggs, chicken and turkey in the first 
half of 1952 apparently was of rec- 
ord proportions, and new records in 
production and per capita consump- 
tion of these products are expected 
this year. 

This was reported by the Bureau of 
Agricultural Economics in the cur- 
rent issue of the National Food Situ- 
ation. 

More turkey probably will be con- 
sumed in July-December, 1952, than 
a year earlier, and the per capita 
rate of chicken consumption may ap- 
proximate that of the second half of 
1951, the report continues. While egg 
consumption will be high for the sea- 
son, it probably will not be up to the 


~CLOROFOLEN QUIZ... 


Question: 


Answer: 


level of the last half of 1951, BAE 
says. 

Contributing to the large supplies 
of poultry meat in prospect for com- 
ing months are large stocks now in 
storage, the probable increase in the 
production of turkey over a year 
earlier and marketings of chicken not 
much smaller than a year earlier. 
Stocks of chicken in cold storage on 
July 1 were larger than on July 1, 
1951, and will be available to sup- 
plement current marketings. Broiler 
supplies are declining as the result of 
smaller chick placements, but mar- 
ketings of farm chickens are increas- 
ing seasonally. 


Little Price Variance 


Somewhat smaller production of 
eggs, increased supplies of turkeys 
and about unchanged supplies of 
chickens are expected to sell at prices 
not greatly different from last year’s 
levels. Although egg prices in the 
first six months of 1952 were sharply 
lower than a year earlier, the sea- 
sonal increase late in June and early 
in July was faster than usual. Whole- 


sale prices at mid-July were close to 
those of a year earlier. 

During May and June, the U.S. De- 
partment of Agriculture conducted a 
surplus removal program for shell 
eggs. Under the program 227,000 
cases of eggs were bought for use 
later this year in school lunches and 
other eligible outlets. The program 
ended at about the time the sharp 
seasonal price increase began. 

The outlook for the next few 
months, BAE says, is for a seasonal 
egg price increase from the levels of 
late July. However, egg prices may 
not go quite as high as in 1951. 
Chicken prices in coming months are 
likely to continue at about present 
levels, which are somewhat lower 
than a year earlier, it says. 


More Turkey Broilers 


Although the record of turkey 
hatchings to date suggests that the 
number of turkeys hatched this spring 
was about 13% larger than in 1951, 
the supply of turkeys for the last 
half of 1952 is not likely to increase 
by quite so high a percentage. This 


Does Clorofolen’ affect 


normal breeding cycle? 


Clinical investigation in fourteen leading kennels 
demonstrates that CLOROFOLEN does not affect 


the normal breeding cycle in males or females! 


What is CLOROFOLEN ? It's a specially prepared water aii food grade 


Chlorophyll on a carrier of dehydrated Alfalfa Leaf Meal... 
to all Federal and State Agencies . . . 


acceptable 


a dog food deodorant now used by 


over one hundred leading dog food manufacturers. Its efficacy is not affected 


by heat and moisture used in baking or canning . . . 


it does not interfere with 


a veterinarian's diagnostic procedure. Rigid production quality control assures 
you of no variance from standard. 


BOWMA 


N FEED PRODUCTS, Inc. 


Holland, Michigan 


SALES OFFICES 


220 East 42nd Street, New York 17, N. Y. 
228 North La Salle Street, Chicago 1, Illinois 
170 E. California Street, Pasadena 1, Calif. 
Canadian Chlorophyll Sales, 393 Weston Road, Toronto, Ont. 


is because a somewhat higher prop- 
ortion of the increase apparently has 
been in turkeys intended for market- 
ing at light weights and without re- 
spect to season. Recent prices of this 
type of turkey have been so low as 
to be about comparable with the 
prices for heavy roasting chickens. 

The prices of the heavier types of 
turkey which are marketed principal- 
ly in the holiday season are not ex- 
pected to reach last year’s seasonal 
highs. 


Record Tonnage 
of Feed Sold in 
Indiana in 1951 


LA FAYETTE, IND.—A record vol- 
ume of commercial! feeding stuffs was 
sold in Indiana in 1951. 

It is estimated that 1,324,547 tons 
of commercial feed, with a retail 
value of $131,922,547, were sold in the 
state during the year. This estimate 
is based on the sale and exchange of 
Indiana State Chemist tags. 

This estimate exceeds the 1950 ton- 
nage by more than 137,000 tons and 
is the highest in the history of feed 
inspection in Indiana, it was point- 
ed out in a report on Inspection of 
Commercial Feeding Stuffs in In- 
diana during 1951. The report was 
issued by the Agricultural Experi- 
ment Station at Purdue University. 
The State Chemist is Dr. F. W. 
Quackenbush. 

Mixed feeds made up about 78% 
of the total feeding stuffs tonnage 
sold in Indiana during 1951, the re- 
port notes. The mixed feed tonnage 
was 1,034,720, with an estimated re- 
tail value of $104,620,156. 

The 1950 feed tonnage of 1,187,385 
was the Indiana high prior to the 
1951 total of 1,324,547 tons. Sales of 
commercial feeding stuffs in the state 
passed the million-ton mark for the 
first time in 1943, and the tonnage 
has exceeded one million in every year 
since, with the exception of 1946, 
when the total was just under one 
million tons. 

The 1951 tonnages and estimated 
retail values for the various mixed 
feed classifications were reported as 
follows: 

Calf feeds, 12,218 tons, $1,612,776; 
cattle and dairy feeds 126,632 tons, 
$10,941,005; horse and mule feeds, 
2,110 tons, $187,368. 

Poultry feeds (mash, pellets, etc.) 
448,591 tons, $44,679,663; poultry 
feeds medicated, 78,997 tons, $8,342,- 
083; poultry scratch grains, 12,447 
tons, $1,128,943; sheep and goat feeds, 
350 tons, $31,500; small animal and 
pet feeds (rabbits, dogs, etc.), 26,182 
tons, $3,927,300; swine feeds, 282,734 
tons, $29,828,437. 

Vitamin D supplements for poultry, 
1,312 tons, $682,240; chop (corn and 
oats and miscellaneous chop), 10,097 
tons, $726,984; condimental stock 
feeds (not all condimental feeds come 
under the feed law), 1,500 tons, $249,- 
000; mineral feeds, 27,222 tons, $2,- 
850,143; unclassified, 4,328 tons, $448,- 
814. 

Tonnages of ingredient feeds sold 
in Indiana in 1951 were estimated as 
follows: Alfalfa products, 19,594; ani- 
mal by-products, 44,844; brewers’, 
distillers’, yeast dried grains and sol- 
ubles, 8,400; corn products—hominy 


PHOSPHATE PRODUCTS 
‘KELL-PHOS BRAND 


Carroll Swanson Sales Co. 
620 D. M. Bldg. Des Moines 9, lowa 
lowa-Nebraska Sales Representatives * 


CENTRAL FEED SUPPLY 
Specialists in Feed Ingredients 
327 So. LaSalle St, CHICAGO 4, IIL 
JOE E. NELSON ETHEL PANTHER 
Phone WAbash 2-6935 Teletype CG 1065 
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Harold E. Blanchard 


DAWE’'S REPRESENTATIVE — 
Harold E. Blanchard, who for the past 
eight years has served New England 
feed manufacturers with the Dawe's 
line of vitamins and related feed for- 
tification products, has been trans- 
ferred to California. The transfer, an- 
nounced by Dawe’s Laboratories, Inc., 
Chicago, was effective July 1. The 
Blanchard family has moved from 
Peterborough, N.H., to Glendale, Cal. 


feed, 40,279; other (feed meal, germ 
meal, gluten feed, etc.), 2,500; cot- 
tonseed oil meal, 6,031; linseed oil 
meal, 5,969; marine products, 2,406; 
milk by-products, 11,285; oat prod- 
ucts, 1,406; soybean oil meal, 77,526; 
wheat and rye by-products, 68,317; 
miscellaneous (beet pulp, peanut oil 
meal, processed garbage, etc.), 1,270. 
CCC BUYS STRUCTURES 
FOR PEANUT STORAGE 
WASHINGTON— The U.S. Depart- 
announced 


ment of Agriculture re- 
cently that the Commodity Credit 
Corp. has completed contracts for 


the purchase of 17 grain storage 
structures for use in the peanut pro- 
ducing area of Texas and Oklahoma 
so that farmers in the area can parti- 
cipate in the 1952 peanut price sup- 
port program. 

Contracts have been completed in 
accordance with terms of an offer 
announced by the department on July 
30. The successful bidder was the 
Midwestern Steel Building Co. of 
Oklahoma City. The structures will 
be 40 x 100 ft. each, and will have 
a total grain storage capacity of ap- 
proximately 658,000 bu. The cost of 
each structure to CCC on a completed 
and erected basis is $10,836.32, or 


BURROWS 
FEATHER- 
WEIGHT 
PORTABLE 
ALUMINUM 

ELEVATOR 


For 

Ear Corn, 
Grain, Feed, 
and Many 
Other Materials 


Loads and unloads trucks, cribs, bins in 
fraction of time usually required. Hur- 
ries along farm pickups. 

Weighs less than 100 Iba —quickly posi- 
tioned by one man—and enables one 
man to do the work of two. Can be 
profitably employed the year round, 
indoors and out. 

Rugged, durable construction. 16- and 
20-ft. lengths. With gas engine or motor 
—or without either. Send for literature 
Lick labor shortage and cost with this 
low-cost, handy helper. 


EQUIPMENT COMPANY 


1316-C Sherman Evanston, 


approximately 28¢ per bushel cap- 
acity. 

In Texas the structures will be lo- 
cated at Floresville, Hallettsville, 
Whitney, Elkhart, Grapeland, De- 
eatur, Whitesboro and Sulphur 
Springs. The sites in Oklahoma will 
be Fort Cobb and Anadarko. 


LIVESTOCK SHOWS SET 

MADISON, WIS—Dates for Wis- 
consin's four annual junior live stock 
expositions have been announced by 
Arlie Mucks, executive secretary of 
the Wisconsin Live Stock Breeders 
Assn. Junior shows will be held for 
central Wisconsin at the Adams 
County Fair Ground, Friendship, 
Sept. 3-5; for northeastern Wisconsin 
at the Brown County Fair Grounds, 
Green Bay, Sept. 22-24, and for north- 
western Wisconsin at the Eau Claire 
County Fair Grounds, Eau Claire, 
Sept. 29-Oct. 1. The 37th annual Wis- 
consin Junior Live Stock Exposition 
will be held at the Dane County 
Fair Grounds, Madison, Oct. 20-23. 
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LABORATORY MOVES TO 
NEW, LARGER QUARTERS 


CHICAGO — The Laboratory of 
Vitamin Technology announces re- 
moval of its biological and chemical! 
divisions to new and larger quarters 
at 7737 S. Chicago Ave., Chicago. The 
two divisions have now merged their 
activities into one unit 

The laboratory now occupies 13,000 
sq. ft. of space. In addition to its 
services to the feed industry along 
the lines of vitamin, mineral, amino 
acid and other analyses, the lab- 
oratory has acquired facilities for 
testing poultry and swine feeds and 
feed ingredients in floor pens under 
practical field conditions 

The organization also has obtained 
the services of a microscopist trained 
in the feed field for determining the 


quantity and quality of major in- 
gredients in a mixed feed 
OPEN WAREHOUSE 
MALDEN, MASS The Noram- 


grex Co., manufacturers and engi- 
neers of flour and feed milling ma- 
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chinery, has announced the opening 
of a warehouse in Oklahoma City in 
a program to service the firm’s cus- 
tomers in the West. A stock of more 
than 100 rebuilt roller mills, crimp- 
ers and crackers, as well as other new 
and used flour and feed machinery, 
will be stored in the new warehouse 
for delivery to western customers 


NAMED CONTROLLER 
MINNEAPOLIS The election of 
Albert F. Johannsen as controller and 
Archer-Dan- 


assistant treasurer of 


iels-Midland Co. has been announced 
by Thomas L. Daniels, president. Mr 
Johannsen started with ADM as 


chief accountant in 1948 and was ap- 
pointed controller the following year 


(2) Floor Demonstrator 
Bag Cleaners For Sale 
SAVE UP TO $200 00 
® New Machine Warranty 


FILTAIRE PRODUCTS, INC. 
P. O. Box 142 Springfield, 1. 


Farmers Feeding Oats Are L 


ARE 


Q 


Dealers make money selling this amazing, new feed. 
Feeders save money and put pork pounds on hogs 
faster when they feed Arcady Avitas Pellets. 


2 


Hogmen cut production costs by boosting conver- 


sion of feed to meat by 18%. 


CORN 


SOY BEAN ROLLED OATS 


BARLEY 


WHOLE OATS 


You use less of Arcady Avitas Pellets to do a better 
feeding job than straight oats. Lower feed costs, no 
waste, greater feed efficiency adds up to profits. 


FOR FREE 
LITERATURE 
WRITE TO 


everybody profits 
when you sell 


ARCADY AVITAS PELLETS.° 


osing Money 


8 bags of ARCADY AVITAS PELLETS 
have equal nutritional value to 
10 bags of oats — and cost less. 


you sell a new feed that doesn’t 
compete with any other feed 
you are now handling. 


write for the ARCADY DEALER PLAN 


ARCADY FARMS 


. MILLING COMPANY 


4 = 


223 W. Jackson Bivd. 


Chicago 6, Illinois 
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Ohio Nutrition 
Conference Set 
for Nov. 11-12 


COLUMBUS—-A wide variety of 
feed and nutrition problems are 
scheduled for discussion at the 13th 
annual Ohio Animal Nutrition Con- 
ference, to be held at Ohio State 
University Nov. 11-12. The tentative 
program has been released by A. R. 
Winter, Ohio State University, pro- 
gram committee chairman. 

Reports will be given the morning 
of Nov. 11 by T. S. Sutton, Ohio 
State University, on Ohio animal nu- 
trition research; Ralph Grimshaw and 
Db. D. Moyer, Ohio State University, 
importance of management; M. G 
Smith, Ohio State, feed and livestock 


outlook, and O. G. Bentley, Ohio 
Agricultural Experiment Station, 
“Feeding the Buds Instead of the 
Steer.” 


Two fertilizer reports will be given 
the afternoon of Nov. 11. K. C. Bee- 
son, U.S. Plant, Soil and Nutrition 
Laboratory, Ithaca, N.Y., will discuss 
fertilizer’s affect on feeding value of 
crops, and William Tyznik, Ohio 
State, will report on the phosphorus 
supply. Also scheduled for that ses- 
sion is a summary of new calf feeding 
developments by H. R. Conrad, Ohio 
Agricultural Experiment Station, and 
a report on mastitis by W. D. Poun- 
den, Ohio Agricultural Experiment 
Station 

W. C. Thompson, director of the 
Feed Control Laboratory of the Ohio 
Department of Agriculture, will lead 
off the morning program Nov. 12 
with a discussion of Ohio feed con- 
trol problems. Other session speakers 
will be W. E. Glennon, president of 
the American Feed Manufacturers 
Assn., on meeting industry problems, 
and Damon Catron, Iowa State Col- 
lege, on synthetic sow’s milk for pigs 

Speakers the afternoon of Nov. 12 
will include Harold Yacowitz, Ohio 
State, antibiotics in poultry rations; 


| 


F. W. Hill, Cornell University, energy 
in poultry feeding; H. E. Moskey, 
drugs in animal feed bases, and Mr. 
Sutton, who will present a summary. 


Movie Shows Ways 
of Serving Poultry 


COLUMBIA, MO. — A 21-minute 
color movie, “Poultry Products on 
Parade,” which features 21 different 
ways of serving poultry products, 
has been produced by the Missouri 
Poultry Council. It is directed by E. 
B. Winner and Miss Josephine Flory, 
poultry and nutrition specialists of 
the Agriculture Extension Service, 
University of Missouri. 

The movie points out that poultry 
raising in Missouri no longer is a 
“pin money” operation for the farm 
wife, and that scientific production 
and improved marketing practices 


have put it in the ranks of big 
business. 
The movie presents the modern 


poultry house with its labor saving 


be sure you get 
all these features 


A product easy to use and with 


good dispersion. 


Controlled quality, assuring de- 


pendability. 


research. 


your customers. 


accepted. 


A product backed by constant 
Service helps for both you and 


5 A product nationally known and 


6 A source of Vitamin D at low cost. 


particular batch. 


VITAMIN 


rat assay for 
~ every batch of FIDY 
assures effective 


VITAMIN 


for your feeds 


Every bag of FIDY bears an analysis tag. It gives 
you a guaranteed analysis and a guaranteed vita- 
min D potency determined by a rat assay on that 


To rat assay every batch of FIDY is a costly oper- 
ation. But we believe the cost is small compared 
to the value of this important step in protecting 
the quality of your product. 


In addition to this protection, you have in FIDY, 
a feed ingredient that is made especially for the 
feed trade. FIDY is all yeast. FIDY is easy to use. 
It is a free-flowing, finely divided powder that dis- 
perses uniformly through the feed mix. FIDY has 
a high degree of stability —in the bag —in the mix. 


Investigate this rich, dependable source of vita- 
min D. Remember every batch is rat assayed. 
FIDY’s cost is small—its potential benefits great. 


For a sample of FIDY or for more complete 
information, address Desk FS-8 STANDARD 
BRANDSINCORPORATED, Agricultural Dept., 
595 Madison Avenue, New York 22, N. Y. 


Dr. Logan T. Wilson 


JOINS HONEGGERS'—Ben A. Roth, 
president of Honeggers’ & Co., Fair- 
bury, IIL, has ed the appoint 
ment of Dr. Logan T. Wilson as nu- 
tritionist for the Honegger firm. Dr. 
Wilson, who grew up on a farm in 
Saskatchewan, Canada, has had a 
long career im all fields of livestock 
and poultry nutrition, specializing in 
dairy cattle. A graduate of the Uni- 
versity of Saskatchewan, he received 
a Ph.D. degree after studies at the 
University of Wiscensin, where he 
majored in biochemistry. Dr. Wilson 
has been associated with the Borden 
Co., Sherwood Feed Mills, Inc., Balti- 
more, and J. T. Gibbons, Inc., New 
Orleans. He is a member of the Nu- 
trition Council of the American Feed 
Manufacturers Assn. 


devices, and shows modern market- 
ing methods, from classification of 
eggs to the streamlined methods of 
preparing poultry for market. 

The movie pictures preparation of 
poultry for table use with scenes 
of scalding, dressing, eviseration, cool- 
ing, inspection and the product as 
it appears on the grocer’s shelf. It 
points out that poultry can be pur- 
chased fresh, frozen, canned and 
smoked in whole birds, halves or 
pieces. 

Assisting in production of the mo- 
vie were the University of Missouri, 
Missouri State Department of Agri- 
culture, Missouri Poultry Improve- 
ment Assn. and the Missouri Turkey 
Federation. 

Vincent E. Bates, president of the 
Missouri Poultry Council, suggests 
that hatcherymen, processors and 
other industry members will find this 
an excellent movie to show to con- 
sumer groups. Requests for the film 
should be sent to the Missouri Poul- 
try Council, 201 Waters Hall, Co- 
lumbia, Mo. 


“The Polka Dot Folks” 
BOARD OF TRADE 
KANSAS CITY 6, MO. 
Vietor 4385 -86-87- 68-89 
Protein Dept, TWX-KC29 
Other Ingredients, TWX-KC 125 


PRODUCTS 


Distributed in Minnesota, 


North and South Dakota 
and western Wisconsin by 


734 Midland Bank Bldg. 
Minneapolis 1, Minn. 
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...Beef can be produced 
at 15¢ a pound or less 


HUBBARD’S SUNSHINE 


30% BEEF BUILDER A (with rumen-aid) 


Hubbard is proud to introduce the most economical way to fatten cattle ever discovered! It is HUBBARD’S SUNSHINE 
30% BEEF BUILDER A, a product that will produce gains for 15¢ a pound or less. Used with common cheap roughages 
such as corn cobs, corn stalks, corn silage and prairie hays, it provides the proper proteins, vitamins and minerals necessary 
to release the high level of energy these roughages and grains contain. HUBBARD'S SUNSHINE 30% BEEF BUILDER A, 
which includes Hubbard's exclusive digestive stimulant, RUMEN-AID, is formulated to nourish the billions of bacteria in the 
Rumen, or paunch, of cattle. And . .. when HUBBARD’S SUNSHINE 30% BEEF BUILDER A is fed at the recommended levels, 
there is absolutely no chance of a vitamin deficiency in cattle! 


For lower feed costs for your customers... 
higher profits for you 


its HUBBARD’S sunsuine 30% Beer A 


HUBBARD MILLING CO. MANKATO, MINN. MARION, IND. 


148 N (} W 
x 
a 
Aye 
q 
‘Boe 
+4 
) 
| 
— 
| | 


14——FEEDSTUFFS, Aug. 23, 1952 
Soy Processors 
Reaffirm Stand 

on OPS Ceilings 


CHICAGO 


Aug. 15, with the following officers 
named to direct the organization for 
the year ahead: Robert G. Houghtlin, 
Chicago, president; Eldred A. Cayce, 
Ralston-Purina, St. Louis, vice presi- 
dent and chairman of the executive 
committee; William E. Huge, Central 
Soya Co., Ft. Wayne, Ind., secretary; 
and Harold A. Abbott, Funk Bros. 
Seed Co., Bloomington, IL, treasurer. 

The following were named as direc- 


About 300 members of 


the National Soybean Processors 

Assn., their guests and families, at- | tors for three years, to fill vacancies 
tended the annual meeting of the | occurring when terms expired: S. E. 
group at the Edgewater Beach Ho- | Cramer, Swift & Co., Chicago; Philip 


S. Duff, Archer-Daniels-Midland Co., 
Minneapolis; Joseph S. Sinaiko, Iowa 
Milling Co., Cedar Rapids, Iowa; 
Clarence E. Peters, Haynes Soy 


14-15 

the closed meeting, which 
the first day, the 
position 


tel Aug 

During 
occupied most of 
organization reaffirmed its 


of opposition to the Office of Price | Products, Inc., Portland, Ind. J. J. 
Stabilization’s policy on soybean oil | Quinlan, Allied Mills, Chicago; Ralph 
meal ceilings, and discussion of this | Wells, Ralph Wells & Co., Monmouth, 
consumed much of the time. The Ill. Twelve other directors still have 


group also reviewed the accomplish- | a year or two to fill their terms. 

ments of the last year and heard | Clark Yager, Pillsbury Mills, Inc., 

various committee reports. Clinton, Iowa, was named a director 
A cocktail party and dinner was | with term to expire September, 1953. 

well attended the evening of Aug. 14. | He replaced H. R. Schultz who re- 
The directors’ meeting was held | signed from Pillsbury recently. 


Members of the executive commit- 
tee, elected by the directors, are: Mr. 
Cayce, chairman; Mr. Abbott; Mr. 
Huge; Mr. Houghtlin; Mr. Duff; R. G. 
Goldseth, Glidden Co., Chicago; Whit- 
ney Eastman, General Mills, Inc., 
Minneapolis; and Jasper Giovanna, 
Decatur Soy Products Co., Decatur, 
Ill. 


Bemis Adds Book 
in Vote Campaign 


ST. LOUIS—The third in a series 
of educational comic booklets, de- 
signed to arouse more widespread in- 
terest and participation in political 
affairs, is now being distributed as 
part of the Bemis Bro. Bag Co. Get- 
Out-the-Vote campaign. As in the 
case of preceding booklets, this is 
being widely promoted through ad- 
vertising, publicity and direct mail. 

“Kerry Drake in ‘The Case of the 
Sleeping City’” helps give people a 
better understanding of their indi- 
vidual vote and what it can mean 


Recently Mr. Bryant of the Battle 
Creek Feed & Grain Company, Bat- 
tle Creek, Michigan, 
follows: 


wrote us as 


“I like the Universal Moisture 


Tester because of the proven 


accuracy. We have made com- 


Detroit 


parison tests and feel this ma- 


Times 
Photo 


chine is far superior.” 


Ma 


You heard what Mr. Bryant said! 
Now, without cost or obligation on 
your part, we invite you to make a 
comparison test . . 
self how superior, in many ways, the 


UNIVERSA 


for Grain, Feed, Seed and all types of Mill Products 


. to see for your- 


MOISTURE 
TESTER 


dial, instantly. 


operate . . 
are necessary. 


really is. You'll discover that: 


@ The Universal is consistently accurate. That you can 
test the same sample repeatedly and obtain iden- 
tically the same moisture percentage reading on a 


@ Tour grades will check closely with those of ter- 
minal markets and grain inspection points. 

@ The Universal is convenient and extremely easy to 

. no charts or mathematical calculations 


@ The Universal requires no separate temperature 
tests; a built-in thermometer automatically indi- 
cates temperature. 

@ The Universal is speedy, makes complete and accu- 
rate test in less than a minute. 

@ The Universal is fully portable. Requires no elec- 
trical outlets or batteries. It is handy to handle. 


You can make tests right out in the field. 


NEW 1952 — 
BURROWS Catalog 


all types of equipment for testing and 
handling grain, seed, feed and mill products; 
including blowers, shellers, hammermills, mix- 
Also presents 
items of 


Investigate! 
and details of 


Lists 


ers, truck hoists, senles, ete 


many new and greatly 
equipment you'll be happy to hear about. 


improved 


And, remember, there is no maintenance ex- 
pense. The Universal is guaranteed for 3 years 
against defective parts and faulty workmanship. 
Compare! 


Write for literature 


LIBERAL Free TRIAL 
BURR GO UU 


EQUIPMENT COMPANY 
1316-C*Sherman Ave. 


Evanston, 


Ronald B. Myers 


WHITMOYER REPRESENTATIVE 
—M, B. Gardner, sales manager for 
Whitmoyer Laboratories, Inc., Myers- 
town, Pa., has announced the appoint- 
ment of Ronald B. Myers as Whit- 
moyer sales and service representa- 
tive in Virginia. He will serve the 
territory formerly handled by W. Har- 
ry Smith, who died recently. Mr. 
Myers has had more than 15 years 
of experience in this type of work, 
it was pointed out. He and his family 
are living in Harrisonburg, Va. 


to community growth, good govern- 
ment and prosperity. It uses the comic 
book technique to dramatize the re- 
lationship between civic responsibility 
and the ballot. All booklets in the 
series are tested for effectiveness in 


Bemis plants before being recom- 
mended to others, 
Earlier booklets in series, 


which are still being extensively pro- 
moted, are “The Man Who Wouldn't 
Quit,” which spells out every man’s 
personal responsibility for good gov- 
ernment, and “Your Vote Is Vital,” 
showing the factors that help a citi- 
zen become an intelligent voter. 

Employers who wish to distribute 
these booklets, to help employees 
understand the importance of their 
votes and the importance of voting 
wisely, may obtain sample booklets 
and price information by writing to 
Harvey Publications, Inc., Depart- 
ment B, 1860 Broadway, New York 
23, N.Y. More complete information 
and descriptive literature about this 
program are available from Bemis 
Bro. Bag Co., 111 N. 4th St., Box 50, 
St. Louis 2. 


NEW GRAIN COMPANY 
FORMED IN ST. LOUIS 
ST. LOUIS—A new grain commis- 
sion firm, American Grain Co., opened 
offices Aug. 15 in room 317 of the 
Merchants Exchange Building. 
Officers of the firm are: H. C. 
Banks, president; N. P. Nelson, vice 
president; P. D. Bartlett, vice presi- 
dent; P. D. Bartlett, Jr., vice presi- 
dent and treasurer and E. W. Hirth, 
secretary. The Bartletts are of Kan- 
sas City; the others of St. Louis. 
Active trading members are Mr. 
Banks and Mr. Nelson in St. Louis 
and Frank C. Haefner in Peoria, Il. 
Mr. Banks and Mr. Nelson former- 
ly were associated with the Terminal 
Grain Co., St. Louis, which discon- 
tinued activity this month as two of 
its officers, William Niergarth and 
Lloyd Munkres, retired. 


WEED CONFERENCE SET 
WINNIPEG The International 
Weed Control conference will be held 
in Winnipeg Dec. 9-11. This will be 
the first time that the meeting will 
be held in Canada. The conference 
will be represented by 14 north cen- 
tral states of the U.S. and four prov- 
inces of Western Canada. About 600 

authorities are expected to attend. 
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MeTHING To CROW ABoy,, 


LE 


PACO Distillers Dried Melasses 


SOLUBLES 


(A YEAST FERMENTATION PRODUCT) 


has proved its potency as a booster ingredient for 


POULTRY, CATTLE and SWINE FEEDS 


YOU GET: B Complex Vitamins . . . Unidentified Growth 


Factors ... Proteins . . . Essential Minerals . . . Palatability. 


ATTRACTIVELY PRICED FOR ALL PARTS OF THE COUNTRY 
IMMEDIATE OR DEFERRED SHIPMENTS 


Phone LOCUST 4-1400 for details 


(Department C) 


PUBLICKER INDUSTRIES 


1429 WALNUT STREET, PHILADELPHIA 2, PA. 
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ate 
. . ing Corp., Los Angeles; Harry A. Brick Animal industry 
t ‘alifornia Group ham, Los Angeles; Jarol H. Jansen, Walter Dolph B. Hill, chairman, Golden Eagle Mill- 
Jansen & Son, Lincoln; R. A. Blume, Bunge ing Co., Petaluma; Troy V. Cox, vice chair- 
+ € itt Corp., Los Angeles; Frank Moradian, Pen- man, Albers Milling Co., Los Angeles; H. 
Names «rnin ees ny-Newman Grain Co., Fresno V. Nootbaar; R. J. Smith, ———— 
Dr . Alm- 
. Concentrate division—James C. Taylor, Milling Co., San Francisco; : 
SACRAMENTO — Samuel S. Nis- | chairman, Pacific Vegetable Oi! Corp., Los qutet, the Grange Co. Meseste; Dubvesatey 
son, president of the California Hay, | Civfornia Cotton Ol Corp. Los Angeles, | Grau. Dr. H. H. Cole and Dr. George F. 
t 
Grain & Feed Dealers Assn., has an- | John W. Salter, the Grange Co., Modesto Stewart 
- Lee Girven, Spencer Kellogg & Sons islati mittee—-Walter K. Jan- 
. ership of the as- R Lee ve com alte 
nounced the member hit P Inc Los Angeles; Thayer Pattison, Vege sen, chairman, Walter Jansen & Son, Lin- 
sociation’s general and special com- | table Of! Products Co., Wilmington; Carter coin; Harry N. Laine, vice chairman, Seley 
mittees for 1952-53 Sanders, Producers Cotton Oil Co., Fresno & Co. Les Angeles; Vincent P. Finigan 
are as foll ome Arbitration committee—Samuel 8S. Nisson, Warren Grain Co. San Francisco; C. A 
They are as follows: Pacific Guano Co., Petaluma: H. V. Noot Heffernan, San 
baar M. R. Morgan, Kerr Gifford & Co., ducers Assn Fresno, L. Gilbert, 
Los Angeles; E. B. Murphy, Murphy & Har Gilbert Co Oakdale; Leland J. Soto, Farm- 
t th D Nus vey Grain Co San Francisco; Eugene R ers Bean & Grain Co., Sacramento; H 
ch Purina C Stock Warren, Warren Grain Co., San Francisco Clarence Eales, Poultry | of 
con: south, O Dreckman, Alfalfa millers and dehydrators—J. | {tl Californie, Go. Ontario 
Quaker Oats Co, Los Angeles; retail sec Simonet, chairman, Madera (Cal.) Milling 
tion, north, Carl E. Pilegard, chairman, Co.; F. M. Lewis, vice chairman, Fernando Transportation committee—E. K. Slusser, 
Jensen & Pilegard, Fresno; E. H tehrens Alfalfa Milling Co., Los Angeles; J. M chairman Poultry Producers of Central 
Hunt & Behrens, Petaluma Stafford, C. C. Stafford Milling & Ware California, San Francisco; F. F. Miller, 
J. Ross, chairman, Poultry house Co., Puente; J. W. Fielder, Dixon vice chairman, California Milling Corp., Los 
ative Asen., Los Angeles; Wil Dryer Co Dixon; C. R. Moore, National Angeles; W. F. Kiesler, Ralston Purina Co., 
liam Claypool, Jr.. Claypool & Co., San Alfalfa Dehydrating & Milling Co., Tracy; Los Angeles; Frank J. Krantz, Pillsbury 
ternardino; Thomas EB, Lally, Visalia (Cal.) Fred De Hoff, Fred De Hoff Co., San Mills, Inc., Los Angeles; Lee Harsh, Sun 
! 
Feed Service Mateo set Milling & Grain Co., Los Angeles; L. L 
chal Field seed committee—Murray T. Gow Fox, Quaker Oats Co., Los Angeles; Neil 
chairman, M. Vonsen Co., Petaluma; Sam R. Young, San Joaquin Valley Poultry Pro- 
fan Joaquin Valley Hay Growers Assn uel S. Nisson; Weston Lake, Lake Grain ducers Assn., Fresno; C. G. White, Los 
Hansen, vice < hairman Im Co vos Angeles; J. Vard Loomis, E. C Angeles Grain Exchange; Leon P. Matthews, 
M Loomis & Son, Arroyo Grande traffic consultant, San Francisco Grain Ex- 
Glenn Lawier, Law Mixed feed committee—(Hoard of direc change 
ler Hay @ Grain Co.. Sacramento; Jack tors): north, R. A. Harelson, Northern Star y pr ] i Dolph RB 
Going, El Monte (Cal) Hay Market Mills, Chico, and W. R. Arends, Ralston Hill, chairman; F. C. Haskell, vice chair 
P Purina Co., Oakland; south, Earl A. New man, Pillsbury Mills, Inc., Los Angeles; Irl 
Grain division-William F. Drum, chair man, Chino (Cal.) Grain & Milling Co., and G. Maxwell, Macy & Co., Red Bluff; Jerry 
man, Cargill, Ine San Francisco; Frank Charles C. Sander, Western Consumers Feed Vv. Harris, Yuba City (Cal.) Mills; Robert 
Viault, Jr vice chairman, California Mill Co., Paramount Weinberg, Coast Grain Co., Norwalk; Jack 


facturer exactly what he wants, 


control of quality makes Spencer 
consistently true to analysis, prot 


be constant. 


Operating eight large oil-seed 


ing tests throughout the proces: 


the best service. We are always 
able to ship as specified, always q 
fied by the finest quality. 


TO FORMULA FEED MANUFACTURERS: 


Spencer Kellogg and Sons, Inc. give the formula feed manu- 


to produce and sell the best 


feeds for the varied purposes of his customers. Trustworthy 


Kellogg protein supplements 
ecting your own standards of 


quality, assuring the users of your feeds that their results will 


crushing or extraction plants, 


Spencer Kellogg holds effective control of quality from the 
selection of seeds, which must be clean and mature, to the 
final product. Each plant has its own control laboratory, mak- 


s and reporting to a central 


laboratory at the company headquarters. To use Spencer 
Kellogg and Sons, Inc. as your source of supply is assurance of 


active in the market, always 
uoting the lowest prices justi- 


Decatur, Ill.-5365 


Chicago, Ill.-FR 2-3437 Philadelphia, Pa.-PE 5-8787 


Des Moines, la.-4-7291 Los Angeles, Calif.-MA 6-5568 


SPENCER KELLOGG OFFICES FOR Oli SEED 
MEAL BUSINESS ARE LOCATED AT: 


Buffalo, N. Y.-CL 5850 


Minneapolis, Minn.-AT 0309 


W. Flammer, C. G. Flammer, Los Angeles. 
Membership committee—H. 8 Nobmann, 
chairman, Hayward (Cal.) Poultry Produc- 
ers Assn.; H. R. Auerbach, southern chair- 
man, Feed Specialties Sales Co., Los An- 
geles; Allen J. Gould, northern chairman, 
Wilbur-Ellis Co San Francisco; Carl E 
Pilegard; T. C. MeNally, Jr., Pan Western 
Distributors, San Francisco Walter G 
Blackford, Isaacson Grain Co., San Jose; 
William H. Beckman, the Mill Mutuals, 
Redondo Beach: Thomas C. Laine, R. A 
Mayer ©o., Los Angeles; Ray W. Buck, E. 
Cc. Loomis & Son, San Luis Obispo; M. C. 
Evans, Evans & Breckenridge, San Fran- 
cisco 

Insurance committee—-Harry R. Mullen, 
chairman, Pillsbury Mills, Inc Los An- 
geles; John F. Simonet, vice chairman 
Madera (Cal.) Milling Co Cc. B. Capps, 
California Milling Corp Petaluma; Nor- 
man T. Young, Kerr Gifford & Co., San 
Francisco A. H. Paniels, Fernando Feed 
& Milling Co., Van Nuys: Paul Turner, the 
Grange Co., Modesto; J. P. Andrews, Ralston 
Purina Co., Los Angeles 

Publicity-public relations committee— Ww 
R. Arends, Ralston Purina Co Oakland; 
E. W. Nelson, Snow & Co., Los Angeles 
Meat scrap code committee—H. Clarence 
Eales, chairman: H. J. Almaquist; Everett 
W. Turner, the Grange Co.. Modesto: Harry 
R. Mullen, Pillsbury Mills, Inc Los An- 
geles: C. B. Capps: H. R. Halloran, Poultry 
Producers of Central California, Petaluma 

Association-OPS regulations liaison com- 
mittee—North, Stanley R. James, James 
Grain Co., San Jose; south, T. D. Griffin, 
Rell Grain & Milling Co. Pomona 


GENERAL MILLS OFFERS 
NEW BABY PIG FEED 


MINNEAPOLIS — General Mills 
has announced a new feed for young 
pigs. It is called “Larro Pig Builder” 
and is fed to suckling pigs up to 
weaning time. The company says that 
it gets pigs off to a stronger start, 
producing heavier weaning weights 
with more pigs weaned per litter and 
with less drain on the lactating sow. 
The feed was developed at the com- 
pany’s Larro Research Farm near 
Detroit, Michigan. 

Tests show average weaning 
weights of 45 lb. per pig at 56 days 
on the new formula, though weights 
of some litters went as high as 52 Ib. 
per pig at 8 weeks. One reason is 
that the new product is extremely 
palatable, the company says. Pigs will 
eat approximately 40 lb. of feed dur- 
ing the period and may be eating 
as much as 2 Ib. of feed a day at 7 
weeks of age. 

Tests showed that instead of los- 
ing weight the sows also gained an 
average of 23 lb. during the nursing 
period when their pigs were eating 
pig builder, the firm reports. 

An important ingredient in the new 
product, according to General Mills 
research workers who developed it, is 
called Larromin, a blend of minerals, 
including the trace minerals. 


OPENS FOR BUSINESS 

HARRISONBURG, VA.—The Steve 
Linger Co., distributors of poultry 
feed ingredients, equipment and vac- 
cines, has opened for business in 
Harrisonburg. Stephen Linger, the 
proprietor, moved here from Salis- 
bury, Md. He is an agricultural grad- 
uate of the University of West Vir- 
ginia. A native of Buckhannon, W. 
Va., he was elected first president 
of the National Intercollegiate Poul- 
try Conference at St. Louis in 1940. 


2 OILS 
Feeding INGREDIENTS 
Packing House By-Products 


IVAN SCANLAN & CO. 


1144 PORTLANDAVE., MINNEAPOLIS1 
MAIN 6421 TWX MP-495 


BROKERS— 839 BOARD OF TRADE 
COMPLETE LINE OF KANSAS CITY 6, MD. 
FEED INGREDIENTS BALTIMORE 2800 
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Correct Formula Feeding Makes Birds 
Dal. _low-fiber feeds for fast gain. 


t through some 
ts where they make lin- 
and stock feeds, oil for 
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“Well over 15% of cts are 
before being eaten or used. Even W% 
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Combination HI-MOLASSES PELLET | 
MILL and MOLASSES FEED MIXER 


The Only 
SURE WAY to 
MORE 


PROFIT 
Through 
Features 
Exclusive 
with 
Wenger 


Here Is One Feature 


New models of the 1000 Series shown 
above are now coming off our production 
line with this new and exclusive head which takes 
light weight screenings as well as heavy type feed 
and makes a more firm, solid molasses pellet. 2000 
Series is exactly the same as the 1000 Series except that 
it has twice the capacity. 
SEND TODAY FOR CIRCULAR WITH ALL DETAILS, CIRCULARS 
ALSO AVAILABLE ON OTHER WENGER PRODUCTS BELOW 
Mills and Molasses Feed 


Hi-Molasses Pellet Mixers - 
Feed Grain Steamers - Metered Flow Pumps 


) WENGER MIXER CO., Sabetha, Kan. 


EXPORT DIVISION: 301 Scarritt Arcade Bldg., Kansas City 6, Mo, 
World’s Finest Molasses Mixing and Bulk Delivery Equipment 


Raise top-price market stock 
with better feeding methods 


this book helps you 

by explaining — 
—the nutrients required by the animal body 
—the relative value of feeds in supplying them 


{Genes book enables you to apply the results of modern 
research in chemistry and physiology to the improvement of 
livestock shows you bow each nutritive element affects growth, development, and 
performance of farm animals. It shows the symptoms of each dietary deficiency, and 
provides an analysis of each required food element—carbohydrates, lipids, proteins, 
and various inorganic elements. It includes studies of feeding experiments, analyses of | 
nutritional balances, measures of food energy, etc. It explains how nutritive elements 
afiect growth, reproduction, lactation, and work performance 


Just Published —Third Edition 


ANIMAL NUTRITION 


By Leonard A. Maynard 
Professor of Nutrition and Biochemistry, 
Director of the School of Nutrition, Cornell Univ. 
McGRAW-HILL PUBLICATIONS IN THE AGRICULTURAL SERIES 
3rd Edition, 474 pages, 77 illus. and tables, $6.50 


dives a wealth of data on what feeds to 
give your animals, how much to give 
them, how much extra to feed during 
lactation, ete. 


HIS Third Edition provides the same 

comprehensive reference on the prin- 
ciples of nutrition and their application 
to farm animals as the previous editions, 
PLUS new developments in the field. It 
covers the standard, constantly-needed 
facts you need on feeding farm animals 
and also shows you newly-discovered 
facts @bout bow certain acids, minerals, 
vitamins, can help in raising health. 
ier, more productive animals. 


It gives the facts you need on recom- 
mended feeding standards, based on re- 
sults of extensive research at agricultur- | 
al experimental stations. 


It includes revised information on en- 
zymes, the absorption of lipids, the me- 
tabolism of inorganic elements, vitamins, 
feeding es, i in work 
production, the influence of iodinated pro- 


It covers the physiochemical bases of 
the life processes in animals—shows how 


the ch ition of the different 
H teins on milk secretion, etc. 


Feedstuffs | 


118 So. 6th Street, Minneapolis 2. Mina. 


RINGING THE 


cash 
register 


MERCHANDISING HINTS FOR THE FEED RETAILER 


STOCK CONTROL—The feed and farm supply dealer who cannot afford 


| the time and money for an elaborate stock control system perhaps can adapt 


the system used by a midwestern retailer with certain important items. The 


| retailer has a small loose-leaf notebook, with a page for each item. For each 


item, he lists the source of supply and other information. Then on a certain 
day each week he checks the store stock and writes down the number of 
pieces on hand. For example, suppose the dealer wanted 40 packages of a 
certain item on hand regularly. Maybe the check showed 42 packages on hand. 
Then he would write, “OH—42,” and “Or—0.” This would show that he had 
42 packages on hand and ordered none. The next week, the record might 
show “OH—25,” and “Or—20.” This system works fairly well with key 
items. The other slower-moving items can be re-ordered just by eye-checking 


| stocks. The system for the important items would help show average sales 


and would help eliminate any out-of-stock or over-stocking problem. 


$ $ 


TENT SALE—The feed and farm supply dealer who has a good-sized 
parking lot or other area adjacent to his store might consider staging 
a “tent sale” during the summer months. The dealer can rent a large 
tent, put it up in the open area and then install some tables and dis- 
play booths for the sale of specially priced items. The sides of the tent 
would be rolled up during the hours the business was open, Music and 
decorations in the tent and also in the store proper would provide 
a carnival atmosphere, and demonstrations could be put on in both 
places. Awarding of some door prizes could be part of the event, or 
free coffee and doughnuts could be offered. 


$ $ $ 


RURAL PICTURES—A bank in a rural midwestern town has built a lot of 
goodwill and boosted its community by having a large mural made of 
enlarged color photographs of crops and livestock in the county. The whole 
mural is in the shape of the county, showing township lines and towns. Per- 
haps the feed store operator could put up a similar mural and add to the 
attractiveness of his store and build more interest in his place of business. 
The photographs could be changed periodically so that different scenes would 
be shown, It goes without saying that farmers in the area would enjoy seeing 
these pictures of crops, livestock and rural scenes with which they are familiar. 


$ $ 


BETTER EMPLOYEE RELATIONS—Here’s a practice followed by 
one feed retailer to help maintain good employee relations and keep 
his employees satisfied and interested in their work. The dealer pays 
a vacation bonus to employees going on vacation. This bonus, which 
might range from $50 to $100, is aimed at making sure that the em- 
ployee actually takes a restful and enjoyable vacation and doesn't feel 
that it is necessary to take another job and earn some extra money 
during his vacation. 
$ $ 


MYSTERY FARM OF THE WEEK—Each week the Peru (Ind.) Feed & 
Farm Equipment Co. presents the “Mystery Farm of the Week.” In an 
advertisement in the local paper, the firm shows an aerial picture of a farm 
home and buildings in the area. The question is asked, “Is This Your Farm? 
If the farmer who operates the farm identifies it from the picture, and reports 


| this to the company, he is given a framed glossy photo of his farm. He and 


any other farmers identifying this farm receives a 5% discount for that week 
on any cash purchase. The increased local pride in farms in the area as a 
a result of this promotion is expressed in increased interest in the company 


$ $ $ 


ACCOUNTS RECEIVABLE—One step for the feed dealer in handling 
the credit problem is to determine the amount to be invested in ac- 
counts receivable. This is pointed out by the Upper Midwest Feed and 
Seed Division of the Minneapolis Association of Credit Men. The 
credit men advise dealers to check, from their financial statements, 
their capacity to carry accounts receivable. They suggest that dealers 
seek advice from bankers, trade associations and so on. A good rule 
of thumb, the credit men say, is to keep the totals of accounts 
receivable under the total of 30 days average sales and under 50% 
of current liabilities. 


GIVE YOUR FEEDS THAT EXTRA PUSH 
by using GERBER’S T.B.C. which is made from Vitamin En- 
tiched Bread and has a very Low Moisture Content. 
Protein 14% — Carbohydrates 74%. 

Write for samples and prices. 
Truckload and Carload lots. 


CHAS. A. GERBER COMPANY 


732-740 No. Highland Ave., Aurora, Hlinois 


T. M. Reg. U.S. Pat. Off. 
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Protect Feed : 
Take A Big Risk Out of Torleeas Raising! 


Manufactured feeds that contain this famous drug prevent 
and control outbreaks of BLACKHEAD 


It is sound management for turkey raisers to avoid 
blackhead losses among their birds by continuous 
use of manufactured feeds that contain ENneptin* 
2 amino-5-nitrothiazole 20°, Premix** Lederle. 


Too often, devastating death and weight losses 
follow outbreaks of blackhead in flocks unprotected 
against this profit-wrecking disease. Prevention of 
killer diseases is sounder economically and more 
practical than treatment after outbreaks, for both 
turkey raisers and feed manufacturers. 

Records show that outbreaks usually are pre- 


vented by management programs based on contin- 
uous use of feeds that contain a recommended 


low level of ENneptin. Even when birds receive 
ENuEPTIN shortly before or soon after they become 
infected, death losses are reduced on the average 
about 86% and weight losses are held to a minimum. 


Once outbreaks get running, some death and 
weight losses are virtually inevitable, even though 
treatment with ENHEPTIN proves effective in check- 
ing losses usually within the first 4 days of medi- 
cation. Dead birds are costly losses alike for the 
grower and feed manufacturer. 

If you are not now making or selling a feed that 
contains ENHEPTIN, write to the address below for 


Animal Feed Department 


LEDERLE LABORATORIES DIVISION 


30 Rockefeller Plaza AMER/CAN Goanamid COMPANY New York 20, N. Y. 
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CONVENTION CALENDAR 


Aug. 25-26—Third Nutrition School 
for Feed Men; Memorial Union, Uni- 
versity of Wisconsin, Madison; spon- 
sored by the College of Agriculture of 
the University of Wisconsin and the 
Central Retail Feed Assn.; sec., Da- 
vid K. Steenbergh, 1712 W. St. Paul 
Ave., Milwaukee, Wis. 


Sept. 4-5—New England Feedmen’s 
Conference; University of New Hamp- 


shire, Durham, N.H.; chm., Prof. W. 
C. Skoglund, Poultry Department, 
University of New Hampshire. 

Sept. 7-9—Grain & Feed Dealers 
National Assn.; Radisson Hotel, Min- 
neapolis, Minn.; sec., John Bowden, 
100 Merchants Exchange Bldg., St. 
Louis 2, Mo. 

Sept. 8-12—Turkey Short Course; 
Texas A & M Oollege, College Sta- 


SINASON - TEICHER» 
INTER AMERICAN GRAIN CORP. 


Telephone HAsover 1-696 


1 WALL STREET, NEW YORK 


Toletype—WY 1-3288 


EXPORTERS 
GRAIN @ FEEDS @ FLOUR 


tion; E. D. Parnell, Poultry Husban- 
dry Dept., Texas A & M College, Col- 
lege Station. 

Sept. 9-11 — American Soybean 
Assn.; Purdue Union, Purdue Univer- 
sity, LaFayette, Ind.; sec., George M. 
Strayer, Strayer Seed Farms, Hudson, 
Iowa. 

Sept. 9-12—North Dakota Poultry 
Improvement Board Hatchery School ; 
Feed Nutrition School; North Dakota 
Hatchery & Poultry Breeders Assn.; 
North Dakota Poultry Improvement 
Board quarterly meeting; North Da- 
kota Agricultural College, Fargo, 
N.D.; Lioyd M. Forness, executive 
secretary, Poultry Improvement 
Board, State Capitol, Bismarck, N.D. 

Sept. 12—Nutrition School for Feed 
Men; Iowa State College, Ames, Iowa; 
chm., Prof. P. 8. Shearer, department 
of animal husbandry, Iowa State Col- 
lege, Ames, Iowa. 

Sept. 15-16 — Anima! Nutrition 
Short Course; U. of M., Farm Cam- 
pus, St. Paul, Minn.; Chm., Prof. L. 


LaCrosse Milling Co. of Cochrane, Wisconsin 


GRINDS 8,000 TONS PER MONTH 
with PACAL HARD FACED HAMMERS 


To ship carload after carload of 
feed all over the United States, 
LaCrosse Milling Co. must operate 
six hammermills 24 hours a day, 


seven days a week. Pacal Hard 


Faced 


Hammers 


and Hammer 


Clusters* have out-performed all 
other hammers ever tried on this 
continuous job. Now, Pacal Ham- 
mers and Hammer Clusters* are 


used exclusively! 
*Patent Applied For 
Pacal Hard Faced H: 


s and H 


Clusters* will grind 3 to 4 times longer in 
your Hammermill, any make or type. 


Send your specifications to Dept. HE-82. 


PAPER, CALMENSON & 


COMPANY 


COUNTY ROAD B AND WALNUT ST., ADJOINING HIGHWAY 36, ST. PAUL 8, MINN. » PHONE NE. 9456 


M. Hanson, Dept. of Animal Hus- 
andry, U. of M., St. Paul, Minn. 

Sept. 15-16—Kentucky Feed Assn.; 
Kenlake Hotel, Kentucky Lake State 
Park, Kentucky Lake, Ky.; sec., L. E. 
Painter, Box 73, Middletown, Ky. 

Sept. 18-19 — National Mineral 
Feeds Assn., Inc.; Bismarck Hotel, 
Chicago, Ill.; exec. sec., Peter W. 
Janss, 212 Equitable Bidg., Des 
Moines 9, Iowa. 

Sept. 22-23— National Renderers 
Assn.; Hotel Muehlebach, Kansas 
City, Mo.; Sec., H. M. Ackerley, Box 
615, Des Moines, Iowa. 

Sept. 23—Ohio Turkey Assn. and 
Ohio Turkey Round-Up; Memorial 
Coliseum, Marion County Fair 
Grounds, Marion, Ohio; Sec. of Ohio 
Turkey Assn., D. D. Moyer. 

Sept. 25-26 — Arkansas Formula 
Feed Conference; University of Ar- 
kansas, Fayetteville, Ark.; sponsored 
by the college, the Midwest Feed 
Manufacturers Assn., and the Ar- 
kansas Feed Manufacturers Assn.; 
Prof. E. L. Stephenson, Department 
of Animal Industry. 

Sept. 30-Oct. 2 — Northeastern 
Poultry Producers Council Poultry 
Industry Exposition; Onondaga Coun- 
ty War Memorial Auditorium, Syra- 
cuse, N.Y.; managing director, Alfred 
Van Wagenen, 11 W. State St., Tren- 
ton, NJ. 

Oct. 1-2—American Feed Control 
Officials; Shoreham Hotel, Washing- 
ton; sec., L. E. Bopst, College Park, 
Md. 

Oct. 2-3—Greater Washington Poul- 
try Conference; Chinook Hotel, Yaki- 
ma, Washington; Sec., Charles L. 
Sumbardo, 3301 Hewitt Avenue, P. O. 
Box 723, Everett, Washington. 


Oct. 9—Vermont Feed Dealers and 
Manufacturers Assn.; University of 
Vermont, Burlington, Vermont; Sec. 
Prof. D. C. Henderson, Poultry Dept., 
University of Vermont. 

Oct. 16-17—Texas Feed Nutrition 
Conference; Texas A & M College, 


FISH MEAL 


IMPORTED and DOMESTIC 


PHOSPHATE 
Min. 88 B.P.L. (about 18% Phosphorus) 


BONE MEAL 
Sterilized, Steamed 


... and all Feed Ingredients 


Wire, Write, Telephone 
for Quotations 


Dickerson, 


1400 So. Penn Square 
PHILADELPHIA 2, PA. 


Telephone LOcust 4-5600 
Teletype PH 109 


Established 1873 
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College Station, Texas; chm., Prof. 
J. R. Couch, Texas A & M College, 
College Station, Texas. 

Oct. 23-24 — Michigan Associated 
Feed Men; Kellogg Center, Michigan 
State College, East Lansing, Mich- 
igan; Sec-Treas., John A. Krusoe, 
P. O. Box 472, East Lansing, Michigan. 

Oct. 30-31 — Oklahoma Formula 
Feed Conference; Oklahoma A & M 
College, Stillwater, Okla.; sponsored 
by the college, Midwest Feed Manu- 
facturers Assn., and Oklahoma Feed 
Manufacturers Assn.; Prof. L. 8. 
Pope, Department of Animal Hus- 
bandry. 

Nov. 6-7—Cornell Nutrition Con- 
ference for Feed Manufacturers; 
Statler Hotel, Buffalo, N.Y.; spon- 
sored by Cornell Departments of Ani- 
mal and Poultry Husbandry and the 
School of Nutrition in cooperation 
with the American Feed Manufactur- 
ers Assn.; chm., Dr. L. C. Norris, Rice 
Hall, Cornell University, Ithaca, N.Y. 

Nov. 6-7—Missouri Animal Feed- 

t ing Short Course; U. of Missouri, Co- 
lumbia, Mo.; sponsored by the college, 


— Midwest Feed Manufacturers Assn., 

ey and the Missouri Grain, Feed & Mill- 
+ ers Assn.; Prof. H. L. Kempster, De- 
pe partment of Poultry Husbandry, Uni- 
= : versity of Missouri, Columbia, Mo. 


; Nov. 17-19 — Production School, 
sponsored by the Midwest Feed Man- 
ufacturers Assn.; Hotel President, 
Kansas City, Mo.; exec. vice pres., 
J. D. Dean, 20 W. 9th St., Kansas 
City. 

Dec. 11-12 — Nebraska Formula 
Feed Conference; Nebraska A & M 
College, Lincoln, Neb.; sponsored by 
the college, Midwest Feed Manufac- 
turers Assn., Nebraska Grain & Feed 
Dealers Assn., Nebraska Feed Manu- 
facturers Assn., and the State Board 
of Agriculture; chm., W. J. Loeffel, 
Department of Animal Husbandry. 

1953 

Jan. 12-14—American Dehydrators 
Assn.; Casablanca, Jokake, Paradise 
and Royal Palms Resort Inns, Phoe- 
nix, Ariz.; exec. sec., Lloyd S. Larson, 
1015 Dwight Bldg., Kansas City, Mo. 

Jan. 12-14—North Dakota Poultry 
Industries; Elks Club, Fargo, N.D.; 
chm., Lloyd M. Forness, State Capi- 
tol, Bismarck, N.D. 

Jan. 13-14—Kansas Formula Feed 
Conference; Kansas A & M College, 
Manhattan, Kansas; sponsored by the 
Kansas State Board of Agriculture, 
Kansas Grain, Feed & Seed Dealers 


Make Your Customers 
GOOD Customers... all year ‘round 


| SUPREME Brand 


Condensed BUTTERMILK 


HERBERT K, CLOFINE, Inc. 
i MILK PRODUCTS 
Rm 612 Bulletin Bidg. Phila. 7, Pa. 


FOOD RESEARCH 
LABORATORIES, INC. 
Founded 1922 
Philip B. Howk, Ph.D., President 
Bernard L. Oser, Ph.D., Director 


leash, 


STABILITY 
TESTS 


Biological, Nutritional, Toxicological Studies 
for the Food, Drug ond Allied industries 
48-14 33rd Street, Long Island City 1, N.Y. 


Asen., Midwest Feed Manufacturers 
Assn., and the college; Prof. F. W. 
Atkeson, Department of Dairy Hus- 
bandry, Kansas State College, Man- 
hattan, Kansas. 

Jan. 20-24—Boston Poultry Show 
and Country Life Exposition; Mech- 
anics Bidg., Boston, Mass.; Chr., Paul 
Ives, 39 Church St., New Haven, 
Conn. 

Jan. 25-27—Indiana Grain & Feed 
Dealers, Assn.; Claypool Hotel, In- 
dianapolis, Ind.; exec. sec., Fred K. 
Sale, 600 Board of Trade Bldg., In- 
dianapolis 4, Ind. 

Jan. 29-30—Second Annual Poultry 
Disease Conference; University of 
New Hampshire, Durham, N.H.; chm., 
Prof. W. C. Skoglund, Poultry Depart- 
ment, University of New Hampshire. 

Feb. 14-17—Institute of American 
Poultry Industries Fact Finding Con- 
ference; Kansas City Municipal Audi- 
torium, Kansas City, Mo.; pres., Cliff 
D. Carpenter, 221 N. LaSalle St., 
Chicago, Tl. 

Feb. 19-20—Midwest Feed Manu- 


facturers Assn. annual agricultural 
forum; Hotel President, Kansas City; 
Exec. Vice Pres., J. D. Dean, 20 W. 
9th St. Bidg., Kansas City, Mo. 

Feb, 27-28 — Dehydrators Produc- 
tion Conference; Kansas State Col- 
lege, Manhattan, Kansas; Loren V. 
Burns, Feed Milling School, Kansas 
State College. 

May 1-2—Kansas Grain, Feed & 
Seed Dealers Assn. Hotel Kansas, 
Topeka, Kansas; Sec.-Treas., O. E. 
Case, 901 Wiley Bidg., Hutchinson, 
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May 13-15—American Feed Manu- 
facturers Assn.; Conrad Hilten Hotel, 
Chicago, Illinois; Sec., W. T. Dia- 
mond, 53 West Jackson Bivd., Chi- 
cago, Illinois. 

June 8-10—National Feed Industry 
Show; Buffalo Municipal Auditoriam, 
Buffalo, N.Y. 

June 14-16—Indiana Grain & Feed 
Dealers Assn., Inc.; mid-summer out- 
ing, French Lick, Ind.; exec. sec., Fred 
K. Sale, 600 Board of Trade Bidg., 


Kansas. 


Indianapolis 4, Ind. 


CHECKERBOARD ELEVATOR CO. 


Buyers and Sellers 


of 


MILLFEEDS, GRAINS AND GRAIN PRODUCTS 


AUTHORITIES RECOMMEND 


Higher Niacin Levels 


A. National Research Council 


B. New England College Conference 
Poultry Rations (1951) 


C. University of Delaware 
D. lowa State College 

E. Michigan State College 

F. Nutrition Subcommittee of 


the American Feed 
Manutacturers Association 


Suggested Levels of Niacin in of Total Feed 


m recent and significant developments 
indicate that it may be desirable to ug 
more niacin per pound of feed than tie 
National Research Council has recommend 
1, New data show a need for increased le 
of niacin, riboflavin, calcium pantothenate, a 
choline during critical periods of accelera 
growth 
2. Four university and college groups 
published recommendations for increasing nia 
levels. Higher levels also have been suggested b 
nutrition subcommittee of the American F 
Manufacturers Association. 
3. Published data on the niacin content of natu 
feed ingredients show wide variations which ma 
it difficult to depend wholly on this niacin 
formulating. For example, white corn, averagi 
6.0 milligrams per pound, varies from plus 20 
cent to minus 25 per cent of the average. Yellow 
corn averaging 6.4 milligrams per pound shows 
variations from plus 50 per cent to minus 30 
per cent. 


4. in high corn rations, the increased use of 
hybrid corn has reduced the protein content of 
these rations; thus, increased levels of niacin 
are necessary to offset the lower tryptophane 
content of these feeds. 

By raising the niacin levels of your feeds, you 
assure your customers of adequate amounts of 
this essential vitamin based on current feed 
standards, 

By specifying Niacin Merck you assure your 
customers of a pure, crystalline product which 
is readily and evenly incorporated into your feeds. 


NIACIN MERCK 


Research and Production for 
Better Poultry and Animal Nutrition 


MERCK &€ CO., Inc. 
Manufacturing Chemists 


te Comade: MERCK CO. Limited Mentrest 
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who have sales training programs 
I find that many of them would 
like to get suggestions concerning 
topics for discussion at these meet- 
ings, and methods for retaining the 
interest of employees in such sales 
training setups. 

“What we need are ideas to keep 
such meetings interesting,” one deal- 
er said desperately. “We realize the 


I: MY talks with feed dealers 


How to Make 
Sales Training 


Meetings Hum 


By Edgar Morris 


need for sales training, but it’s hard 
to keep the employees interested.” 

This situation confronts not only 
the feed dealers, but other retailers 
as well. And because sales training 
is so vital, and a merchandising tenet 
which can be pursued profitably ev- 
ery month of the year, I shall list 
the favorable development points 
which can be used. 


1. Sales training must fit the em- 
ployee. If the employee is of the am- 
bitious type, hard working and loyal 
and is paid a high wage, he wili need 
little urging in the matter of attend- 
ing sales training meetings and of 
remaining interested. If he is on a 
salary plus commission, he knows 
that knowledge he gains at such 
meetings will enable him to increase 
his sales and his net pay. He has the 
business outlook. 

On the other hand, if the employee 
is one who is low paid, who does not 
have an opportunity to profit from 
extra sales, he needs some incen- 
tives before he will attend sales 
training meetings and absorb the 
business wisdom dispensed. Some 
firms pay such employees for attend- 
ing training meetings on an hourly 
rate. A free dinner, cigars, prizes, 
contests, etc., are also valuable for 
getting a good turnout at sales train- 
ing meetings and maintaining the in- 
terest. 

In other words, the employee needs 
to feel that he is getting paid in 
one form or another for the time he 


REASONS FOR 
ITS. SUPERIORITY 


1. STABILITY -- 


Only protected, stabilized and sealed-in Vitamin A can possibly be kept stable 
in your feed. PERMADRY will keep Vitamin A sealed in and protected 
against destructive ingredients in your feed mixtures. Thus, the farm animal 
can benefit fully from the amount of Vitamin A which you initially add to 
your feed formulation. 


Tests have shown that Vitamin A in PERMADRY remains stable during 
pelleting and baking procedures. 


2. AVAILABILITY -- 


PERMADRY is so designed in make-up that animals have no difficulty in 
absorbing the Vitamin A present. Extensive availability tests conducted by 
Agricultural Experiment Stations, Independent Laboratories and large Feed 
Companies, have amply proven the complete availability of Vitamin A from 
PERMADRY to Poultry and 4-footed Animals. 


FEED- 
MORE MEAT! 


*U. S. Patent No. 2496634 
Reg. Trade Mark 


3. EFFICIENCY -- 


Feeding tests under the supervision of independent — pre have shown aston- 
ishing results on efficiency in feeds where PERMADRY was used as a Vitamin 
Carrier. 

For example, in a study carried out by a nationally recognized independent 
Laboratory, PERMADRY as the sole source of Vitamin A for young Chicks, 
showed a 60% greater efficiency, unit for unit, than that of ordinary Vitamin A 
Feeding Oil. 

Feeding tests conducted under the He ter 48 of well recognized feed 
manufacturers have shown that the over-all feeding costs using PERMADRY 
as the Vitamin A Carrier were significantly and consistently lower than other 
feed mixtures in which unprotected Vitamin A products were used. 


FOR BEST RESULTS, IT PAYS TO USE PERMADRY 


Detailed information and stability tests on Vitamin A in your feeds 
available upon request. 


STABILIZED VITAMINS, INC. 


57-59 Commerce Street . Brooklyn 31, New York 


is putting in. The ambitious employee 
gets his pay in the form of greater 
knowledge and earning power. The 
low paid employee feels that he is 
getting cold cash or merchandise or 
other pay for attending and listen- 
ing. With such incentives, both types 
of employee gain, and so does the 
employer. The latter persuades his 
employees, good and poor, to absorb 
more knowledge which can be trans- 
lated into greater sales. 

An employee whose native abili- 
ties are few and who has shown lit- 
tle or no disposition to learn in his 
other jobs is a poorer training bet 
than the employee who is known as 
hard working and ambitious, and who 
gets higher pay. In other words the 
lowest paid employees are often the 
most difficult to train. 

Movies and entertainment may 
have to be used now and then to 
make the low paid employee pay 
more attention and absorb some of 
the sales training, for this type en- 
joys social ¢gompanionship. Many of 
these employees will attend a sales 
training meeting just to mix with the 
“rest of the boys,” enjoy a smoke 
and a lunch and brag a little about 
hunting and fishing. The feed dealer 
who provides the social atmosphere 
in such an instance must be satis- 
fied to sandwich in his feed sales 
wisdom in little doses. He cannot 
expect his employees of that type to 
sit attentively through a half to full 
hour sales training meeting, broken 
by no jokes or entertainment. Only 
ambitious employees will like the 
long, unbroken program. 


Employee Participation 

2. The dealer should let the em- 
ployees participate in the program 
and even let them arrange a program 
and handle it now and then. Em- 
ployees do not like to have a boss 
talk to them all the time. If this is 
done they feel inferior, or scolded 
for not living up to expectations. 

But when the employees take part 
in the program, they feel they be- 
long, and that is important. 

There are many excellent movies 
available for rental today which 
teach selling, customer approach, 


NEW 400G STEINLITE 
MOISTURE TESTER 
with 13 improvements 


UNIFORM QUALITY 
GUARANTEED 


EXCELSIOR MLG. CO. ATLANTIC 7152 
712 FLOUR EXCH. MINNEAPOLIS, MINN. 


FEEDSTUFFS 


The 
Medium 
for 
Consistent 


Selling 
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designed | 
for your | 
customer’s 


RE-USE 


Yes, it’s a banner year for Sulprint. For the manufacturer, Sulprint 


Today, more than ever before, house- Bags mean a colorful, more sturdy con- 
wives are choosing the products tainer that actually sells itself! Contact 
packed in Fulprint Cotton Bags. The the Fulton branch nearest you for the 
carefully selected prints and colorfast, “success stories” of other manufactur- 
| quality cotton cloth combine to make ers who pack in Fulprint Cotton Bags 
an exciting invitation for home sewing. ..» fashion keyed for customer appeal! 


Ce. 
BAG & COTTON MILLS 


ATLANTA ST.LOUIS - DALLAS - + WEWORLEANS LOS ANGELES MINNEAPOLIS KANSAS CITY, KANSAS WEW YORK CITY, 347 MADISON AVENUE 
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An old Bag 
is just an 
Old Bag... 


Until we give it the works 


A used bag, to all intents, may only be a “used 
bag”... BUT to us, 


“There’s a lot of life in the old bag yet!” 


Of course, we select the used bags which we buy 
for processing . . . pay spot cash, and usually 
get the cream of the market .. . all of them 
better than ordinary to begin with. 


Our modern plants are equipped with facilities 
for thorough processing . . . even to sterilizing 
and treating . therefore the products which 
you buy are far and away ahead of ordinary 
processed bags. Hundreds of our regular cus- 
tomers will tell you .. . So, 


When you want better processed and recon- 
ditioned burlap and cotton bags... call 
MIDWEST. 


_ BURLAP & BAG COMPANY, 2s Moines, Joua 


ou! 


213 THIRD STREET PHONE 2-8355 
KANSAS ary, Mo. MINNEAPOLIS, MINN. WESTVILLE, ILL. 


of the Sentery of Americe end the Notions! Bey Deslen Amocietion 


multiple selling, etc. These can be 
rented from photo supply houses, 
and manufacturing organiza- 


sales 

tions. Make use of these sales aids. 
They lend authority to your sales 
program. 


Outside Aid 


3. Your banker, your department 
store owner and others in your com- 
munity who are in business can talk 
to your sales training group on im- 


portant business subjects, which 
will impart information about sales 
possibilities, service opportunities, 
etc. Use such speakers whenever you 
can. They will balance that sales 
training program. 

4. Build programs seasonal 


goods. Be as specific as you can in 
your sales training. Apply good sales 
and display techniques to seasonal 
goods. With your employees work 
out a program for making more sales 
of seasonal merchandise. They'll en- 
joy planning with you in this regard. 

5. Include the wives. Do not neg- 
lect to have one or two meetings per 
year where you invite the men to 
bring their wives. Provide a little 
entertainment and refreshments, but 
also let the wives in on a short sales 
training meeting. Let them see for 
themselves what you do at these 
meetings. They will often praise the 
aims of sales training to their hus- 
bands, anxious to get them to devote 
more time, attention and interest to 
the program. 

6. If the sales training meeting 
doesn't generate interest, look for the 
cause. Most often, when there is 
little interest in the meetings, it is 
the fault of the program committee. 
If an advertisement fails, you are 
usually quick to try to find the cause 
and write and publish better ads. 

Do not forget that sales training 
is well worth while in today’s sell- 
ing market. But the effective sales 
training program must be carefully 
planned and executed. It will not 
fall into your lap already tailored 


' for your business. 


Charge It 


Take Advantage of the Trend 
Towards More Credit 
Buying 


By Martin Francis 


UST at a time when more 
Ji dealers than ever before are 

requiring patrons to fill out credit 
applications when desiring credit, a 
pronounced credit buying trend is ex- 
tending itself through many other re- 
tail lines. What effect this will have 
upon the credit business in the feed 
field is not yet entirely clear, but it 
will pay every alert feed dealer to 
watch the trend closely. 

It is known that for many years 
credit jewelers, credit clothing 
houses, furniture stores, appliance 
dealers and department stores en- 
couraged buying on credit or on open 
account. It has always been known 
billions of dollars worth of business 
is done yearly by American custom- 
ers on the approved credit and charge 
account plan. In other words, this is 
an approved way of buying for many 
classes of people. 

Now the trend has spread to hard- 
ware and allied farm supply stores. 
One can find many signs in some 
stores in the above categories which 
extol the opening of credit accounts 
by responsible people. In fact, these 
stores now openly solicit such busi- 
ness. In some, where such signs are 
displayed, one will find a little card 
index box stuffed with credit infor- 
mation or application blanks. There 
are pencils handy, so that if a cus- 
tomer wishes to fill out a credit ap- 
plication right there he can do so, 
hand it to a clerk who turns it in at 
the main office. The company investi- 
gates the application and writes the 
customer a letter when his credit is 
approved. 

I have talked with the managers of 
a number of such stores, and without 


FoR: 
STEERS, HOGS, SHEEP 
CHICKS & TURKEY POULTS 


H V Nootbaar & Company 
890 South Arroyo Parkway 
Pasadena 2, California 


H. V. Nootbaar & Company 
465 California Street 
San Francisco 12, California 


NEW FOR food. for 


MC-47 IS THE NEW MAGIC LIQUID THAT IMPROVES FEED MIXING FOUR WAYS 


MC-47 supplies necessary nutrients to livestock and poultry feeds 
MC-47is highly palatable and readily accepted 

MC-47 is an ideal feed dresser 
MC-47 means sound feeding value at much lower cost 


Dwight Building 


M. A. McClelland Company 


Kansas City 6, Missouri 


CONSIDER THESE FOUR REASONS —THESE FOUR STRONG SELLING POINTS YOU CAN 
APPLY TO YOUR FEEDS. WRITE FOR MORE DETAILS ON THIS NEW MAGIC LIQUID . 


Special Products Department Amino Products Division 


INTERNATIONAL MINERALS & CHEMICAL CORPORATION 
20 North Wacker Drive, Chicago 6, Illinois 


Carroll Swanson Sales Co 
620 Des Moines Building 
Des Moines 9, lowe 
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exception, they tell me that such an 
advertising plan on charge accounts 
is increasing their business. 

“I have to watch my wife or she 
buys too much on this plan,” one 
customer told a merchant. “It's such 
a convenient way to buy.” 

Now the advertising idea behind 
this plan is to create the conscious- 
ness in the minds of customers that 
it is an honorable and an approved 
way to buy on the “charge it” plan, 
especially for responsible people. It is 
convenient, saves people from carry- 
ing too much cash with them on 
shopping trips and is a way to budget 
purchases and payments. 

Even my garage man informs me 
that I can have my automobile re- 
paired on a credit plan, with up to 
a year to pay, if I wish, and at a 
small carrying charge. 

What are the effects of such a 
widespread advertising of credit buy- 
ing upon the retail feed business? As 
I see it there are two major results: 

1. Many of the people who buy on 
the “charge it” plans at other small 
retail stores are farmers, the same 
persons who buy feeds and other 
farm supplies. More than ever these 
people are getting into the habit of 
charging many of their purchases at 
various stores. 

This buying trend is going to in- 
crease, especially among the younger 
farmers, who are more adaptable to 
changes in the modern way of doing 
things. 

2. As farmers apply for “charge it” 
privileges at other stores—and are 
stimulated to do so by signs in aver- 
age stores—-they are going to realize 


that “charge it” privileges are ex- 
tended only to responsible persons. 
And “responsible persons” as_ the 


signs put it means people who have 
financial backing of one type or an- 
other, who have good financial refer- 
ences, and who will continue to pay 
their bills on time. 

Thus it seems to me that this is 
the golden opportunity for a feed 
dealer to push his own credit plans, 
namely, the establishment of a policy 
that credit buying is available for 
“responsible farmers’ who will es- 
tablish the required credit standing. 

The farmer cannot establish a 
“charge it” account at the other 
stores without making commitments 


wARROW - 
and NAMSCO 


EUROPEAN and CANADIAN 
PEAT MOSS 
New Amsterdam Import Co., Inc. 
122C Chambers St., New York, U.S.A. 


MIX BETTER FEEDS 
eee at LOW 
cost per ton! 


TON of FEED 


. Supplies properly balanced amounts 
of bilized iodine 


se, copper, 
cobalt, nickel, iron, boron and zinc. 
Write for complete information 


THE HERMAN NAGEL CO. 


53 W. Jackson Pivd.. Chicago 4, Il. 


DIGESTIBLE 
LESS DUST 
STERILIZED 


“Aged in the waters of Mobile Bay” 
SHELL MILLING CORP. 
SOUTHERN OYSTER 


on his financial standing. Thus he 
should not be allowed or encouraged 
to buy from a feed dealer, either, on 
any other type of plan. 

The feed dealer should not allow 
farmers to fee] that they can buy 
from his establishment on a policy 
of “personal word” instead of regu- 
lar credit investigation such as is de- 
manded elsewhere. Why not get in 
line with the others and benefit from 
uniform policies? Certainly this op- 
portunity is here for the feed dealer 
to grasp and exploit in a way which 
may cut down the losses from a 
loose credit situation which has 
flourished in some parts of the feed 
industry for decades. 

The man who wants to buy on a 
credit plan today should not expect 
to pick out a milk can from a feed 
dealer's stock, walk to the counter 
and say, “I'm John Jones, a new 
farmer on Rt. 6. Charge this milk 
can to my account.” 


retail 


This is 
stores are using in handling the mat- 
ter 

They do not advertise that you will 


the angle which all 


be extended credit merely because 
you ask for it. However, they do say 
that if you wish to buy on this con- 
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venient payment plan, that you can 
do so, if you make the proper ar- 
rangements beforehand. Those proper 
arrangements we all know-—as does 
the customer—mean a_ thorough 
credit investigation, with buying de- 
pendent upon the findings 


ONE CALL BUYS ALL! 


Seve precious time, money and energy 
when you make all your feed purchases 
at once. |. $. Joseph, one of the oldest and 
largest organizations in the feed business, 
has given prompt, friendly service, maxi- 
mum efficiency, and specialists to ch 

your feeds, for nearly forty years. Call 


If he wants credit, he should fore- 
see this fact and make arrangement 
for it, before he buys a single article. | 


Lincoln 8431 TODAY! 


Plour Exchange Bidg. 
Minneapolis, Minnesota 
Lincoln 8431 


1. $. JOSEPH CO., INC. 


“Give us a Kelly-Duplex every time, 


say millers who k 
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tical Feed ter 
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Gentlemen: I'm interested in Kelly-Duplex mill equipment. Please 
send full information on items checked 


Gorm Cutter & Grader Pithess Corn 
Feed Reguior Corn Shelter 


Wommermiils Serr Mills 

Corn Crusher Magnetic Seperater 
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Customers Find 
the Sale Price 


in Texas Store 
By Harry Arp, general salesmanager, 


W. A. Holt Co., 
Waco, Texas. 


Retail merchants who shy away 
from staging the “store-wide sale” 


type of promotion because they hesi- 
tate to tie up many extra hours of 
time in changing price tags, making 
new signs, etc., may find the solu- 
tion in a “sale price finder” which 
we developed a few seasons ago. 
We hold several store-wide sales 
each year, at the beginning of each 
season, and at the store anniversary 
date, when we hold a large-scale 
pre-inventory event. Many thousands 
of items are involved, and like most 


More Profits With Profit Brands! 


Phone 7756 
WATERLOO, IOWA 


Leader Peat Litter 
Blatchford Products 


Royal Oak Charcoal 


Smali’s Dehydrated Alfalfa Meals 

Mt. Airy Gran-I-Grit 
Clear Quill Livestock Mineral 

Servall (Staz-Dry) Poultry Litter 


V-© Tobacco Stem Fertilizers 

Fish Meal - Fish Solubles 

Toxite Disinfectant Spray 
United Calcium Carbonate 
Demon Oat Products 


WATERLOO MILLS COMPANY 


Wholesale Distributors 


i 


retailers, we formerly found it nec- 
essary to handle every item at least 
once, in repricing it in keeping with 
the sale theory. This, however, in- 
variably required extra personnel, and 
tied up many additional working 
hours, which might have been saved 
for other purposes. 

Experimenting with many ideas 
for easing the burden on the store 
staff which each sale created, we 
determined to “let the customer do 
part of the work.” We set up a 
system whereby it was not necessary 
to change the price tags in any way, 
and so that the customer could auto- 
matically figure the new price to be 
paid during the sale for herself. 

Under the plan, we post through- 
out the store at every conceivable lo- 
cation a copy of the “sale price find- 
er.” This is a printed yellow card, 
with letters in red and black, which 
is dvided into three vertical sections. 
In each section are two columns of 
figures, those on the left printed in 
black, representing the regular price 
of every item in the store, and those 
in red, on the right, representing the 
sale price. At the top is lettered in 


S005 


Accurate Dispersion 


10 Ib. Capacity 
Pharmaceutical Mixer. 5 RPM 


50 Ib. Capacity. 


for Uniform Quality Feeds 


Proper dispersion of ingredients is essential for uniformly 
dependable feeds. Be sure of consistent accuracy with a Ray 
Ewing Mix. You'll profit from better feeds . . 


manufacturing costs. 


The Ray Ewing Company uses a complete battery of specialized 


mixers operated by experienced crews to achieve precisely uni- 


form mixing. 


Write today for prices on standard and custom 


mixes. Learn about the free nutritional services. 


6000 Ib. Capacity. 
Center Discharge 
Horizontal Mixer. 30 RPM 


Pharmaceutical Mixer. 5 RPM 


. with lower 


3000 Ib. Capacity. 
Center Discharge. 
Horizontal Mixer. 30 RPM 


pacity. 


Mixer. 30 RPM 


300 Ib. Capacity. 
Screw Type 
Batch Mixer. 150 RPM 


bright red “Sale Prices ...Use Near- 
est Regular Price.” 
Except for certain price-controlled 
items, which will always be with us, 
the sale prices cover every item in 
the store. Price figures run all the 
way from 5¢ to $10, making it pos- 
sible to use any multiple in order to 
figure the sale price on items priced 
above $10. Reading across from left to 
right, the customer, at a convenient- 
ly posted sign, can quickly determine 
what she is to pay, and the exact 
percentage of savings involved. For 
example, an item regularly priced at 
55¢ will be priced at 43¢ for the sale, 
while a $9 item appears at $7.17. A 
$3.50 item appears at $2.77, and the 
customer finds to the right of a $1.25 
“regular price” a sale price of 97¢. 
Of course, there may be frequently 
a few cents difference, represented 
by odd figures, but we have solved 
this problem by simply lopping them 
off in favor of the customer. 
All of the sale prices on the master 
list drawn up, have been figured to 
permit us desired markup for the 
period of the sale, and are in keeping 
with profitable business practice. 
We anticipated at first that some 
customers might have difficulty with 
understanding the purpose of the 
sign, but we found the reverse to be 
true. Women, able to see concretely 
the savings represented, made larger 
unit purchases, and this type of pric- 
ing has been responsible for a con- 
siderably more heavy volume of traf- 
fic into the store. 


MILL OPERATOR BURNED 
MORGANTOWN, PA.—Ira Nissley, 
owner and operator of Morgantown 
(Pa.) Mill, was admitted to the Lan- 
caster (Pa.) General Hospital Aug. 7, 
suffering from second degree burns of 
the right hand, arm, shoulder and 
chin. He told hospital attendants that 
he was pouring gasoline from a can 
into the engine which operates his 
feed mixer when a flame ignited the 
fumes, causing the container to ex- 
plode. 


TURN MOISTURE DISCOUNTS 
INTO PROFITS WITH AN... 


ARID-AIRE 


3961 ZARTHAN AVENUE + MINNEAPOLIS 


HEALTH 
FOR YOUR CHICKENS AND TURKEYS 


AND MORE PROFIT FOR YOU 


Hard cutting edges of Rainbow Grit in 
the gizzard grind food fine for complete 


FOUR SIZES 
RAINBOW GRANITE GRIT 


A PRODUCT OF COLD SPRING GRANITE CO. 
Cold Sprint, 


for the Feed Industry 


CLO-TRATE VitTAMIN 
A & D FEEDING OFS, in 
popular potencies. 


Fleischmann’s ited 
Dry Yeast (FIDY )—Vitamin 
D, in several potencies—dis- 
tributed in the Midwestern, 
Southern and South 
States. 
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The summer sun is dinging down 
On bathing suits revealing. 

And on the beaches far from town 
Belles untold are peeling. 


Lucy: “Nobody will ever care for 


Sergeant: “Don’t say that, Lucy. 
After all, in this world there’s a man 
for every woman. It’s a wonderful 
arrangement.” 

Lucy: “Believe me, I don't want to 
change it. I just want to get in on it.” 


¢?¢ 
The tyro fisherman, in the excite- 
ment of his first catch, kept on reel- 
ing the poor little fish until his jaws 
were pressing against the rod. 
“All you got to do now, neighbor,” 


PRODUCTS 


Distributed in Iowa by 


V. A. MAGNUSON 
SALES CO. 
230 Park Place 
Des Moines 12, Iowa 
Phone: Des Moines 2-9597 
QUALITY GOES IN BEFORE THE NAME GOES ON 


exclaimed an old-timer, “is to climb 
the pole and choke him to death.” 


“Why, look here,” said the business 
man who was in need of a boy, “aren't 
you the same boy who was in here 
a week ago?” 

“Yes, sir,” said the applicant. 

“I thought so. And didn't I tell you 
then that I wanted an older boy?” 

“Yes, sir. That's why I'm back. 


I'm older.” 


“It's obvious that I'm growing 
old,” sighed the lady. “The conductor 
never helps me onto the bus any 


more.” 


A publisher had been brooding 
about his 8-year-old daughter, whose 
interest in life seemed confined ex- 
clusively to one subject: clothes. All 
she did was pore through “Vogue” 
and “Harper’s Bazaar.” One evening, 
however, she came home from her 
progressive school and reported that 
the class had been told the facts of 
life in the approved bees-and-flowers 
manner. “At last,” thought the grati- 
fied publisher, “my daughter has ac- 
quired a new interest.” He asked her: 
“Aren't there any questions at al! 
about the things you heard today that 
you want to ask me?” “One,” she re- 
plied promptly. “Just what does a girl! 
wear for a thing like that?” 


Have you heard about the absent- 
minded professor who went home and 
turned on the radio—seeing nothing, 
he groaned, “Good heavens, I'm 


blind.” 


Jackie Gleason was having a drink 
at the Hollywood home of his friend, 
Jack Haley. “How about going into 
the pool?” Haley asked. 

“What! Go into that!” Gleason 
cried, “Why, it’s all chaser!” 


PACKAGED IN BAGS 
Paper 
25 Ib. - 50 Ib. - 80 Ib. 


Burla 
100 Ib. 


P. o. Box 784 


CASH IN ON A 
QUALITY PRODUCT 


Sell Your Customers 


AYO'S ~ 


NEW-IMPROVE 


PURE REEF 


OVSTER SHELL 


Your customers’ chickens need the calcium and other valuable trace 
minerals found in Mayo's “Snow Flake” Pure Reef Oyster Shell. 
Mayo’s “Snow Flake” is.100 percent usable—washed, crushed—kiin 
dried—air floated and correctly graded. Strictly a Quality Product 
for Quaiity Dealers. Write, wire or 'phone for prices. 


MAYO SHELL CORPORATION 


~ 


NOW IN MAYO'S NEW 
10 Ib. “FEED-O-MAT” 
Something new — the “Feed-0-Mat” 

Package. A » economical, 


handy 
box that is an Automatic 
need this package. 


Houston 1, Texas 
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SHELLS up to 400 8U./Hr. of 
mochme picked corn. 
SEPARATES shelled core from 
husks ond cobs. with top shell ow 
percentage 

CLEANS the shelled corn of drt, 
silts and choff ovtomarcelly ond 


REMOVES COBS, rusts ond 


INCREASE 


YOUR 
PROFITS 


complete mochine. No 
rotors” or “Cleoners”—n0 
Conveyors” to buy 

Tokes less spoce foo. 


SAVES POWER. just one motor 
does everything 
SAVES UPKEEP. Loss: mockery 


meons lew upkeep. Al 
parts mounted on jus! one 


f just one entively 


Only two 
tvbricote 
Sey*: 
profitable, on 
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TRIUMPH 


COB BLOWING CORN SHELLER > 


shells, separates and air cleans the corn 
and removes cobs, husks, silk and dirt 


@ You'll take care of more customers in less time, eliminate 
long line-ups and delays, and make more money — quicker — 
with these newly improved, more durable, more accessible 
Triumph Zip Cob Blowing Corn Shellers. They shell even ; 
poorly picked corn full of husks, or high moisture cora— 
separate out the cobs and husks with minimum corn loss — air 
clean the shelled corn, and blow the cobs, husks and dirt through 
piping to an overhead bin or outside pile. Just one machine 
does everything. There are no screens, no cleaners or cob con- 
veyors to buy and install. No major building changes. No high 
millwright costs. All moving parts are mounted on just one 
through shaft, and driven with just one motor. These new 
Triumph Zip Cob Blowing Corn Shellers, will give you years 
of profitable service. Don’t delay. Send the coupon today. 


THE C. O. BARTLETT & SNOW CO. 


6249 HARVARD AVENUE e CLEVELAND 5, OHIO 


and 
, en overhead bin or ovtude pie. y 
‘ beormg: te 
me.” 
| 
pe 
~~ 
ae THE C. O. BARTLETT & SNOW CO. he | 
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URING a lull in the afternoon 
Des. the door to Joe Brooks’ 
office opened, and in stepped 
Pop Henley, round, rosy faced, port- 
ly employee. Pop, as close to 70 as 
a foul tick to a baseball catchers’ 
glove, had been a mayonnaise sales- 
man in his youth. Now retired he had 
found working in a feed store to his 
liking and he contributed stability to 
Joe's staff. 
“Joe,” Pop said speculatively, 
“when is the best time to cut weeds?” 


How to Save Time and Money 


| 


“When they're small I suppose," Joe 
replied, wondering what Pop had up 
sleeve. 
weeds then, and they won't eat up so 


much plant nutrition needed for the | 


crops, either.” 

Pop smiled, revealing 
stained teeth, ashe slowly shifted his 
Copenhagen to the other cheek. 
“Move right to the head of the class, 


| Mister Brooks,” he said. “You catch 


on real quick.” 


“What has pulling weeds got to | 


“It’s easier to kill the | 


tobacco | 


| do with selling feeds?” Joe asked 
with a grin. 

“Just this,” Pop said, sitting down 
and crossing one chunky overalled leg 

over the other, “there is the right 
time for everything. If one waits too 
long, he loses time and time is money. 
So the wise business man, the wise 
farmer watches the time element.” 
“You still don’t mention feeds,” Joe 
persisted, “although what you say is 
philosophically true.” 

“During the next four weeks,” 


Pop 


said gently, “farmers will be moving 
their pullet flocks into freshly condi- 
tioned laying houses, ready for the 
fall and winter laying season.” 

Joe nodded. “We've published a 
series of ads calling that fact to the 
attention of farmers. We're selling 
quite a bit of extra merchandise as a 


result.” 
A Separate Ad 

Patience was still written on Pop's 
rosy cheeks. “True enough,” he said, 
“but I'd like to see us run a sep- 
arate ad on one phase of poultry 
management at this time.” 

“What do you mean?” 

“Culling,” Pop said firmly. “So long 
as the farmers are moving the hens 
inside, that’s the time to cull. Let's 
make the request real strong-—per- 
haps using a half page ad. If the 
farmer culls now, instead of later, 
he'll save time, feed and eliminate 
many disease problems.” 

Joe Brooks looked very thoughtful. 
“That's right, Pop,” he declared. “We 
urge culling as part of the regular 
fall program, but highlighting it as 
you say might bring more farmers 
into the fold.” 

Pop Henley looked more persuasive 
than ever before. “What better way 
is there for a farmer to reduce his 
costs and put himself on the egg 
profit road than to eliminate right at 


the start of the season about 50 pul- 
lets out of a 500 pullet flock, pullets 
that might eat a lot of feed for a 
month or two?” 

“I guess you're right about that, 
Pop,” declared Joe, “and if farmers 
can save their feed for hens that 
really produce, their total profit will 
look pretty nice.” 

“That's what I figure,” Pop stated. 
“If the farmer gets off to the right 
start with his fall laying flock, then 
he can stay ahead for the entire sea- 
son.’ 

“And,” 


We're Rushing More-/= > 


stated Joe, “if the farmer 
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BRAN SHORTS 
MIDDLINGS 
Sacked or Bulk— Any Shipment 


DREYER COMMISSION Co. 


MEMBERS 
KANSAS CITY BOARD OF TRADE 
ST. LOUIS MERCHANTS EXCHANGE 
Board of Trade Merchants Exchange 
Kansas City 6, Mo. St. Louis 2, Mo. 
Phone BA 5462 Phone L. D. 178 


Statistical Charts Furnished Free. We 
Handle Futures Trades in Kansas City. 


for YOU! 


“Once you get a feeder using feeds supple- 
mented by VITA-RICH, he'll keep coming back 
and asking for more!” 


VITA-RICH 


for young and growing chicks. Enriched 
with Vitamin 


VITA-RICH Layer -Breeder— 


provides essential vitamins for higher egg 
production and hatchability. 


VITA-RICH 


with antibiotics and Vitamin B)2. Helps pro- 
duce surer, faster, low-cost gains. 


VITA-RICH 109:-Form. 


tested supplement for starters and fatteners. 
A sound vitamin formula. 


VITARICH in 


B)2 and tested antibiotics for faster growth 
and better health. 


VITA-RICH tow. 


SPROUT-WALDRON 


Many a time we've heard our dealers say some- 
thing like that. And it’s logical! For VITA-RICH 
Supplements are right. They're easy to use...safe, 
certain and ready to mix when you get them. 


No big inventories...you can get more VITA- 
RICH in a hurry when you want it from any of 
Thompson-Hayward’s 18 centrally-located ware- 
houses listed below. 


“THOMPSON- AT 
HAYWARD 
pry, 


SPROUT-WALDRON 
cost supplement that shows superior results & COMPANY. INC. é 
in calf meal, beef and dairy rations. 61 Logan St. 
Muncy. Pa. 2024 
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sells his cull birds now, he'll get 
added income from them. We can 
tell our farm friends to do a thorough 
culling job, pick out all the under- 
developed birds, the cripples, those 
light in body weight, as well as those 
with colds.” 

“Yep, and we can advise farmers 
to have 2 sq. ft. of housing for every 
pullet kept and to use about 10 gal- 
lons of fresh water per day per 100 
birds.” 

Window Display, Too 

Joe was thoughtful for a mament. 
“We'll need a window display on cull- 
ing, too, won't we?” 

“We certainly will,” Pop said. “That 
window can contain a lot of signs 
telling about culling points. And it 
can contain good feed also, with a 
sign saying that the farmer wastes 
valuable feed when he permits culls 
in the flock.” 

“How about a fenced in yard, di- 
vided in two parts,” Joe suggested. 
“We could put about 15 good layers 
in one division, and about 15 culls 
in the other. Then the farmers could 
look at a lot of culls and at a bunch 
of layers and compare the two.” 

Pop grinned. “Sure, the weather 
will still be good for such a showing, 
Joe. That will show farmers the big 
difference in appearance between 
good layers and culls. Every time a 
farmer looks at those two pens he'll 
be reminded of the importance of 
culling.” 

“I certainly like your idea to fea- 
ture culling separately,” Joe com- 
mented, “because there are so many 
things for the farmer to do to get 
the flock ready to go indoors that 
the farmer may overlook one or two 


FEED INGREDIENTS 


AND GRAIN 
@ Soybeon Meo! @ Tankage 
@ Cottonseed Meol © Meoct Scrops 
@ Linseed Meol @ Molasses 
@ Alfalfa Meal @ Crimped Oats 
@ Brewers Grain @ Crimped Barley 
@ Oct Meal Feed @ Corn Chop 
@ Mill Feeds @ Ground Groins 


DANNEN MILLS, Inc. 


GRAIN AND JOBBING DIVISION 
ST. JOSEPH, MO. 


“This is the pellet you WANT for 


stil-capo 
Because 


¢@ Full 15 mg. Stilbestrol. (Dr. F. W. 
Lorenz says: “They (the pellets) are 
satisfactory if they contain 15 mg. of, 
diethylstilbestrol.”” — Calif. Agr., 
Sept. 1949) 

d@ Cylindrical in shape with the right 
compression for proper absorption. 
(Round pellets can be too hard). 


¢@ Stil-Capos are swiftly and easily im- 
planted with no occasion for a 
miss, slip or overdose. 


For smaller flocks feature 
the multiple package, com- 
plete with Stil-Capo, “Easy” 
single-shot implanter 
and full directions. Units 
of 35 or 100 pellets in 
attractive counter dis- 
play cartons. 


DEALERS: See your neorest 
Stil-Capo distribvtor or write 
AMERICAN SCIENTIFIC 
LABORATORIES, Inc. 
MADISON 1 WISCONSIN 


California Depot: Pan Western Distributors, 
Ist ond Townsend Sts., Som Francisco 7 
New England Depot: Durgin & Co., 

116 Foundry St., Wakefield, Moss. 
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of the points in the program. Culling 
is one way to reduce poultry raising 
costs and we can afford to feature it.” 


“I got another idea,” Pop said with 
a grin. “When that pen of culls has 
served its purpose, I suggest that we 
butcher the culls, have Mary prepare 
them in fried sections and serve them 
to customers on a day when we'll have 
some feed specials advertised.” 

Joe gasped. “I like the idea,” he 
said, “but 15 chickens won't go far 
in a crowd.” 

“Maybe not,” Pop said, “but you 
can always buy another 15 or 20 and 
then have doughnuts and coffee for 
fill ins. Mary makes the best fried 
chicken I ever tasted. And we can 
also put up a big sign in the feed 
store which will read ‘Eat Culls .. . 
Don't Feed Them’.” 


(To Be Continued) 


HOG PRODUCTION COSTS 
Count on lower production costs 


MANGANESE 
SULPHATE 


High Unit 
For Animal and Poultry Feeding 


Available in carload and less-than-carload quantities 


CHARCOAL 


All Grades — Carload Lots 


GRANULAR 
GLAUBER’S SALT 


10 Mol. — Bulk Carload Lots 


BONEWITZ CHEMICALS, INC. 


Burlington, lowa Manteca, Calif. 


to offset lower market price for sum- 
mer pigs, the University of Illinois 
suggests. 


with BUTLER Bolted Steel GRAIN TANKS 


Low Cost. Permanent. Fast con- PERMANENT. Al!-steel, firesafe. Struc- 


struction. These are just a few of the turally strong to withstand wind loads 
reasons why operators and feed man- and pressures from stored grain. 
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country are turning to Butler Bolted securely to form weathertight joints. 
Steel Grain Tanks for grain storage = gase CONSTRUCTION. Tank sections 


at a saving. 


LOW COST. Your first cost is low and 


are precision-formed and accurately 
punched for fast, simple erection. 


there’s practically no maintenance Investigate all the advantages of 
expense on these sturdy tanks. Butler Bolted Steel Grain Tanks. 


BUTLER MAN 


Golesburg, Ill. Richmond, 


UFACTURING COMPANY 


Kansas City, Mo. 
Calif. Birmingham, Alo. Minneapolis, Minn. 


Let Butler show you the way to greater profits 


Get this FREE booklet 
Eight pages of photographs of 
typical installations and design 
features show you how Butler 
Tanks give you more for your 
money. Mail coupon today. 


Address office nearest you: 1 
BUTLER MANUFACTURING COMPANY 1 
7402 E. 13th St., Kansas City 3E, Missouri | 
902 Sixth Ave, SE. M polis 14, Mi to 1 
Dept. 2, Richmond, California | 
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For Sales, Cost Control 


Tally Up Onee a Month 


By Arthur Roberts 


EARS ago the merchant, living 
y in an era of greater tranquil- 
ity could mix banter with bar- 
ter around a pot-bellied stove and 
retire with a nice nest-egg. Today 
his modern counterpart in merchan- 
dising must be on his toes at all 
times to keep the sales dollar far 
enough ahead of the cost dollar to 
make a _ satisfactory prefit dollar; 
otherwise, he may end up with no 
more than a social security pension 
that will just about pay the mortgage 
interest on the old homestead. 
To be sufficiently alert to earn a 
satisfactory profit a feed dealer must 
keep sales and costs in effective con- 
trol. To accomplish this he must 
keep his operating figures in sharp 
focus month to month. This is where 
many dealers are still in the horse- 
and-buggy age. They still are satis- 
fled to review a profit and loss state- 
ment only once a year. Then they do 
no more than take a hurried look-see 
at this tally sheet, a rapid eye-sweep 
that focuses for a moment on sales 
and then skims downward to net 
profit 
Our field studies indicate that about 
~. 80°% of the dealers in this field still 
sadhere to annual statements, and 
gthe majority of all dealers, those who 
Prepare statements more often and 
those who do not, are concerned with 
monly one figure on them, the net re- 
Bult, profit or loss 


Bad Management 
If black, it satisfies; if red, it strikes 
blue note, but nothing further is 
one about it. This is bad business 
lanagement because those who suc- 


eed today must have all elements 
f operation under rigid control, 
hich can come only through the 
1onthly analysis of profit and loss 
gures, 


SAVE MONEY 
SEA-COLL 


NEW BAGS usep 


COTTON . BURLAP . PAPER 


BEEDLE-WHITON CO. 
470 Cleveland Ave, No. 
ST. PAUL 4, MINN, NEstor 6348 


BREWERS’ GRAINS 


THE NEW CENTURY CO. 
3939 S. Union Ave. 
Chicago 9, Il. 

PHONE: Yards 7-1003 


MANUFACTURERS OF 
QUALITY ALFALFA MEALS 


CENTRAL MILLS, 


Incorporated 
DUNBRIDGE, OHIO 


The man in the mart of ye olden 
times knew few of the irritants that 
plague businessmen today. Business 
was then less complex, single-entry 
bookkeeping and an annual statement 
sufficed to protect his interests. The 
instability that now engulfs all busi- 
nessmen can be negated by modern 
accounting methods, adequately “‘tail- 
ored” to the merchant's operations 
and monthly profit and loss statement 
analysis. To wait for annual state- 
ments these days will prove disas- 
trous. 

In discussing this matter with deal- 
ers, we have discovered that they 
are well aware of the rapidity with 
which business costs are changing, 


A FEEDSTUFFS 


FOR THE RETAILER 


FEATURE 


but they have never thought about 
this speed-up in connection with busi- 
ness analysis. Hence, they still stick 
to year-to-year comparison of their 
operating figures, not realizing that 
the yardstick they are using as a 
guide to future operation may be 
built of figures going back almost 
two years. For example, in December, 
1952, the dealer who compares an- 
nual results with 1951 figures, will be 
appraising current operations against 
a measurement that began in Janu- 
ary, 1951, about two years earlier. 
Obviously, the results of such analy- 
sis will hardly be a dependable guide 
to operations in 1953. 

But, even where 


the dealer re- 


ceives monthly statements, too often 
he does not prepare them properly 
or analyze them wisely. The errors 
most prevalent are: 


No Classification 


1. No classification of sales, called 
departmentization. The profit differs 
on the different lines sold by the 
dealer. For this reason, within rea- 
sonable limits, he should department- 
ize sales. He may be losing money on 
one or more lines and not be aware 
of the “invisible loss.” Department- 
ization separates the money-losing 
goats from the money-making sheep 

2. The dealer omits depreciation in 
his business expenses or does not 
charge up enough for wear, tear and 
obsolescence. Because the price of 
replacement equipment is increasing 
and depreciable assets are usually 
kept for a long time, the dealer should 
check current equipment prices pe- 
riodically. This will keep his depre- 
ciation write-off at a realistic figure 
in line with what he will have to pay 
to replace the depreciable assets he is 


SALES AND SERVICE ALSO 


CALIFORNIA 


SHOW 
PLUS FINEST QUALITY 
CALIFORNIA 


Aerial view of The Glidden Company's modern feed mill at Indianapolis, Ind. 


Many new and exclusive construction and 
operational features of the 
“75” make it your best buy in pellet mills: 
e Produces any pellet size and shape. 
e At highest capacity with superior 
pellet quality. 
e At lowest cost per ton of pellets. 
Write for Bulletin No. 5125, or call your nearest 


CPM Century 


CPM representative for full information. 
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now using, including the cost of con- 
struction, because he may have to 
replace a new roof or make other im- 
provements to his business property 
as time goes on to counteract the de- 
preciation on it. 


Lack of Records 


3. Lack of adequate supporting rec- 
ords. If the margin on sales de- 
creases, it may be due to “invisible 
losses” on inventory resulting from 
inadequate stock control. Lacking a 
stock control system the dealer can't 
check back. Short-pricing may also 
reduce the margin and it may be hard 
to trace if the dealer has an ample 
stock. He can short-cut the procedure 
with a “pricing register’ wherein are 
entered the cost and selling price of 
each item, mark-ups and mark-downs 
On grinding and mixing sales, he may 
be losing money, which will reduce 
his margin, but he will have no way 
to check back unless he keeps cost 
records on each job. Without such 
records, the dealer can determine 
profit or loss monthly, but he cannot 


profit or 
loss, which is as important as know- 
ing how much money you made or 
lost in the month. 

4. The dealer does not pro-rate 
overhead expense monthly. To get an 


ferret out the “why” of a 


accurate monthly profit one must 
make such allocations consistently. 
Some dealers pro-rate only fixed ex- 
pense, such as mortgage interest and 
depreciation, not realizing that cer- 
tain variable items also should be pro- 
rated, particularly salaries and com- 
missions, which are allocated accord- 
ing to the amount due, but not yet 
paid, as of date of statement. Taxes, 
mortgage interest and other interest 
paid, insurance and depreciation, are 
pro-rated 1/12 of the yearly expense 
per month. Advertising expense may 
be charged to the month used, or 
spread over a period of time if an 
extended advertising campaign is un- 
der way. 

Repairs are charged to the month 
incurred, but if high, this expense 
should be considered when analyzing 
results. It is difficult to pro-rate re- 


pairs, because unlike insurance and 
taxes they do not cover a set period. 
Extraordinary outlays are sometimes 
charged to net worth. For example, 
if a dealer is insured for $10,000 and 
a fire causes an $11,000 loss, it would 
be unfair to charge net profit with 
the $1,000 shortage in any month. 
The charge should be to net worth. 

The method of pro-rating bad debts 
is to set up a reserve for this expense, 
computed as a percentage of credit 
sales, the usual percentage being the 
average bad debt loss to sales for the 
prior three years. Social security 
taxes should be pro-rated on the 
basis of payroll for the month. 

Unless the dealer pro-rates his ex- 
penses, those that normally carry 
over from month to month or carry 
on for an entire year, such as depre- 
ciation and insurance, he cannot get 
a good perspective of the relative 
profitability of each month's earnings. 
Some months will carry more than 
their share of expense and distort 
comparative analysis. 

5. Omission of income tax. This is 


NORMAL OPERATION 


CAPACITY 


Here are actual pellet production figures under 
normal, every-day operating conditions at The 
Glidden Company. These results are typical wher- 
ever California Pellet Mills are operated—in pro- 
ductive capacity, in operating economy, in overall 
performance— your assurance of the finest equip- 
ment for more profitable pelleting. 
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a fixed expense today that should 
appear on the monthly statement, but 
not under overhead expense. Deduct 
the estimated income tax from the 
monthly net, open an accounts pay- 
able to the tax collector for the 
amount. The pocket-profit left after 
the tax is deducted is the figure to 
use when comparing results with 
prior periods. That's all that’s yours 
Uncle Sam wants the remainder 

6. Many dealers review an income 
statement the same way they check 
an invoice, each item is extended, the 
cost per unit checked against the 
purchase order and the quantity re- 
ceived against the receiving ticket, 
the quantity then multiplied by the 
cost to determine the correctness of 
each extension, then the invoice to- 
taled and passed for payment. In other 
words, the figures on an invoice are 
checked for mathematical accuracy, 
the bill is paid aad that ends that 
The figures are not analyzed in rela- 
tion to other purchases or other busi- 
ness operations, and in this case, such 
analysis isn't necessary. 

To do a competent job of profit and 
loss statement analysis, the figures 
should be compared with prior pe- 
riods, the prior three months, and 
the same three months of prior years 
This gives perspective on the trend of 
sales, costs and profits. If the sales 
dollar has decreased, it may be due to 
many reasons, so varied that we can- 
not cover them here. We must assume 
that the dealer is trade-wise enough 


to determine the “why” of a sales 
decline. 
Sales Volume 
Incidentally, there is much fallé@- 


cious reasoning anent sales volume. 
Some dealers assume that volume fs 
the only goal to strive for, but prag- 
tically all business experts contend 
that substantial net profits at amy 


EDWARD E. SMITH AND CO, 
48 Years of Dependable 
rokerage Service 


402 Glenn Bldg. Atlanta, Ga, 
LD-132 Walnut 8417-8 TWX AT- 


CALIFORNIA PELLET MILL COMPANY 
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ANCHOR GRAIN CO. 
LOYD O. SELDERS Phone: GRend 7377 
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: Since the or this ™aChing Our *{2tenance Cost, 
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Excellent Service 
from our BROWER 


MIXER... paid for 
itself in one year 


Says Morton J. Manseer, 
Falvey Feed & Supply Co. 


Tucson, Arizona 


“The trouble-free service we've re- 
ceived from our nine-year-old 
Brower Mixer has been more than 
go0d, it’s been excellent. The mixer 
4 has been an important factor in 

bringing new customers into our 
business and easily paid for itself 
_ the first year. We mix all our own 
scratch and pigeon feed which 
helps us be more competitive on 
mixed grain prices and permits us 
to offer real savings to our cus- 
tomers.” 


ROWER WAZ MIXERS 
Thousands of Satisfied Users 


Mixes a perfect blend in approximately 10 minutes—at a power 
cost from 3¢ to 5¢ per ton. Above-and-below floor models. Five sizes 
| —mixing capacities of 700, 1,200, 2,000, 3,000 and 4,000 pounds feed. 

Heavy welded construction—gives years of trouble-free service. 
_ Many outstanding features for easier and faster operation. 


Write— 


30-DAY TRIAL. Let us send you full details. 
BROWER MFG. CO., 402 N. 3rd St., Quincy, Ill. 


Worlds Largest Selling Mixer! 


| Call 
Van Dusen Harrington Co. 
for Barley, Oats, Corn 


BUSINESS FOUNDED 1852 


MINNEAPOLIS 


PACIFIC COAST 
MEAL + FISH SOLUBLES 


Pe Drummed Solubles Stocks Available at 
Chicago, Ill., and Long Beach, Calif, 


ZR. S. WILSON COMPAI 


1206 SOUTH MAPLE + LOS ANGELES 15 + Richmond 6: 


time are due to rigid cost control 
more than to brilliant sales strategy. 
Of course, a new business must make 
gradual growth annually, but after 
its period of adolescence, it comes to 
maturity when the annual sales are 
more or less. rationalized—travel 
within a rather restricted area—and 
then the size of profits depend largely 
upon the efficiency of the manage- 
ment to keep costs at minimum. 

Remember, too, that a high sales 
dollar may represent fewer sales be- 
cause prices have increased. On the 
other hand, a lower sales volume may 
mean more unit sales because of 
price reductions. Then, too, the re- 
duced value of the dollar should be 
considered when appraising net prof- 
it. The profit-dollar is worth only 
about 50¢ today compared to 1939 
when it was worth 100.2¢. 

If sales are satisfactory and the 
net profit is off, the margin may have 
decreased or the overhead increased. 
It's up to the dealer to do some 
digging to find out why. The reasons 
are many and they differ with the 
business. We cannot give specific 
counsel, except to say that the dealer 
who analyzes his statement monthly 
will soon put himself in a position to 
determine the reasons for such vari- 
ances and give him the “know-how” 
to apply correctives. The important 
thing is to get a monthly statement 
so that you can take steps to bring 
profit back to normal quickly and 
minimize loss. If you wait until the 
end of the year, even if you find out 
why profits are unsatisfactory, it will 
be too late to do anything about re- 
trieving the loss. 

How High Is Up? 

Regarding overhead expenses, deal- 
ers have often asked us if such-and- 
such an expense was too high. One 
may as well ask, “How high is up?” 
Expenses differ with the business and 
its management. Rent, or ownership 
expense, for example, is never too 
high if the location brings in enough 
volume to net a satisfactory profit. 
One cannot use another dealer's cx- 


pense ratio or group average figure 
as a standard. Although the “foreign” 
figure may be a “‘straw to the wind,” 
it is not a dependable weather-vane. 

The dealer's own experience fig- 
ures are the best guides if these fig- 
ures are made up monthly and he an- 
alyzes them properly each month so 
that he is sensitive to their move- 
ment. 

The profit and loss statement is 
like a 6-cylinder automobile engine: 
sales, cost of sales, inventories, mar- 
gin, overhead expense and net profit 


are the cylinders making up the 
dealer's business engine. One bad 
cylinder ruins engine performance 


even if the other cylinders are in 
good condition. 

The same is true of the component 
parts of a profit and loss statement. 
One bad cylinder can make the whole 
business engine run ragged. Unless you 
keep a close check on the ensemble 
every month, you will never know 
when the system will back-fire with 
serious results, particularly at a time 
like the present. 


CANADIAN 


POULTRY + FEED + SEED 
MIXED FEEB 
PROCESSED 

ALL GRAINS 

& BYPRODUCTS 


CANADIAN 
SCREENINGS 


FLAX AND REFUSE 
GROUND AND BULK 


JAMES RICHARDSON & SONS 


LIMITED 


ESTABLISHED 1857 
Fi 8. 
Head Office. Winnipeg. 


FEEDSTUFFS 


A WEEKLY NEWSPAPER 


for the Teed Manulacturer, Teed Jobber 
one Teed Dealer 


If you’ve been wondering 


how you can best keep informed about 
the developments in production, research, 


nutrition, and changes in prices, 


taxes, 


shipping, or government actions, you need 


FEEDSTUFFS. 


Each weekly issue of FEEDSTUFFS brings 
to its readers factual reports on all 
phases of the feed industry—from the 
growing and harvesting through the proc- 
essing and distributing. 


By adopting this simple plan of read- 
ing for profit—by watching every devel- 
opment in the feed industry week by week 
in FEEDSTUFFS, you can make your sub- 
scription work for you. 


| FEEDSTUFFS 


OC One year $4 


0 FEED MILL 


O FORMULA FEED MFR. 
© FEED INGREDIENT MFR. 
0 OTHER 


4 


Circulation Dept., 118 S. 6th St., Minneapolis 2, Minn. 


Please enter immediately my subscription to 
FEEDSTU 


FFS 
0 Two years $7 


O Billme OBill myfirm OI am sending payment 


© WHOLESALE DEALER 
O RETAIL DEALER 
O HATCHERY 
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CONFERENCE OFFICERS—Shown above are officers of the 1952 New Eng- 
land Feedmen’s Conference, to be held at the University of New Hampshire 
Sept. 4-5. Left to right are W. C. Skoglund, University of New Hampshire, 
conference chairman; Errol F. Cook, Allied Minerals, Inc., Marlborough, 
Mass., secretary, and Dr. A. E. Tepper, Merrimack Farmers Exchange, Inc., 
Concord, N.H., treasurer. Registrations for the event are being received by 
Prof. Skoglund. The program will include poultry, livestock and dairy panels, 
and discussion topics will include merchandising, financing and credit, mar- 
kets and prices. 


Monsanto Introduces ard J. Heffernan, general manager 
of sales of the company’s Merrimac 


Methionine Analogue division, announced 
Interim production facilities for the 
for Poultry Feeds 


manufacture of this product have 

Pe been completed by the division. Meth- 

BOSTON—Methionine analogue, a | jonine analogue has been chemically 
poultry feed supplement, has been 

added to the list of the Monsanto methylmercapto butyric acid 


identified as alpha hydroxy gamma 
Chemical Co.'s feed chemicals, How- Feeding tests have shown that 


methionine analogue is equivalent to 


D1 methionine, Mr. Heffernan said. 
He pointed out that the relationship 
between these two compounds is sim- 
ilar to that of carotene to vitamin A. 
The supplementation of broiler mash 
with methionine analogue results in 
improved feed efficiency and _ in- 
creased rate of growth, he said. 


if You Want More Capacity 
Per Horsepower, Buy the 
FORSTER HAMMER MILL 


FORSTER MANUFACTURING CO. 
Machines for Modern Milling 
1411 8S. McLean, Wichita, Kansas 


a preferred carbohydrate 
for feeding... 


HYDROL 


(feeding corn sugar molasses) 


High in total digestive nutrients 


Does not crystallize 


CORN PRODUCTS REFINING COMPANY 


17 Battery Place . New York 4, New York 


OYSTER SHELL 


FOR POULTRY 


This wade mark is your double 
assurance of excellence and profits 


SURE PROFITS 


1, Our policy and determination is to continue , 


OYSTER SHELL PRODUCTS CORP. 


New Rochelle, N. Y. 


to make Pilot Brand the purest and most 
economical crushed oyster shell that experience, 
superior raw material, loyal employees and 


management can jointly achieve. 


Our powerful National Advertising support 
for more than a quarter of a century constantly 
stimulates sales and profitable repeat 
business for dealers everywhere. 


St. Louis, Mo, 
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DON’T BE SATISFIED 
WITH ‘GOOD BUSINESS’ 


Here are 10 Tested Ideas 
for Making It Even Better 


By EDWARD RITTER 


HEN the feed dealer is young 

W gay and full of daring, 

it is only normal for him to 

say, “I'll try anything once,” and by 

that he means he will try anything 

which seems normally sound and rea- 
sonable to do. 

But when he says “I'll try anything 

once” he is often so young in busi- 

ness that he doesn't have the money 


or the experience to back up his new 
venture. Therefore, he either passes 
it up until some time in the future, or 
if he does try it he may not have 
the time or the money to push the 
merchandising or operation idea far 
enough to make it pay off. 

Then, as the feed dealer becomes 
older, he usually becomes more con- 
servative, and his capital reserve in- 


creases. That is the time when he 
has the experience, the money and 
the executive experience to make a 
success of some of the ideas he would 
have liked to try when he was 
younger. 

But does he try those new ideas 
now? As a rule, he doesn’t. He sticks 
to those procedures which have 
brought him his present success, and 


to you. This time-saving means 
money-saving. Ask your Bemis 


Man for details. 


Don’t pin us down to that, please. 
But, no fooling; the twelve Bemis 
multiwall plants, strategically 
located coast to coast, mean that 
at least one is conveniently close 


Bemis 


HELLO...BEMIS? ! WANT TO ORDER A CARLOAD 
OF MULTIWALLS. WHEN DO YOU THINK...OH! 
HERE THEY ARE! WHAT TOOK YOU SO LONG? 


this position can be justified to some 
extent. However, if a successful feed 
dealer really wishes to make an out- 
standing mark in feed retailing, it is 
at this “ripe middle age” that he 
should have an open mind for those 
business producing ideas which can 
bring him a much larger success than 
he now enjoys. 

Suppose your present business and 
financial position is favorable. How 
do you know but what you could do 
still better, if you employed certain 
practices? 

What are those practices? 

Try answering a few of the fol- 
lowing questions and see how you 
rate: 

Taking Discounts 


1. Are you taking all discounts 
when due? This is a simple business 
rule, but many dealers do not follow 
it. There is no easier way to earn 
extra profits than by taking discounts 
when due. It takes capital reserve to 
do this. But if you have the money, 
discount those bills. 

2. Do you budget your business by 
departments? If you do not, then 
you do not know whether it pays or 
not. Many large companies have 
budgeted for years and discovered 
that it pays in more ways than one. 
Many smaller firms are trying budg- 
eting. You'll never know what secrets 
about your business that budgeting 
can tell until you try it. You'll have 
a departmentalized record of your 
business month by month, year by 
year. This aids in planning. 

3. Have you a maintenance pro- 
gram for machinery, mill and store 
buildings? If not, don't condemn such 
a policy until you try it. Those who 
have set up such a program and fol- 
lowed it, report that it results in 
longer life from machinery, lower 
over-all repair costs and greater effi- 
ciency. 

4. How about a sales promotion 
campaign? Have you ever tried such 
a program, laid out a year in ad- 
vance, sales well timed and chosen, 


W.H. NIGH & COMPANY 


Grain Feed Ingredients 
Rice By-Products 


632 Chronicle Bldg. Phone BL-3521 


HOUSTON, TEXAS 


GROW 


PROVICO 


CONSULTANTS 


TO THE 


FEED INDUSTRY 
C. W. SIEVERT and ASSOCIATES 


Room 1338 
221 N. LaSalle St. Chicago 1, 1 


CONSUMERS ARE BUYING 
3 TIMES AS MUCH 


BIG “H” FEEDS 


AS TWO YEARS AGO 
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CHOLINE 
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A MAJOR FACTOR IN GROWTH, 
FEED CONVERSION AND REPRODUCTION 


Choline is making an increasingly important contribution to 
feeding efficiency and the over-all health and productivity of 
poultry and swine. The trend is to increased levels of choline 
fortification because it is essential to vital body functions 
such as fat metabolism, nerve conduction and the assimilation 


of vitamin A. 


Dawe’s, serving the feed industry for over a quarter-century, 
is a basic producer of choline chloride and supplies it to the 


trade in stable, easy-to-handle, nutritionally available form. 


DAWE’S CHOLINE CHLORIDE 25%: A dry feed sup- 
plement containing 25‘. choline chloride in powdered cereal 
carrier. Particle size is ideal for thorough dispersion. It is 
completely free-flowing, non-sticky and handles well in either 


batch or continuous mixing operations. 


Dawe’s Choline Chloride also is available in 70% aqueous 
solution... water clear and non-corrosive... for those who 
prefer this concentration and are equipped to supplement 


their formulas with liquids. 


Both forms are traditional Dawe’s quality in potency, purity 
and uniformity. They are in ample supply to meet your year 


‘round requirements. Write today for sample and quotations. 


Dever products company 


4800 S. RICHMOND STREET, CHICAGO 32, ILLINOIS 


OTHER DAWE’S PRODUCTS 
FOR FEED FORTIFICATION 
A-Seal-In—Dry A, new process for highest 
stabilization 
AD-Seal-in—Combined, stabilized A and D 
Sterol D,—Dry D, in soy or corn meal 
Dry D.—For four-legged animals 


A and D Feeding Oils—For animal and poultry 
feeds (Also water miscibles) 


Riboflavin Supplements—Primary fermentations 
Pantothenic Acid 
Niacin 


Forbee—Standard combinations of Riboflavin, 
Calcium Pantothenate, Niacin and Choline 


B,. Supplements—Primary fermentations 
B,.-Antibiotic Supplements — Widest selection 


Procaine Penicillin—Most effective antibiotic for 
poultry 
Bacitracin—All-purpose antibiotic 


R-Sonic 10x—Arsonic acid growth stimulant 
effective at low levels 


Xanthophyll—For controlled pigmentation 


Available singly in all standard potencies, or in 
combinations custom-blended to your specifications. 


RENOWNED FOR QUALITY: 
Dawe's feed fortification products and 
their frademark, a genuine Capodimonte 
Porcelain rooster, the original of which 
is on display at Dawe's Chicago office. 


Distributors for Western Europe: Comptoir Anversois d'importation, “COMANIMA” 


13, Courte rue des Claires, Antwerp, Belgium 
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particularly adaptable to 


‘PUSH BUTTON’ MILLS 


The correct mixer is the key to the solution of 

any mixing problem, particularly in labor-sav- 

ing, “push button” milling. Regardless of the 

size or type of mixer indicated to meet individ- 

4 ual requirements, there is a Sprout-Waldron 
Batch Mixer to do the job with maximum 
efficiency. 


Long the standard by which others have been 
judged, these batch mixers have the extra plus 
of Sprout-Waldron know-how. For Sprout- 
Waldron engineers, experienced in mill layout, 
are qualified to specify everything that goes 
with a mixer . . . to make your installation save 
the most labor, operate most efficiently. 


Sprout-Waldron know-how also provides de- 
: sign of special features to fit needs which are 
unique in your mill. For the best solution to 
your batch or continuous mixing problems, call 
your Sprout-Waldron representative, or write: 
Sprout-Waldron & Co., Inc., 61 Logan Street, 
Muncy, Pennsylvania. 


SPROUT-WALDRON 
W Tee Bet in MILLING EQUIPMENT 


MUNCY, PA. 223 


COLUMBIA SOFT PHOSPHATE 


LOW COST... 
IMMEDIATE DELIVERY 


* * 


Write for information and prices 


COLUMBIA PHOSPHATE CO. 


1007 WASHINGTON AVE., ST. LOUIS 1, MO. 


prepared for in advance? If you have 
not you may find, as others have, 
that such campaigns can spark your 
feed business to greater sales and 
profit. A yearly sales promotion cam- 
paign helps owner and employees to 
work toward definite goals, instead 
of drifting along, taking business as 
it comes 
Field Work Pays 

5. Have you ever tried field work? 
By field work we mean poultry serv- 
ice work, sales work, demonstrations 
and cold canvass calls. A lot of deal- 
ers tell us they do not need to do such 
work, that they are kept busy at 
their mills and stores handling cus- 
tomers. But isn't it true that such 
dealers may be passing up new and 
rich sales opportunities? One can 
always hire and train employees to 
handle trade which comes to the 
mill, but real sales ability is needed 
to make field calls and win new cus- 
tomers who might not otherwise be 
won through ordinary sales and ad- 
vertising channels. 

I have yet to talk to a feed dealer 
who did not have a kind word for 
field work, after trying this type 
of selling and service. Dealers who do 
only a limited amount of such work 
tell me that they wish they had time 
to do more of it. This is a tacit ad- 
mission that greater opportunities for 
sales and service do exist through 
field work. 

6. Have you advertised consistently 
and with a reasonable budget? The 
dealer who puts an ad in his weekly 
newspaper now and then cannot say 
that he has tested the local advertis- 
ing power of the mediums available 
to him. It requires sizable space, good 
copy and consistent runs to get the 
most from advertising. Many, many 
dealers are spending only \4-%% for 
advertising, whereas many other re- 
tailers spend 2-5°. These higher to- 
tals are not for the dealer on feeds 
because of lower margins, but 1% is 
not too high a figure, especially for 
those dealers who have an extensive 
stock of farm supplies, dairy utensils 
and appliances on which there are 
larger margins than on feea. In such 
instances even 142% is not too high. 


Credit Policy 

7. A consistent credit policy? Do 
you have a definite credit and collec- 
tion policy or do you tackle the prob- 
lem when the going gets tough? Un- 
less you have a regular, well thought 
out, enforced credit and collection 
program, you do not know what effi- 
ciency and profit such a program can 
do for your business. A credit and 
collection program which is worth 
its block salt must be effective, must 
have the respect of the dealer and 
the customer. It usually involves a 
credit application with references, 
definite payment dates and financing 
of feeds over long periods of time for 
special accounts 

A dealer can waste a lot of time 


MIXED FEEDS « PELLETS 
CUBES « ROLLED OATS 
CRIMPED OATS 
FEEDING OATMEAL 
OAT GROATS 
PULVERIZED OATS 
FOR SAMPLES OR QUOTATIONS— 
Write, Wire 


TELEPHONE 44 
TELETYPE PHILLIPS 14 


FLAMBEAU MILLING CO. 


Phillips, Wisconsin 


1002 FLOUR EXCHANGE 
MINNEAPOLIS 15 
Lincoln 0678 


CALL 
MATT WALSH 
OR 
SHELLEY WALSH 
FOR: 


OATS « CORN 


FEED WHEAT 


FEED BARLEY 


DISTILLING 
RYE 


WALSH 
GRAIN 
CO. 


1002 FLOUR EXCHANGE 
MINNEAPOLIS 15 
Lincoln 0678 
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at $2 or less per hour trying to col- 
lect delinquent accounts which could 
have been eliminated with a better 
credit screening at the time of the 


ae original sale. 

Ze 8. Display policies outstanding? It 
+ is probably true that the average 
i feed retailer pays less attention to 
re display than most other retailers, al- 
+ though in recent years there have 


been some outstanding exceptions. 
The feed dealers who have not tried 
keeping window display areas spic 
and span and painted, and filled with 
displays which are changed at least 
every two weeks, do not know how 
good windows can boost sales. Like- 
wise, the dealer who does not have 
some handy employee to paint point 
of sale and other signs and arrange 
interior merchandise showings in an 
attractive manner, does not know 
how these merchandising aids can 
increase his volume of sales. Color, 
good lighting, cleanliness—all these 
help alert dealers sell more merchan- 
dise. 

9. Sales training. If a feed dealer, 
however successful, has never tried 
a sales training program, he does not 
know what such a plan can do to 
make better salesmen of himself and 
employees. Well conducted sales 
training programs increase feed and 
other product knowledge. Customers 
today demand much more informa- 
tion from sales people than ever be- 
fore. That is why modern clerks and 
store owners need to know more than 
customers about the merchandise 
they wish to sell. 

10. Annual feed clinics and demon- 
strations. Some dealers are sold on 


SPECIFY 


Columbia Calecam 
COLUMBIA QUARRY CO. 


1007 Washington Ave. 
$7. LOUIS 1, MO 


Makes Good Feeds BETTER 
BETTER Feeds Make Customers! 


DIAMOND 


“THE SPARK PLUG of the RATION" 

For Cattle, Hogs, Chickens, Turkeys 
Live yeast enzymes, vitamins, and other factors 
improve appetite, d tion (including rumen aid), 
health. growth ond ‘duction. Increases feed 

utilization, lowers feed cost 


Specially Prepared tor Dry Mix Feeding 
Write DIAMOND V MILLS, Inc. 
Cedar Rapids, lowa 


“Custom-Blended” 
Vitamin Feed 
Concentrates 


Special formulations to 
meet the individual and 
varied requirements of 
every feed manufacturer. 


NIACIN - RIBOFLAVIN 
CHOLINE CHLORIDE 
CALCIUM PANTOTHENATE 


ay: 


Subsidiary of Sterling Drug inc. 
New York 18, 


annual feed clinics and live display 
demonstrations. Until a dealer has 
explored the ideas in his own com- 
munity, he cannot say if this is a 
sales promotion idea which could 
boost his sales. The fact that such 
things are helping other dealers win 
more customers and increase sales is 
an indication of their worth in some 
communities. 

These are some of the check points 
which you can apply against your 
own business—whether you make a 
small or a large profit. There may be 
in the above list, one idea alone 
which, pushed by you and your staff, 
can increase your sales. Perhaps you 
cannot use all the listed ideas, but if 
you can use two or three you may 
build your successful business into a 
still greater enterprise. 

Smart business men everywhere are 
analyzing their businesses these days. 
Not only are they asking themselves 
where they can win more customers, 
but they are also trying to discover 
if they are passing up some other- 
wise obvious sales building and cost 
reducing opportunities. 
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THE FINEST FEEDS 


IN THE FINEST BAGS 


INDUSTRIES, INC. new wisconsin 


It was “consumer demand” that rang the “‘death knell’’ for the old-time 
cracker barrel and put crackers in clean, attractive paper cartons . 


NOW—PAPER is BETTER for FEED BAGS TOO 


In packaging feeds as in packaging foods 
paper has many conspicuous advantages . . . 


it keeps out dirt and moisture » It is strong 
lis disposable 
« No problem of “returns” 


e it costs less 
tis more attractive 


“FOR MULTIWALL CALL ALBEMARLE” 


Multiwall Feed Bags made by the Albemarle Paper Manufacturing 
Company offer you paper profits that are real profits. 


Not only are Albemarle Multiwall Paper Bags far less expensive 
than fabric bags but they have built in QUALITY that is 
assured by strict supervision of every step of their production. 


We grow our own pulp wood—make our own pulp— manufacture 
our own Kraft paper in any color desired — manufacture 
Multiwall Bags in from two to six ply. 


With many offices to serve you, you can be confident of 


immediate attention to your needs and an unfailing source of supply. 


WEW YORK 21 West St. 
Phone HAnover 2-4645 


Phone RAndolph 6-3519 


CALL 


ALBEMARLE PAPER MANUFACTURING COMPANY + RICHMOND, VIRGINIA + Phone 2-906] ? 


PHILADELPHIA 123 S. Broad St. BALTIMORE 32 South St. 
Phone Kingsley 6-3616 


CHICAGO 1707 Daily News Bidg., 400 W. Madison St. MINNEAPOLIS 1122 Flour Exchange Bldg. 
Phone BRidgeport 1-352 


Phone LExington 3552 


LOUISVILLE 120 N. 10th St, 
Phone CLay 1476 
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Merchandising Vision 


The Way to Larger Profits Sometimes Lies 
in Community Betterment 


* * * 


give 


men 
thought and attention to this prob- 


many other business 
lem. They know that in numerous 
communities the farm trade and its 
continuing prosperity is tied to their 
own progperity and the health of the 
community in an economic sense. 
While a great many people think 
about this problem, few do anything 
to build agricultural prosperity. 
Sometimes the job requires group 
rather than individual action, but 
usually it all stems from one indi- 
vidual with conviction about the im- 


By Edgar Gleason 


AVE you ever sat in your Perhaps you are not the only busi- ; = 
Hi mill office on a rainy day | ness man in your town who has | Portance of the job and his initial 
and wondered what you could | wondered about the same problem action 
do to bring greater agricultural pros- | The banker, the hardware store For a specific example, let us take 
perity to your trade area? owner, the newspaper publisher and | a look at Elkin, N.C. where H. F. 
Laffoon publishes the Elkin Tribune, 
a semi-weekly newspaper. 
MALT SPROUTS This publisher, during a ten year 
BREWERS GRAINS period, is largely responsible for a 
DISTILLERS GRAINS program and community enthusiasm 
BEET PULP which has transformed his area from 
MILWAUKEE wis. AND 44 OTHER FEEDS a poverty stricken community to a 
° prosperous one. What has been done 
here can be done in many com- 


THE 


POULTRY HEALTH 
INSURANCE 
You Provide With These 


PRODUCTS 


AN EFFECTIVE TREATMENT FOR WORM INFESTED 
FLOCKS WHEN MIXED IN YOUR MASHES 


Your Customers will 


appreciate -} 


ICOZINE is the mixture of nicotine 

bentonite and phenothiazine, first 
reported by Harwood and Guthrie 
(Research Director and Research Vet- 
erinarian for Dr. Hess and Clark, Inc.), 
as being effective for the control of large 
round worms (ascaridia) and cecal 
worms (heterakis) in poultry. 


(NITROFURAZONE) 
For Prevention and Treatment of 


COCCIDIOSIS 


(Intestinal and Cecal) 


CHECK THESE ADVANTAGES DISCLOSED 
BY COMPARATIVE TESTS 
1 Greater reduction of death losses due to 
coccidiosis, 
2 Idea! for growing pullets because there is no 
interference with the development of natural 
immunity. 
Better Growth—NFZ treated birds consistently 
weighed more throughout tests. 
No interference with feed efficiency. 


Fewer runts or culls in NFZ treoted pens at 
end of tests. 

Mashes containing NITROFURAZONE con be 
fed right up to marketing time—no switching 
feeds the last four days. 

7 Nitrofurazone is a chemical antibiotic effective 
against many bacteria, including those found 
in the intestinal tract. 


Later studies by these men, confirmed 
by others, indicate that the combination 
of nicotine and phenothiazine in the 
proportion used in Nicozine is more 
effective than either ingredient used 
alone. 


ows 


Try Nicozine in your mashes. We're 
sure you will find customers well satis- 
fied with the effectiveness and the 
economy of this product. 


Scientific Farm-aceuticals 
since 1893 


HESS & CLARK, INC. 
ASHLAND, OHIO 


munities—by feed dealers and other 
civic minded people. 

The story begins ten years ago 
when a tri-county area endeavored to 
eke a living out of the red washed 
gullies and hillsides. Whether the 
farmers lived well or starved, de- 
pended upon one crop—tobacco. 

Mr. Laffoon decided to preach the 
story of crop diversification, saying 
that he believed that the tri-county 
area could make the change, increase 
its prosperity, save and regenerate its 
soil and build for a stable future. 

It was a tremendous objective in 
view of the sad condition of the land. 
But this newspaper publisher's edi- 
torials and articles aroused public 
opinion to the need and to the means 
required to change the agricultural 
Situation. 

Plans were laid for the re-opening 
of an old abandoned lime mine, so 
that more and cheaper fertilizer could 
be secured for farmers. The county 
agents of the three counties banded 
together and worked out a farm pro- 
gram with the help of other agri- 
cultural leaders, business and civic 
groups. 

All the discussions and recom- 
mendations of ,these groups were 
passed out to residents of the area 
through the crusading newspaper. 

Finally a year-around program be- 
gan to shape up. There was an an- 
nual 4-H fat stock show and sale 
every fall, sponsored by the Junior 
Chamber of Commerce. This was fol- 
lowed by a spring farm day meeting 
which involved short courses on crops, 
dairying and poultry. Luncheons were 
served to all farm families attending 
these and other events, with the busi- 
ness men footing the bill. 


Grain Driers 


Bucket Elevators + 


SHANZER MANUFACTURING CO. 
85 Biuxome St. + San Francisco 7, Calif. 


UNITED DISTRIBUTING CO. 


Distributors and Brokers of 
FEED INGREDIENTS 


116 24th Ave. N. Minneapolis 11, Minn. 


PEDER DEVOLD OIL C0. 


45-FM Clinton Ave., Brooklyn 5, N. Y. 


AMSCO 


Brand 
MEAT & BONE SCRAPS — TANKAGE 
50% Protein 60% Protein 


Carloads and Truckloads 


We BUY Cracklings and Dried Blood 
and solicit your offering 


AMERICAN MILL SERVICE 
CO., INC. 


116 Portland Ave., a Minn. 
Telephone AT. 057 


PRODUCTS 


Distributed in Utah and 
Southern Idaho by 


BADER, INC. 


214 24th Street 
Telephone: Ogden 9323 
P. 0. Box 267 OGDEN, UTAH 


QUALITY GOES IN BEFORE THE NAME GOES 
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Dairy and poultry shows followed. 
Much information was also printed on 
soil conservation, paturage, and some 
case histories every week of actual 
progress by individual farmers 

A program of this sort had tre- 
mendous momentum, generating 
much determination and enthusiasm 
every year. As evidences of success 
began to show clearly in better crops, 
more diversification, the spread of 
poultry and dairy enterprises, etc., 
ae farmers became convinced that this 

was the road to follow. 


Builds Prosperity 

At the end of a ten year period 
the prosperity of the tri-county area 
was as high agriculturally as many 
other choice regions of the state. Red- 
washed valleys were largely covered 
with green pasturage, and soils 
? showed every indication of good soil 
4, conservation work. There are fertile 
4 fields, wooded areas and softly flowing 

creeks and rivers. No longer does the 
area depend on a “one crop” destruc- 
tive economy, but on agricultural 
diversification. 

? What has been done in this North 
oa Carolina community was, of course, 
Started by one man. He has not said 
so, but perhaps he, too, sat looking 
out of his office window en a rainy 
afternoon, watching and wondering 
what he could do to improve his agri- 
cultural community. 

In other sections of the nation, 
agricultural conditions may be dif- 
ferent, yet in many areas there are 
opportunities for agricultural im- 


provement and development. The feed 
dealer is very close to his trade area 
He knows, or should know, the prob- 


WINFIELD, 
KANSAS 


H. E. CLARK CO. 


| For Better Bags — Better Buy Chase 
CHASE BAG COMPANY 


General Sales Offices 309 W Jae’ 


Chicago 6, Ilinois 
Coast-to-Coast Bag Service 


VINELAND'S 


A FORMULATED... IN OUR LABORATORIES 
TESTED... on oun mocks 
# PROVEN... ON POULTRY FARMS 


: No Flushing! No Shocks! No Starving! 


@ VINELAND 3% WORM POWDER 
formula has been scientifically pre- 
pared only after months of rigid, on- 
the-farm experimentation in the high- 
ly concentrated Vineland poultry 
area. This Laboratory-tested product 
is designed for expulsion of round 
and cecal worms within one day. Pres- 
ent in delicate balance and true pro- 
portion are three basic ingredients 
which go to work immediately and 
effectively. They are Nicotine (as an 
alkaloid), Phenothiazine and Areca 


Nut. Remember! For only $26.85 


you can now fortify a ton of your mash 
VINELAND WORM POWDER 


Write, call, wire immediately for prices, lit- 
erature and excellent dealer proposition. 


lems that exist. He should know 
where conditions can be improved. He 
needs only to visit and talk with each 


farmer to get a real appraisal of 
the situation 
After such an appraisal he can 


only start the ball rolling, 
find many friends in his community 
who will help him study the problem 
more thoroughly, and then decide 
upon a commuity plan of action 

What has the feed dealer to gain 
by doing all this pioneering work? 
If he does it, it will undoubtedly take 
much of his time that could be spent 
selling and operating more efficient- 
ly. 

But in the long run 
is not long in business—the results 
of a planned agricultural improve- 
ment program can show, as they did 
in Elkin, N.C. If and when such a 
change occurs in the dealer's own 
community, his farm friends will be 
much more prosperous. They'll have 
more money to spend for feeds and 


and 10 years 


farm supplies, and they will have 
a stable economy which will be a 
wonderful thing for the future. 
TIME TO CULL 
Cull the pullet flock before the 
birds are brought into the laying 
house 


take action. If the feed dealer will 
he will | 
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F28M 
75 to 100 H. P. 


on bulky feeds or where a very uniform grind is wanted 
advantages of Model F 27 M, but is heavier—greater in capacity 
& perfect product at low grinding cost. Feed opening 30°x17T"—improved outboard 


ings on blower. 


wide thin stream, exposing it to more effective blows of the hammers. Write for 
catalog and complete details of the W-W Grinder line—today. 


wW-w GRINDER CORP. Dept. 311, Wichita, Kans. 


A GRINDER OF 
ENORMOUS 
CAPACITY 


Rugeediy to stand 
the gaff of continuous op- 
eration under the most 
trying conditions Model F 
28 M is the last werd ia 
a heavy-duty grinder with 
the large capacity 

Has all the famous 
Built te predace 


The wide feed opening spreads incoming material over « 


W. C. PRATT COMPANY, vc. 
PRODUCERS and DISTRIBUTORS = 
CONCENTRATES 


20 North Wacker Drive Chicago 6; il. 


IED CANE 


Omalass makes it easy for you to step up your feeds with 


all the rich nutritional values and palatability of real cane 
blackstrap molasses. Omalass is actually 80% cane black- 
strap molasses, DRIED by a patented process with a small 
amount of corn oil meal. Yet with this high percentage of 
cane molasses, Omalass is never sticky, always easy to 


handle, guaranteed free-flowing. Very economical. 


Send Coupon For Literature 


OTHER EXCLUSIVE PRODUCTS... 


MY-T-MIX—Antibiotic and Vitamin Base Mix 
DRIFISOL—Dried Condensed Fish Solubles 
RIBOFERM—Y east plus Riboflavin and Niacin 
DELUX YEAST CULTURE—High Potency Yeast 


LABORATORIES, INC. 


1901 East Euclid Avenue 
Moines 13, lowa 


po 


VyLACTOS LABORATORIES, INC. 


1901 East Euclid Ave. 
Des Moines 13, Iowa 

Please send me complete details and 
prices on Omalass. 
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_ Introduce Displays With 


Window Cards 
* 


By Martin Francis 


AVE you ever used a planned 
Hosen of window cards to 

increase the pulling power of 
window displays? A window card is 
usually about 12 in. high and 18 in. 
long, although the dimensions may 
vary, depending upon the size of 


the window. A window card as such 
should be close to the glass; cer- 
tainly not less than 4 ft. from it 
at the most. 

Suppose during August you had 
such a card which contained the 
copy, “Egg Prices Are Going Up.” 
Then in the background you would 
have a display of poultry mash, 
equipment and all the supplies which 
are needed to put the henhouse and 
flock in order for the big laying sea- 
son ahead. 

A larger sign than the window 
card could be placed about 5 ft. back 
of the window glass, and perhaps 
resting against the bags of poultry 
mash, which would give the prices 
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Board of Trade 
Phone: 2-0777 


Members: American Feed Manu 


Importers and Wholesalers 
of .. Canadian Screenings 


SUPERIOR FEED COMPANY 


facturers Association 
The Grain and Feed Dealers National Association 


Duluth 2, Minn. 
Teletype DU 16 


of eggs Sept. 1, Sept. 15 or Oct. 1 
for the past five years. This would 
be proof that eggs go up at this time 
each year. 

Such a card and such a window 
would attract more attention than 
just a window showing these mashes 
and poultry equipment. The window 
card would catch the attention with 
its “higher price” prediction, and 
this would stop many a farmer. 

It is estimated that the average 
passerby looks at a window in from 
2 to 5 seconds. With a good win- 
dow card you make many a passer- 
by spend a half minute or more look- 
ing at the window display and cause 
many of these lookers to come in 
and buy. 

Rules Listed 

Here are some rules to observe 
in making your window cards effec- 
tive: 

1. Keep the size proportional. 
Never too large. Never too small. 
The chief function of the window 
ecard is to attract the attention of 
prospects, bring them closer for a 
fuller inspection of the window. 
When the prospect comes closer he 
may not notice the window cards 
again. His attention will be on the 
display itself. But without the win- 
dow cards he may not notice the full 
display at all. 


For Better Hog Feeds! 


y 


| 
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85" ANNIVERSARY 
ARMO 


AViSULOLUtae Animal Feeds Dept. - Union Stock Yards + Chicago 9, Ill. 


AND COMPANY 


CONTENTs 
Armour Digester Tankage 
@nd other essentia/ ingredients 


Build with Armour Digester Tankage 


For nearly half a century Armour’s Digester Tank- 
age has been a “must” ingredient in all the hog 
feeds built by hundreds of successful feed manufac- 
turers. For continued success, year after year, they 
choose Armour Digester Tankage for the essential 
proteins, vitamins, and minerals it contains—and for 
its ability to produce results. Armour Digester Tank- 
age is a high-quality natural protein ingredient, con- 
taining a fine balance of essential amino acids. It also 
contains Vitamin B,, and other important vitamins 
and minerals in natural form. This highly palatable 
ingredient is simple to use—easy to handle and store. 

Use at least 10° Armour Digester Tankage in 
all the hog feed you sell. More business from satis- 
fied customers will be your reward. 


Digester 


funkage 


2. More than one window sign is 
usually needed. Repetition of the 
message doesn’t hurt. A window sign 
at each end of a window at the 
lower level and one in the middle 
does not constitute too much win- 
dow card display, as long as the 
cards do not obstruct view of the 
display itself. 

3. Copy and color. Never neglect 
the white card with black copy. 
The rest of your window and the 
packaged merchandise may have lots 
of color anyway. If, in such a case, 
you use a colored window card, the 
colors may blend too much. Stick to 
white and black in such instances 
to give contrast and to direct atten- 
tion to the window card. 

Keep the copy striking and sim- 
ple. Don't try to get too much copy 
on each window card. Rather try for 
copy that is brief, says a great deal 
and which will attract attention. Let 
the background and other signs in 
the window display do the actual 
selling. The window signs merely 
are attention-getters, thought-pro- 
vokers, etc. They have no other func- 
tion. If you try to put too much copy 
on these window cards, they won't 
be very effective. 

4. Economy. The window cards— 
when lettered on one side, can be 
reversed and used for the next win- 
dow display, with new lettering. 
Merely paint out the formerly let- 
tered side or cover with paper. De- 
termine the size card you like to 
use in windows, then order 50 to 


LOREN V. BURNS 
& ASSOCIATES 
TECHNICAL COUNSEL 

FEED FORMULATION and PRODUCTION 

P.O. Box 886 MANHATTAN, KANSAS 


PREMIER LITTER 
Absorbs 


More 
e Bales 
every 


Premier Peat Moss Corp, 535 SthAve., New York 17 


N. K. Parrish 


BROKER JOBBER 
FEEDSTUFFS 
MILO-KAFIR-WHEAT-FIELD SEED 


LUBBOCK, TEXAS 
2-8787 


FT. WORTH, TEXAS 
FOrtune 4031 


LABORATOR 
SERVICES 


Effectiveness of vitamin B-12 
and antibiotic feed supplements 
in finished feeds evaluated by 
practical chick feeding studies 


4 


Wisconsin 


VITAMIN AND AMINO 
ACID ASSAYS 
A.O.AC. vitamin Dg chick assays 


U.S.P. XIV or A.O.AC, vitamin 
A assays 


Vitamin E biological assays 


Proximate analyses and mineral 
determinations 


Other biological, chemical, 
and microbiological services 


Write for price schedule 


WISCONSIN ALUMNI 
RESEARCH FOUNDATION 


?. ©. BOX 2059, MADISON 1, WISCONSIN 
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100 and buy in those lots to reduce 
costs. You'll get the advantage of a 
quantity price. 

I have seen many feed store win- 
dow displays where large size cards, 
containing a great deal of copy, were 
placed close to the glass. While such 
cards attract some attention, they 
were often too large to permit 
quate viewing of the window dis- 
play itself. Furthermore, such signs 
contained practically all the explana- 
tory copy, so that viewers did not 
need to look at the displayed mer- 
chandise. All the facts were on the 
big window card. 

Now if small window cards had 
been used in such instances, with 
the larger explanatory signs in the 
display background, the merchandise 
shown would have had a much bet- 
ter break insofar as prospect atten- 
tion was concerned. Signs and their 
copy do not sell merchandise. They 
merely call attention to outstanding 
features. The prospect wishes to see 
the merchandise after reading a sign. 
That is why another sign, close to 
the inspected merchandise, will help 
to close the sale. 


Seasonal Uses 
5. Window card seasonal uses. 
There are many occasions for which 
the window card is excellent adver- 
tising. For example, along about No- 
vember or December a few of these 
cards reading, “Order Seeds Now” 
will call attention to the fact that 
early ordering of seeds is practical. 
The signs will direct many early 
sales to the dealer. Likewise “Order 
Baby Chicks Now” are constant win- 
Gow area reminders which will catch 
the attention of numerous farmers 


STEAMED 
ROLLED OATS 
FEED 
INGREDIENTS 
SHARP MILLING CO. 


SIOUX FALLS, PHONE 47705 


RYDE’S 


DOG FOOD 


25% PROTEIN 
«READY TO EAT 


Ryde’s Flaked Dog Food pro- 
vides needed nourishment in bal- 
anced diet form. Supplies vita- 
mins and minerals essential to 
growth and good health — has 
Appeal” for all pets. 


Ready-cooked, Ryde’s Flaked 
Dog Food is convenient to feed. 
Thoroughly and uniformly mixed 
and blended, to the same high 
standards of Ryde’s other spe- 
cialty feeds. 


5425 W. Roosevelt Rd. Chicago, Ill 


and get plenty of orders without tak- 
ing all the window space. 

Practically every window display 
the dealer uses can be introduced 
by window cards in such a way as 
to attract more attention. New prod- 
ucts, too, can be advertised with 
the window cards, as can sales, an- 
niversaries, seasons and events. The 
alert feed dealer will be able to save 
many of his seasonal window cards 
and use them again the following 
year, provided he places them in 
storage free from dust and dirt. 

Window cards properly used con- 
stitute just one more effective sales 
tool at the disposal of the feed 
dealer. 


—_ 


Dr. James MeGinnis 
on Year’s Leave to 
Aid Pfizer Research 


NEW YORK—Dr. James McGin- 
nis, professor of poultry nutrition at 
Washington State College, has taken 
a year’s leave of absence to act as 
assistant director of agricultural de- 
velopment for Chas. Pfizer & Co., New 
York chemical manufacturing firm. 
The announcement was made by 
Pfizer’s director of agricultural devel- 
opment, Herbert G. Luther. 

The Washington professor, who will 
aid in directing research in animal! nu- 
trition and related subjects, is a rec- 
ognized authority in the field. He has 
won the American Feed Manufactur- 
ers Assn.’s $1,000 award for out- 
standing work and is a pioneer in 
identification of B.» and antibiotics 
as animal growth stimulants. 

Last spring, Pfizer introduced Ter- 
ralac, a synthetic sow’s milk, which 
the company says has already re- 
lieved thousands of sows of the strain 
of lactation while producing more and 
larger weanlings. 

Experimental work has been suc- 
cessful with feeds for colts, calves 
and lambs, Pfizer reports. Much of 
Dr. McGinnis’ attention will be de- 
voted to carrying forward such ex- 
periments, and others with semi- 
domesticated game birds, hatchery- 
raised fish and ranch-raised fur-bear- 
ing animals. Experiments with mink 
have been conclusive and remarkably 
successful, the company says. 

Dr. McGinnis is 34, a native of 
North Carolina and a graduate of 
North Carolina State. He received 


his doctorate in nutrition at Corne!! | 


University, Ithaca, N.Y., and worked 
there until joining the Washington 
State faculty in 1944. He became an 
associate professor in 1947 and a full 
professor in 1950. 

In addition to pioneer work with 
antibiotics and vitamin By, he has 
performed important research in the 
biochemistry of proteins, in nutri- 
tional and endocrinological relation- 
ships and in reactions between 
amino acids and sugars. 

During his year with Pfizer, Dr. 
McGinnis will make his headquarters 
at Terre Haute, Ind., where Pfizer 
manufactures the bulk of its diamine 
penicillin, terramycin feed supple- 
ments and Terralac. 
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in Selling 
Oyster Shell 


SHELLBUILDER’S aggressive, year-round advertising 
and promotion campaign adds the “push” that makes 
more oyster shell sales— and more profits for you. 


Make more money with the oyster shell that offers 


you these extras: 


@ Plenty of sales promotion materials 
e Cooperative advertising help 
e Year-round advertising in national poultry journals 


e A top-quality product, backed by a long-estab- 
lished reliable feed firm 


e Immediate service on all inquiries 


Soll the Brand that SELS- 
- SHELLBUILDER- 


packed with 


SHELLBUILDER CO. 


MELROSE BUILDING 


Phone, wire or write for prices. FREE folder 
showing how to build volume sales. Write for it. 


HOUSTON, TEXAS 


Dehydrated and Sun Cured 
ALFALFA MEAL 


NATIONAL ALFALFA DEHYDRATING & MILLING CO. 


LAMAR, COLORADO 


. ST. LOUIS, MO. 


SIMMONS STOCK-GRO 
Pure Concentrated Cultured Milk Whey Nutrients 
Unadulterated Full Mitk Sugar and Lactic Acid Contemi in Natura! Proportions 


Smarten up — Be a Dealer 


SIMMONS STOCK-GRO, INC. 


30 N. Michigan Avenue 


Chicage 2, 


When we remodel, it’s going 
to be the “STRONG- 


SCOTT 


layout help.” 


“Strong-Scott equipment and machines are the 
cheapest to operate and we don't have to 
worry about delays from defects or breakage. 
If we ever remodel, 
tainly again be consulted for planning and 


Strong-Scott will cer- 


STRONG-SCOTT HAMMER MILL 


For general custom grinding, the 
STRONG-SCOTT has no equal. 
Greater capacity, a more uniform 
product, sturdy construction and min- 
imum maintenance expense all con- 
tribute to lower grinding costs per ton 
and increased profits for you. Out- 
standing features. Before you buy any 
feed grinder, be sure to investigate 
the many merits of this fine mill. 
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Make Use of 
the County 


Agent's Column 


By Albert Bammel 
I: NUMEROUS counties in the 


many states, feed dealers are per- 
haps noticing that county agents 
are being given column space by 
newspaper editors to give farm news 


42——FEEDSTUFFS, Aug. 23, 1952 


to agriculture. Farmers as a rule 
have a respect for county agents 
and will read what they have to say. 

Insofar as the feed dealer is con- 
cerned, there is an opportunity for 
him to be of service to the county 
agent and to farmers through such 
an activity. Here are the two chief 
ways in which the alert dealer can 
do this. 

1. Providing the county agent 
with information about items he 
cites in his column. The dealer can 
spot many items which can be backed 
up by his own experience. 


1122 Flour Exchange 


CONSUMERS SOYBEAN MILLS, Inc. 
Jobbers and Producers 


SOYBEAN OIL MEAL 


MINNEAPOLIS, MINN. 


Phone: BR 6781 


Micratized* Stable Dry Vitamin A-D, Concentrate 
for all 4-footed animals —ideal for use in Purdue Cattle Supplement A. 


Now you can stop worrying about poor carotene value of natural feedstuffs. 
Now you can safely utilize corn silage or other roughage and be sure of a 
completely available vitamin A source. 


completely stable, 


NOPCO Quadrex 10 is the newest in NOPCO’S Micratized line of stable A and 
Designed especially for use in Purdue Cattle Supplement 
far easier to handle than the NOPCO 
Quadrex 10 is dry and free- 


D feed supplements. 


A, you will find it far more stable... 
feeding oil initially used in that supplement. 
the safe, sure way to economically furnish adequate true vitamins 
A and D, (10,000A-1,250D, USP units per gram) to four-footed animals. 


flowing ... 


For example, Melvin Nyquist, coun- 
ty agent in Michigan, in one of his 
columns states, “Marquette County 
could expand its dairy production 
considerably and the demand would 
still exceed production. At the pres- 
ent time a portion of our milk is 
coming from the neighboring coun- 
ties and will undoubtedly continue 
to do so.” 

Now, for such an item an alert 
dealer could dig up two or three ex- 
amples from his records, showing 
how farmers in his area increased 
their milk production profitably 
which would also include mention of 
better feeding. If such a record were 
sent to a county agent, he might 
print it to bolster his previous state- 
ment. Good feeding, including the 
use of formula feeds, might appear 
in such an agent's column. ~ 


Help Is Welcome 


There are other paragraphs cited 
in many county agent’s columns, 
which invite additional information 
by dealers. No county agent is go- 


NOPCO 
A&D VITAMINS 


A complete tine of Mi- 
cratized dry Vitomin A & 
D products, conventional 
dry vitamin A & D prod- 
ucts, vitomin A & D oils. 


NOPCO 
B VITAMINS 


Riboflavin, calcium pon- 
tothenote, choline ehlo- 
ride (liquid & dry), vite- 
min B,2 feed supplement. 


NOPCAINE 
Antibiotic feed supple- 
ment (Procoine penicillin). 

NOPCAB 


Antibiotic feed supple- 


| WHY YOU CAN DEPEND ON MICRATIZED QUADREX 10 


ment (Bocitracin). 
NOPCOM 


Micratized Quadrex 10 is produced by 
microcrystalline 
process (U.S. Patents Pending), which effec- 
vitamins against oxidation 


exclusive 


NOPCO'S 


tively seals the 


Write today for prices and complete technical information (Bul- 
letin TS-825). Or ask to have your NOPCO representative call. 


IN STABILIZED NATURAL 


Harrison 1, N. J. 


and destructive feed ingredients (including 
wax many mineral mixtures) yet leaves them 
completely digestible! Quadrex 10 is packed 
in 100 1b. fiber drums and 25 Ib. steel pails. 


CHEMICAL COMPANY 


Richmond, California 


Bocitrocin combined with 
vitomin By 2. 


©1952 NOPCO Chemical 
Company *TM NOPCO 
Chemical Compony 


VITAMIN A 


ing to be hostile toward your help 
in this matter. Naturally he is going 
to use some of the material you give 
him, and he is going to be grateful 
for actual farm evidence which 
backs up what he states. 

2. Using printed material to boost 
sales. Take that paragraph by Mr. 
Nyquist about boosting dairy pro- 
duction. An alert feed dealer can 
clip this paragraph and post it on 
a bulletin board and say, “County 
agent urges boost in milk produc- 
tion. We can help you do this. Ask 
for particulars.” 

A posted item like this will con- 
tinue to attract the attention of 
many farmers. It will mean good sales 
promotion for you, the dealer, be- 
cause you will merely be highlight- 
ing what some agricultural author- 
ity says. 

You need not always stick to the 
county agent in using printed mate- 
rial for posting on the bulletin board. 
Suppose some state or national agri- 
cultural leader, or some other per- 
son connected with agriculture, 
makes a statement in print which 
affects a product you sell. By us- 
ing this statement in an _ illustra- 
tion, you can often give your sales 
posters considerably more appeal. 

Here is what one county agent 
had to say about rat control: “We 
have had some calls lately about 
rat control on individual farms and 
in some small communities. Perhaps 
the best information we can give 
is to remove rats’ food supply by 
covering garbage. Don’t have any 
exposed garbage where rats can 
build up a population. Of course, poi- 
soned baits are available and those 
containing warfarin are very effec- 
tive.” 

Such a statement can be used by 
a feed dealer in trying to sell rat 
bait. The statement, posted on a bul- 


Every Good Feed 
Get your supplies from 


HENRY K. FAUST 


Successor to King Brothers & Co. 
The Bourse, Philadelphia 6, Pa. 


Desieri in Minseseta, Nerth Dekets sad Westers 
Write for Prices and Information to 
MANEY BROTHERS MILL & 

ELEVATOR COMPANY 


SCROGGINS GRAIN CO. 


Phone: BR 3913 — Teletype: MP 344 
WHOLE and GROUND GRAINS 
and SCREENINGS 


MINNEAPOLIS, MINNESOTA 


INVESTIGATE 


@ Steamed ROLLED OATS 
@ Steamed CRIMPED OATS 
@ PULVERIZED OATS 


Write for information 
DES MOINES OAT 
PRODUCTS CO. 


Phone 6-3155 
Des Moines, Iowa 


Atk Us te Quole 


Vegetable and Animal Proteins 
Millfeeds, Alfalfa Meal, Molasses 


and other Feed Products 
Telephone—GR 6122 Teletype—KC 370 


HERRIN 


BOARD OF TRADE KANSAS CITY MO 
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letin board, will attract more atten- 
tion than ordinary rat control copy, 
so why not use it to give more sales 
appeal? If a county agent who is 
well thought of, favors rat control, 
this fact enables the dealer to sell 
more rat bait, too. 


Keeping Up-to-Date 

I talked with one very well known 
county agent several months ago, 
and he pointed to a stack of farm 
magazines and agricultural college 
bulletins. “See that bunch of mate- 
rial? I go through it regularly to 
get information for my weekly news- 
paper column. I must keep up to 
date with what's happening all over 


_G. W. NOEL & CO. 


FEED INGREDIENT BROKERS 


ALFALFA MEAL SPECIALISTS 
BILL NOEL « KAY BURWELL 
Phone ENdicott 5511 
P. 0. Box 7045 Kansas City, Mo. 


SOFT 
PHOSPHATE 
With Colloidal Clay 
An inexpensive source of 
Phosphate to replace 
Bone Meal 


Finely Ground 
Easily Dispersed 


A proven ingredient used 

by many leading feed and 

mineral feed manufacturers 
Prepared by 


LONCALA PHOSPHATE CoO. 
HIGH SPRINGS, FLORIDA 


Distributed by 
WARREN-DOUGLAS 
CHEMICAL CO., INC. 


1517 Burt Street 
OMAHA 2, NEBRASKA 


the nation. I learn a lot reading that 
material.” 

If a county agent finds it worth- 
while to spend hours going through 
such reading material, why shouldn't 
it also be profitable for the feed 
dealer? You'll find many interesting 
paragraphs which you can credit to 
some outstanding agricultural au- 
thority, or to a farm magazine, para- 
graphs which you can use in your 
ad copy, your signs, your bulle- 
tins, etc. 

The alert dealer knows that what 
he is trying to sell to farmers is 
not an array of products, but the an- 
swers to pressing farm problems. 
By emphasizing the problems, and 
what your products can do to solve 
them, you solidify the standing and 
reputation of your products and help 
to increase sales. 

Learn to follow the thinking of 
county farm agents and other farm 
leaders, as it appears in local news- 
papers. You will find you can tie 
many a sales promotion to what those 
men and women say. 


Dr. W. N. MeMillen 
Writes Swine Book 


DECATUR, ILL.—Dr. W. N. Mc- 
Millen, director of feed nutrition of 
the A. E. Staley Manufacturing Co., 
Decatur, corn and soybean processor, 
is the author of a textbook, “Hog 
Profits for Farmers,” which has just 
been published by the Windsor Press 
division of Popular Mechanics, Chi- 
cago. 

The book liberally illustrated with 
pictures and diagrams, is described 
on the jacket as an “easy-to-read” 
source of practical and profitable 
ideas for hog raisers. It was edited 
by Dr. A. J. Paulus, professor of 
agricultural education at the Uni- 
versity of Tennessee. 

Dr. McMillen has been active in 
the swine industry as a teacher, re- 
search worker and administrator for 
18 years. An experienced writer on 
livestock problems, he has been the 
author or co-author of more than 30 
bulletins and over 100 articles. 

Prior to joining the Staley com- 
pany last January, Dr. McMillen was 
assistant director of research for Al- 
lied Mills, Inc., at Libertyville, Il. 
His teaching experience includes pro- 
fessorships at Panhandle A. & M. 
College, and Michigan State College. 

The book is being distributed ex- 
clusively by the Vulcan Service Co., 
Inc., Birmingham, Ala. 


CANE FEED 


MOLASSES 


BALTIMORE, MARYLAND 
Brodiey & Boker, Clinton 
St. & Danville Ave. 
BUFFALO, NEW YORK 
Sunset Feed & Grain Co., 
805 Dun Building 
Ti, OHIO 
G. E. Linder, 406 Elm Sr. 
TEXAS 
Von Waters & Rogers, 

Inc., 10216 Denton Road 
DENVER, COLORADO 
Arch Soles Co 

1406 East 47th Avenue 
EVANSTON, ILLINOIS 
Holl! Sales Co., 

1313 Ridge Avenve 
HOUSTON, TEXAS 
_A.F. Miller Co., 643 First 
Nationa! Bonk Bidg. 


Distributing Sttions at strategic points on the 
East Coast, Gulf and West Coast 


For complete information, prices 
and deliveries, call or write the 
nearest Sales Representative: 


KANSAS CITY, MISSC 
M. A. McClelland Co., 
Owight Bidg. 

UTTLE ROCK, ARKANSAS 
J. W. Nutt Co., 

801 E. Markham Street 
LOUISVILLE, KENTUCKY 
Milton Crowe, 

605 West Ormsby Ave. 
LUBBOCK, TEXAS 

N. K. Parrish, 

820 Tenth Street 
MEMPHIS, TENNESSEE 
Service Soles Co., 

P.O. Box 104: 


MINNEAPOLIS, MINN. 
Maney Bros. Mill & Ele- 
vator Co., 2214 Snelling 
Ave. 

NASHVILLE, TENNESSEE 
Cumberland Brokerage 
Co., Commerce Union 
Bonk Bid. 


PACIFIC MOLASSES COMPANY 


OFFICES 215 MARKET STREET, SAN FRANCISCO 


120 WALL STREET, NEW YORK 
309 DELTA BUILDING, NEW ORLEANS 
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SELL BIGGER GAINS 
ON ANY GRAINS... 


inral 
eal 


@ Hog raisers find they get bigger gains on ANY 
grains, when they supplement hog rations with 
Sargent MINRAL MEAL. Whether they feed 


oats, or corn 


or a grain combination, 


MINRAL MEAL supplies their hogs with QUAL- 
ILTY minerals, proteins and vitamins that all 
plain grain rations lack. Hogs make bigger, more 


profitable 
profit, too. 


gains. And you more sales, more 


Ask about our Attractive dealer plan 


SARGENT PLANTS 
Algona, lowa Fremont, Nebr. ; 
Monmouth, Ill. Waverly, Mo. 


KANSAS CITY, MO. 
Santa Fe Trackage 


STORAGE 


MIDLAND 


WAREHOUSE CORPORATION 


INDEPENDENT PUBLIC WAREHOUSEMEN 
and 
CUSTOM BLENDERS 


OELWEIN, IOWA 
Chicago Great Western Trackage 


IN TRANSIT 


ALFALFA MEAL and OTHER FEEDSTUFFS 
Call Victor 3123, Kansas City; or 516, Oelwein 


wy SELL THROUGH US 
BUY THROUGH US, 


BOSWORTH COMMISSION CO. 


Boston Grain & Flour Exchange Bidg. 


a. wane 


BOSTON, MASS. 
FEED PRODUCTS 
GRAIN PRODUCTS 


ae 
with 
| 
(PBR 
| 
A \ 
vi 
| 
| 
i 
j 


44——-FEEDSTUFFS, Aug. 23, 1952 


STEADY 
PROFITABLE 


CALF 


When any product is a top seller for a dealer for 33 years, it’s 
got to be good! Dairymen get results when they raise calves the 
National way. Calves grow out fast and sturdy—produce to the best 


of their bred-in capacity. And, at the same time, National No-Milk 


Calf Food cuts feeding costs. 


Many dealers, like Seymour Co-operative Exchange, have sold 
National for 10, 20, 30, 40 years — and more, You can add or 


MAMUTACTURED OY 


SINCE 1885 
FOND DU LAC, wit. 


ONAL 


switch to National now with full assurance 
of repeat sales year after year. 


NATIONALLY ADVERTISED in leading dairy 
and farm publications to pre-sell for you 
month after month — and backed by a dealer 
sales program you should know about. Write 
today for full details. 


g NATIONAL FOOD COMPANY 


DU LAC, WISCONSIN 
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FOOD 


THE MARKLEY LABORATORIES 


Max C. Markley, Ch. E., Ph. D. 


All chemical, mineral and vitamin tests for the Feed and Grain Trade § | 


418 Corn Exchange Bldg. 


Mi lis 15, Mi 


H. S. Markley, B. S. 


Lexington 
Nebraska 


Use Store Directory 


OW many times has a cus- 
H tomer bought some article at 

a store other than her favor- 
ite shopping place, only to be told 
by a friend or relative that he could 
have gotten it at the store he pre- 
ferred? 

Often such a customer will say in 
amazement, “Oh, I didn’t know they 
carried that item.” 

Are they saying the same thing 
about your feed store? 

If they are, then you are losing 
sales. When customers say openly 
that they would have bought some 
item from you had they known you 
carried it, this means that your ad- 
vertising program is only partly ef- 
fective. 

One of the chief purposes of any 
advertising program is to acquaint 
the trade with what you have in 
stock. And that is quite a task in 
the modern feed store which tends 
to enlarge its stock of related items 
in an effort to capture more farm 
trade. 

How can the feed dealer acquaint 
the trade with what he has in stock? 

If you walk into a department 
store and want to buy a lamp, you 
turn from habit to the store direc- 
tory. You look to see if the store 
has a lamp department, and where it 
is. Then you proceed to that spot. 

Something similar is needed in 
many feed stores today. A directory, 
suitable for feed store use, becomes 
more important every day. Perhaps 
you have only a one floor store. If 
so, you can designate each area by 
number, and place that number on 


Advertise ALL of 


Your Merehandise 
By Albert Vorst 


your store directory. Or, you can 
merely list the products you han- 
dle. This latter may be the best 
method for the very small feed store. 

The farmer who buys poultry feed 
from you may not be aware of the 
fact that you also sell hay. He may 
need hay and go elsewhere to buy. 
Therefore, there should be some way 
of letting him know that range of 
your products and your services as 
well. 

Price Boards 

The price boards which many feed 
dealers use today are a type of store 
directory, but as a rule they cover 
only the feeds and closely related 
items. The dealer can erect his own 
supplementary product list alongside 
such price boards, if he wishes, or 
he can have duplicate boards placed 
in the retail store at lower wall 
levels. 

Such a board can list main clas- 


| REPAIRS TORN 
FEED SACKS 
IN A JIFFY! 


TUG-O-WAR 


can save you many a 
dollar . . . repairs feed 
sacks quickly. Great time 
and labor saver. Excel- 
lent for repair of tarpau- 
lins, binder canvas, cloth- 
ing, rubber and leather 
goods, Widely used for 
slip-proofing rugs. Write 
for free sample on your 
business letterhead. 


Send for 


FREE SAMPLE 
Hilltop Laboratories 


WORN HAMMERMILL 
SCREENS COST 
YOU PLENTY 


SCREEN HOLES ELONGATE 


MORE HOLES, MORE CAPACITY 


POOR SPACING COSTLY 


are manufactured by modern and effi- 


3 WAYS 


When screens wear, holes elongate 
and capacity drops, increasing op- 
erating costs. SOUTHWEST mill 
screens made of famous Cross 
sis Steel by the Cross 

Engineering Co., Carbondale, Pa., 
— guaranteed to wear 
longer. 


Unless screens have maximum holes 
© square inch, you lose again in 
lower capacity and higher costs. Poor 
quality screens often have this de- 
fect. SOUTHWEST mill screens have 
maximum perforations per inch. 


Holes should be accurately shaped for 
top production. SOUTHWEST screens 


Ackerman. 


Check Your Screens 


CALL SOUTHWEST FOR QUICK DELIVERY of any 
type, size or perforation. All makes. Don’t be caught 
in steel shortage. Write, wire or phone Charley = 


cient methods and are ——_ die-per- 

forated to correct conical shape. Each 

hole is guaranteed to be exactly the 
specified. 


Wear Is Costly 


SOUTHWEST MILL SUPPLY CO. 
Box 7455 No. Kansas City, Mo. 


Grand 4072 
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sifications, products in stock and 
services available. 

When these products and services 
are plainly listed, then the farmer 
is likely to acquaint himself with 
them by reading such listings. He 
will be surprised at the range of your 
products ‘and services and will re- 
member many of them. 

You can also put this copy at the 
bottom of your store and products 
directory: 

“We handle hundreds of items. If 
you don’t see what you want, ask 
for it. The chances are we have it 
in stock or can get it for you 
quickly.” 

This is asking for business, ask- 
ing for the opportunity to give cus- 
tomers extra service—and they love 
this. It shows that you are willing 
to take extra steps to serve them. 
That is one way of winning regular 
customers. 

Direct Mall 

The feed dealer who has a store 
and products direttory can send the 
same listings to customers in his di- 
rect mail bulletins. If you do this, 
be sure to use plenty of space. Make 
the list easy to read. Give a full or 
half line to each product. Set up the 
list with plenty of white space. This 
will make each item stand out so it 
can make a stronger impression on 
the customer's mind. 

Also, it is a sensible idea to make 


& GRAINS ® FEED 
INGREDIENTS 


H. V. NOOTBAAR & CO. 


890 S ARROYO PARKWAY 
PASADENA 2 CALIF RYon 1-849) 
Cavtorma St. San Framcisce 4 Cait Teor 2 502 
ACTIDN + EXPERIENCE « INTEGRITY + KNOWLEDGE 


Call Bob or Babe 
Stuart for: 


PRODUCTS 


Distributed in Washington, 
Oregon, Montana, No. Idaho 
and British Columbia by 


LEO COOK CO. 
1202 American Bldg. 
SEATTLE 4. WASH. 

410 Lewis Bldg. 
PORTLAND 4, ORE. 


QUALITY GOES IN BEFORE THE NAME GOES ON 


READER INTEREST 
IS WHAT PAYS 
DIVIDENDS 


FEEDSTUFFS 


up the products and services list so 
that a farmer can hang it on a hook 
or nail in the barn. Then, when he 
needs something in farm supplies, he 
can consult the list. Stress the im- 
mediate availability of the products 
You'll get extra sales with this tech- 
nique. 
List Your Customers 

If you sell water pumps and serv- 
ice many systems, you can print a 
list of those accounts. Mail them to 
farmers who are water pump pros- 
pects. That list will help convince 
them they should consult you first 
before buying. Reason: any dealer 
with so many satisfied service ac- 
counts must be delivering the goods. 

Another excellent method for dis- 
pensing product and service infor- 
mation to the trade is through print- 
ed stickers. Some can be gummed, 
so they can be attached to packages 
which leave the feed store. The un- 
gummed stickers—the same size 
can be slipped into monthly state- 
ment letters and other letters, where 


they will often stimulate additional 
sales by acquainting customers with 
the range of products you handle. 
Never take it for granted that the 
customer knows the full range of 
your products. After all, he buys ai 
numerous stores and is not able to 
recall all the items which each han- 
dies. It is wise business practice to 
remind him what you have to offer. 
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JOINS BOARD 

ROCK CREEK, OHIO—-Thomas A 
Novak, Rock Creek banker and for- 
mer employec of Genera] Mills, Inc., 
for 18 years, has been appointed as 
a member of the board of directors 
of the Ashtabula County Agricul- 
tural Society. From 1928 to 1939 he 
managed the General Mills store in 
Rome, Ohio. 


For Your CANE FEED MOLASSES Requirements 


PRIKE 


QUALITY 


STANDARD MOLASSES COMPANY 


120 WALL ST., NEW YORK 5, N. Y. 


Teletype Neo. 

NY 1-1938 
Cable Address 
“Standmoleco” 


TELEPHONE 
TELETYPE 
TELEGRAPH 


Telephones 
BO. 89-1786 
BO. 89-1787 
WH. 35-4238 


DISTRIBUTORS 


“Please ask your brokers to contact us for quotations” 


BORDEN “GROWTH FACTORS” 


There are “growth factors” for your feed business as 
well as for poultry and livestock. Over the years, 
Borden has contributed both kinds to feed companies 
of all sizes. Many are now leaders in their trade areas. 
The “growth factors” which have led the way to 
business growth for feed mixers include — 


BORDEN BASIC RESEARCH — thar simpli- 
fies and supplements your feed manufacturing and 
sales program. Borden explores the unknown in nu- 
trition . . . brings you findings of the nation’s leading 
scientists with the most complete laboratory facilities 


at their disposal, 
Natural-Source Fortification — ali the known 


and still unidentified performance factors in whey, 
in fish materials and fermentation products. Plus 
added synthetic ingredients for complete, high-po- 
tency fortification and standardization. 


Antibiotics and Vitamin Bis in- 
€orporated as a custom service, at 
any level to suit your needs. 


Uniformity of Ingredients and Shipments 
Accurate Pre-mixing of Minute Substances 
Technical Feed Counsel 
Formulation Service 
Scientific Feed Testing 
Merchandising and Selling Aids 

Is the progress of your feed business something 
less than desired? Just one of these Borden “growth 
factors” may supply the lift you need. Or a special 
combination of several Borden services can set you 
up for big-league competition. You'll be surprised 
how easily and economically it can be done, Ask for 
the Borden man to call and explain. 


The Borden Company 
FEED SUPPLEMENTS DEPARTMENT 


350 MADISON AVENUE NEW YORK 17, N. Y. 


IS BASIC IN FOOD AND FEED RESEARCH 
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has represented 
benefit from our knowledge and experience. Write, 
wire or phone H. J. Baker & Bro., Maryland Trust 
Bldg, Baltimore, Md. 


H. J. Baxer Bro. EsTaBLisHeD 1280 
NEW 
Offices: YORK 20. Y. 


The Scorecard for 


Profitable Window Displays 


HEN the feed dealer desires 

to change his window dis- 

play, what scorecard should 
he use in deciding which items to 
feature and which to give major and 
minor spots in the valuable window 
area? 

This is a problem which bothers 
many a dealer. I have found in 
talking with many dealers that, as 
a rule, they devote time and atten- 
tion to window displays when the 
rush of business is not so pronounced. 
However, when dealers are rushed 
they often forget about window dis- 
plays until such a time as business 
slows down. 

Now this is understandable, but 
on the other hand, display space is 
the most valuable in the average 
store. Therefore, it is wise economic 
policy to make the most of this 
window display space to achieve 
greater sales. That means good win- 
dow displays the year around. 

Here are a few simple rules about 
window display policy which will help 
a dealer handle the problem and 
save time. 

Total Profit 

1. Consider the total profit of the 
merchandise displayed. Pick out the 
lines in your store which have a high 
profit over the period of the year. 
Give them first choice whenever pos- 
sible so that you can get as many 
high profit sales as are available. One 
high profit sale is worth a lot of 
small profit sales. Don’t neglect the 
latter, either, but play up the high 
profit items for all they are worth. 

2.Consider the demand for the 
item. How many farmers will want 
the product you are going to display? 
Is it a fast turning item? Does prac- 
tically every farmer use it? If so, 
you can’t go wrong on showing the 


merchandise. On the other hand if 
you are working hard to introduce 
an item for which there is yet little 
demand, then choose a time for the 
display which will not interfere with 
the display of fast moving merchan- 
dise. 

3. Seasonal and timely merchandise. 
A good window display of seasonal 
merchandise, shown at the right time. 
is worth a lot of extra sales because 
of the attention it creates. Seasonal 
displays, put in too early or too late, 
waste space or fail to cash in on the 
demand. Study your sales charts care- 
fully. Determine when some seasonal 
goods sell best. Then tie up window 
and interior display with good news- 
paper advertising, or direct mail to 
make the most of the buying urge. 

4. Repeat business. Ordinarily, ex- 
cept in the case of large items such 
as water pumps, farm freezers and 
other one-time merchandise, try to 
show items which have a repeat de- 
mand. Give them the major portion 
of the window display area frequent- 
ly enough so that they bring people 
back and back in greater numbers. 
Constantly reminding people of re- 
peat needs is an excellent window 
display policy. 

Look for New Ways 

There are various ways of giving 
a different approach or introduction 
to window shown merchandise each 
time you display it. Look for aew 


See the NEW 


HAMMERMILL 


HAMMERMILLS, inc. 
4728 W. Division St., Chicago 
"Phone Spaulding 2.9300 


1952 
HAS THE BEST AND MOST COMPLETE 
LINE IN THE FIELD 


FOR 


Let us send you complete information on portable conveyors in three 
different types as well as floor to floor and stationary units 


OUR TENTH 
ANNIVERSARY 


A new 11-foot, G series unit with hydraalic lift, 9-inch ruff top belt, and 
cleats. One of these would soon pay for itself in your plant. 


CHANTLAND MFG. COMPANY 


BADGER, IOWA, U. S. A. 
Makers of the “B” and “CO” series of Elton Conveyors and the 
popular new “G” units. Stationary conveyors and special types. 


SUPER rip 


Write 


IUSCO 


BALER TWINE 


TREATED WITH INSECT REPELLENT 


© Sold Only Through Dealer Channels 
Distributorships Open 


O 
Jeo 
QUALITY 3 


Today 


_UNION SERVICE COMPANY 


Seeciauty ~ 


GRAIN 
1203 Williamson Street 


PRobUCTS 


FERTILIZER 


Madison, Wisconsin 
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ways of calling attention to repeat 
merchandise and it will pay off in 
more sales. Don't let the trade be- 
come accustomed to expecting the 
same type of display each time you 
feature the same kind of merchan- 
dise. 

5. Variety. Give your window dis- 
play enough variety so that the 
farmer will know that he can always 
expect to see an interesting dis- 
play of farm needs there. Get him 
into the habit of looking at your win- 
dows. If you keep your window dis- 
play area clean at all times, inject 
harmonizing color into it and pro- 
vide sufficient illumination, this will 
help in securing attention. A display 
window should always be glamorous 
insofar as treatment is concerned, 
and this includes the element of 
cleanliness. 

A window display schedule will also 
help the feed dealer to give more 
variety to his windows. For example, 
if you change your window displays 
every two weeks, you will be able 
to have 26 window displays per year. 
Of that 26 how many are you going 
to devote to poultry feed and sup- 
plies? How many to dairy, hog, tur- 
key and other feeds? How many to 
seeds, chicks, fertilizer, insecticides, 
dairy supplies? 

You'll need to consult your volume 
figures by departments to make up 
this schedule properly. After you've 
made your allocations, then list the 
items you have in stock which have 
been allotted no window showing. 
Don't be discouraged because there 
are not enough schedulings avail- 
able for these lines. It may be that 
you can include some of them as 
related items into poultry, dairy, hog 
and other window displays. A few 
packages here and there might make 
the main display more complete and 
give the secondary lines some win- 
dow space at the same time. Get 
variety if you can, but don't fail to 
give your main volume and profit 
lines as much window showing as 
they need. 


Little Giant 
AUTOMATIC FOUNTAINS 
FOR POULTRY ARE BIG 

PROFIT MAKERS 
FOR DEALERS THROUGH 
THE SEASONS! 


SUPPLY CLEAN, FRESH 
WATER AT ALL TIMES / 


drowning. Built of bros ond 
tord plasticte low $ 95 
les 

birds on the range tow turkeys. 
fountains, 

Fountains not vow! 
Cap for baby chick 
chicks from drown’ 
Guard stops 

water free of dirt ond litter. 


MILLER 


MANUFACTURING CO. 
WRITE DEPT. 12 FOR FOLDER 


251 West Kellegg Bivd., Saint Pau! 2, Minnesete 
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PRICE BOARDS! 


“Completely Changeable” 
18°x86" - ~- 21 SLOTTED OPENINGS 
The Beautiful Neo-white Cut-out Gummed 
Paper Letters Mount on Velvet Black Panels 

As Easy as Mounting « Stamp 


NUMBERS SNAP IN AND OUT 
FOR QUICK PRICE CHANGES 


“Will Last a Lifetime” 


SPECIFY CAPTION 
Rach board contains 1,000 Gammed Let- 
ters, 300 Snap-in Nambers, 24 
Panels; replacements as needed. 
One Board . . .$15.95 ea. 
Two Boards .. 14.50 ea. 
Three or More 13.50 ea. 


Fruchey Service Co. 


BOX 461 — NAPOLEON, OHIO 


6. Keep tieups appeal strong. When 
you put in a window display of poul- 
try feed, advertise such feed the 
same week. Also have a display of 
this feed close to the up front area, 
with point of sale and other ma- 
terial handy, as well as charts, testi- 
monial displays and photos. 

Have clerks mention the poultry 
items featured that week. Have poul- 
try feed folders on the counter, and 
offer some to each customer. If 
this is done, then there is a con- 
tinuity of tieup between display and 
sales effort which pays off in greater 
sales. 

7. Don't window display anything 
unless you have sufficient stock on 
hand to take care of the demand. If 
you don’t observe this rule you may 
find you'll run out of merchandise 
and must say “no” to customers and 
disappoint them. 

The space in your window area 
stands ready night and day to rep- 
resent you, your store and products 
in a grand or a shoddy manner—it 
all depends upon you. 


-PRICES 


Ply wood 
Back 


You'll Get Speed ! 
Strength! Accuracy! 


Turn to Savage Tags. You'll get 
high-speed sewing, faster han- 
dling. You'll get so much strength 
you can grab a tag and pull a bag! 
You'll get never-failing accuracy 
in selecting the right bag. We'll 
send a batch of samples to show 
you why a and how, if you'll clip the 
coupon to your letterhead and 
mail it NOW. No letter necessary. 


FEED"TAGS Ye 
THAT TALK’ 


SAVAGE, Inc. Now a Division of 251 MAIN STREET 


BAKER, JONES, HAUSAUER & SAVAGE, inc. 


BUFFALO 3, NEW YORK 


FEED 
BRAN $.00 00 
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for the feed dealer who 
sells the BIG USER 


The biggest dog food months of all the year are right ahead. 
September, October, November, and December bring big volume 
sales to hunters and field trial men. Vitality Dog Food is the hot- 
test item you can push right now. It’s a high margin specialty 
that can pay your rent and light bills. Vitality gives you better 
turnover (12 to 14 times) than any item you carry. It gives you 
real tonnage in the “off” months. 


VITALITY, AND ONLY VITALITY, 


ENABLES YOU TO “CASH IN” 100% 


.No one else makes so complete a line en- 
abling you to sell every dog owner among 
our customers whether he be a kennel owner, 
d unter, breeder or pet owner. 
. .. No one else offers specialized diets that mean 
extra sales arfd increased volume. 
| .. Vitality’s national advertising builds ready 
acceptance. Customer satisfaction means 
steady repeat business. 


SELL THE BIGGEST 
SELLING DOG FOOD 
FOR SPORTING DOGS 


Write for details on Vitality’s Dog 
Food merchandising program. Let 
us show you how to sell Vitality, 
tons of it, as hundreds of successful 
feed dealers are doing throughout 
the country. 


VITALITY MILLS, INC. 


BOARD OF TRADE BUILDING 


CHICAGO 4, ILL. 


FOR BETTER FEED SALES TRY THE— 


TWIN-TOWL BAG 


It’s New and Different. One side is a beautiful standard size 40x20-inch 
Turkish towel of the same quality terry cloth found in leading stores and 
made by one of the major towel manufacturers. This is sewn together 
with a handsome tea towel made of 40-inch—3.75 yd. unbleached sheeting. 
Has proved itself as a feed sales builder in test area. See a sample. Write, 
wire or call Norclay 4635. 


BURLAP @ COTTON @ PIONEER PRINTS @ USED BAGS 


BAG ComPANY 


aly. 
JACKSON 


It Pays to Remind 
the Customer 


By WILL CHRISTOPH 


HE weather was warm that 

October, unusually so. I should 

have had the storm windows 
up by the 15th, but the warm weath- 
er fooled me. Another week of warm 
weather came. Still the windows were 
not up. Then a big storm, some snow, 
20 above weather which held through 
the middle of November. 

I had to put those storms up with 
numb fingers. I dropped one window 
and smashed it; had to take it to 
the hardware store to get the glass 
repaired. The ladder almost fell down 
a couple of times; it wasn’t set prop- 
erly on the frozen ground. 

Had I followed a seasonal chart I 
would have had those windows up by 
Oct. 15, during warm weather, and 
eliminated all this later bother and 
trouble. 

A feed dealer, a farmer, a profes- 
sional man, acts just this way if he 
hasn't got a plan, and doesn’t stick 
to it. Don’t rely on your personal in- 
clinations from day to day. Figure 
out the best plan you can and work 
at it. That's the way to success. 

And you've got a duty to your 
customers, too, in this regard. There 
are many things they need to be 
reminded of—in time; otherwise they 
may incur greater costs and may lose 
money. So keep reminding them. It's 
your job. 

Early Chicks 

1. Early chick problem. Many a 
farmer thinks “I'll wait a while be- 
fore I buy chicks. They'll be cheaper 
later on.” Or, he thinks, “I'll buy 
cheap chicks. No use paying top 
prices.” 

Every farmer knows better than 
to think thus. But humans are odd; 
we sometimes do things we shouldn't 
unless someone tells us otherwise. 

The farmer who delays buying 
chicks for one month in the spring 
automatically defers the beginning of 
laying season in the fall for those 
chicks which are pullets by that 
time. Is this important? It most cer- 
tainly is. Eggs are high priced in the 
fall. 

That's the time to get pullets lay- 
ing as early as possible to get those 
extra 1¢ or 2¢ per egg. Late started 
chicks which begin laying later in 
the fall don’t lay as many high- 
priced eggs as their earlier cousins. 
They may lay just as many in spring, 
but usually eggs are lower in price at 
that time, so the dollar return is not 
there, even though the number of 
eggs may be almost the same. 

The Early Bird 

The farmer who says that he will 
wait buying his chicks, should be 
reminded that it’s the early bird that 
gets high prices for her eggs. That's 
barnyard economics. 

Take the fellow who says he is 
going to buy cheaper chicks, try to 
save 5¢ a chick for 500 chicks. Sure, 
he’s saving $25 in the purchase price 

-so what? 

It costs the same to feed cheap 
chicks as it does quality chicks. But 
when they lay eggs in the fall, the 
quality chicks will outstrip the cheap 
chicks in eggs laid by 50 to 100. 
That $25 in original purchase cost 
will be made up in no time, and then 
some, by the quality chicks. So the 
man who bought the cheap chicks 
usually winds up with no savings by 
the purchase, and a loss in produc- 
tion. Is he ahead? Yet why does he 
fall for the cheap chick offer? The 
dealer has a duty to point out such 
economics to poultry raisers. Some 


may know it, but they all need to 
be reminded now and then. 

2. “I'll feed more cracked grains 
to growing chicks than growing mash. 
I've got my own grains. Why should 
I buy feed?” 

Many a farmer feels this way. 
Many use a lot of their own grains 
instead of a complete growing mash. 
What happens? Chickens fed the 
farmer’s way grow up, too, and lay 
eggs. But they often do not have 
as good a body development as chicks 
fed the proper way with growing 
mash. They frequently start laying 
late, and they won't start earning 
money for the farmer until they pro- 
duce eggs. 

So why should a farmer be inter- 
ested in using more of his own grains 
with growing chicks to retard their 
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development and early laying. It's not 
good economics, is it? 

What's the governing factor in this 
case? The human, isn’t it? That's 
why the reminders issued by the 
dealer from time to time on these 
topics will be listened to and the 
dealer will convert many farmers to 
a better feed program—because it 
makes sense. 

3. “I'll keep my pullets the second 
year. I'll cull carefully, mix those 
that are left with the new pullets 
and have a bigger laying flock. They 
can’t tell me this won't work.” 

Here is another attitude you'll find 
with many farmers. They hate to 
part with those nice, healthy look- 
ing pullets just going into their sec- 
ond laying year. The farmers hate to 
think of parting with all that extra 
production. Like the man who plays 
the slot machine, the farmers think 
they can beat the game, upset the 
laws. 

Stress the Facts 

But what are the facts—available 
to every farmer? They are that it is 
better to have an all pullet flock; 
that it is better to get rid of a sec- 
ond year flock of layers, unless they 
can be kept in separate quarters; that 
it is unwise to mix pullets and sec- 
ond year layers. 

What does the farmer gain by keep- 
ing the second year layers? He gets 
more eggs, it is true. But his net 
profit per bird may be very low, and 
his labor costs may be very high. 
These are facts proved by many ex- 
perimenters and keen-minded poultry 
raisers. Why should a farmer buck 
the facts? Many of them won't if 
the dealer will periodically stress the 
findings. 

Think of the thousands of farmers 
who yearly consider the problem of 
retaining flocks for another year, 
rather than establishing a pullet flock 
annually. This means thousands of 
hens. It’s a big problem. 

4. “Some day I'll cull.” Every farm- 
er says this to himself. He thinks of 
his cows and his chickens. He's really 
going to weed out the nonproducers. 
But he seldom gets around to it. He 
either forgets it temporarily, or he 
postpones it, because he hasn't set 
a definite time for the procedure. He 
doesn’t forget to feed hens regu- 
larly and to collect the eggs, but he 
does forget the culling. 

The modern farmer thinks he is 


LIME CREST PRODUCTS 


efficient, and he is in many ways. He 
is quick to adopt labor and time- 
saving practices. He produces more 
with his fine machinery, but he will 
go on feeding nonproducing cows and 
chickens for months, and do nothing 
about it. It’s the feed dealer's duty 
to hammer home these facts to him. 
Reminders will cause some farmers 
to take action. 

Ask a farmer to take $50 from 
his pocketbook and throw it into the 
street, and he'll gasp with astonish- 


RONALD E. BLOSS 
JOINS LARRO FARM 


DETROIT—Ronald E. Bloss, East 
Lansing, Mich., has been named swine 
and rabbit project supervisor at Gen- 
eral Mills Larro Research Farm near 
Detroit. Dr. H. Ernest Bechtel, direc- 
tor of research, announced the ap- 
pointment 

Mr. Bloss will be in charge of the 
feeding, breeding and management 
of the farm's experimental herds, and 
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the handling of service work associ- 
ated with this stock. He is complet- 
ing requirements for a doctor's de- 
gree in animal nutrition from Mich- 
igan State College 


BLUE COMB PREVENTIVE 
Plenty of shade and fresh water 
will help to protect your flock against 
blue comb disease, the University of 
Illinois advises 


NEWTON, NEW JERSEY 
eVITAMINSe 
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VITAMIN OILS 
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PRODUCTS 


MORRIS - McADAMS CO. 


Successor to 
HARRY McADAMS CO. 
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RIGHT PRICES 
Horticultural and Poultry Grades 


Write or Wire for particulars 
BRUCO PEAT MOSS CORP. 


11 W. 42nd St, New York 18 N.Y. 


ment and think you're a candidate 
for the insane asylum. But that same 
farmer may be wasting more than 
$50 a year feeding nonproducers. 

I understand that some experts 
cull flocks for about 1¢ per bird. For 
500 hens in a flock that is $5. That's 
a low figure for such an important 
service. Get rid of those nonproduc- 
ers at a “meat profit” before the 
“egg loss” makes the former impos- 
sible. 

We all need to be reminded of many 
things. Dealers need to be reminded 


to remind. 


READING. PA. 


ZELLERS’ LABORATORIES 


1, Vitamin B,, And 
Antibiotic Feed Supplement 


Extra 


COMPLETE FORTIFICATION 
With ONE Easy-to-Use Product 


Swinex not only fortifies your feeds with the new miracle 
Vitamin B,, and Antibiotic Feed Supplement but in addition 
supplies all the growth elements vitamins and rare 
minerals . . . necessary for maximum utilization of these 
growth and health factors. 


No longer need you worry with buying, storing and mixing an 
ever increasing number of nutrients. You get them all in 
Swinex ... in proper quantities and balance as specified by 
the exact requirements of Iowa State University. Your feeds 
are fortified with just one easy-to-use product that produces 
results . . . satisfied customers. 


FREE FORMULA SERVICE 


Get the benefit of Blatchford’s extensive research facilities and 
years of experience. Write today for new formulas showing 
how Swinex and Vitadine can help you make better feeds at 
lower cost. Write today! 


Blatchford. 


Vitamins 
Inerals To 


And 


FOR TURKEY AND | 
POULTRY FEEDS 


One 100 Ib. bag con- 
tains all vitamins and 
minerals necessary to 
raise one ton of ordi- 
nary feed to National 
Nutrition Council levels 
for best possible feed. 


FOR PIG 
AND HOG FEEDS 


One 50 Ib. bag fortifies 
one ton of hog concen- 
trate with new miracle 
vitamins and rare min- 
(/ ) erals as approved by 
leading laboratories and 
Agriculture Schools. 


JOIN THE BLATCHFORD FAMILY 
CIRCLE PLAN FOR PRIZE DIVIDENDS 


You can earn extra dividends by fortifying 
your feeds with Vitadine and Swinex. Send 
for Blatchford’s big book showing valuable 
Prizes you can get today! 
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Have You Tried 
These Ideas 


By Wilbur Oster 


T HAS often been said that there 
[: nothing new under the sun, 

which may be true, and it is also 
true that so many good ideas have 
been tried in the feed retailing field 
that many think there is already a 
reservoir of tried ideas large enough 
for any dealer to dip into, without 
trying to get new ideas. 

But as this age advances, the 
new ideas of yesterday often need 
some trimming and shaping to make 
them fit the needs of today. It is 
this trimming, shaping, and adding 
process which the alert feed dealer 


uses to bring ideas up to date and 
help fill his cash register. Here are 
some of these ideas which might be 
used in your area. 

Young Farmers Club. In every rural 
community there are many young 
farmers who, although in debt, have 
farms with investments triple those 
of their fathers 20, 30 and 40 years 
ago. These young farmers are am- 
bitious, have a lot of feed, technical 
and mechanical knowledge. They are 
also social beings who have automo- 
biles and roam five to ten times as 
far from their farms as did their 


fathers. And they roam more often. 
They'll leave right after milking time 
in the morning and get back at night. 
They may shop 20, 30 and 50 miles 
distant. They’re a new generation, 
these young farmers. 

They are also hungry for learning. 
They want to know more about feed- 
ing, farming, modern agricultural 
trends, modern farm homemaking, 
ete. The alert feed dealer can organ- 
ize a Young Farmers Club, let them 
meet monthly at his feed mill, set 
up one or two programs for them to 
get them started, furnish the refresh- 
ments and some talks on modern 
feeding and other topics. He can help 
them elect officers, write the bylaws, 
and also be a member, if they'll let 
him. 

In this way the feed dealer can 
not only help the young farmers and 
their wives, but he can contact and 
win many of them as feed customers. 
He can help them contact the right 
people in the area to give them ad- 
vice, etc. Once such a club is started 
there will always be many new re- 
cruits every year. 


DEALERS... ee ° Save e this Map 


« RIVER ROAD 


LYWOALE AVE. 


Pick up your 36 


INSEED MEAL 


MINNESOTA LINSEE 


COMPANY 
AVE. 


Minnesota Linseed’s jew four million 
dollar plant provides something more than top 
quality linseed meal. Jt also has a convenient 
Northeast Minneapolis location. Now your 
trucker can get in and back out on the road in 
half the time it formerly took in downtown 
Minneapolis. Come in from North, South, East 
or West and avoid the traffic. Quick load-up 

. quick return. 


without driving 
through the city! 


* MEAL OR PELLET FORM 
{T'S TOASTED—NOT ROASTED 
* MORE PROTEIN—MORE VITAMIN B-1 


One such club was started 20 years 
ago at Janesville, Wis. by a former 
implement dealer and banker. It is 
called the 5 H Club and it consists 
of young married folks. They work 
on practical feed problems, but also 
have contests for beautifying farm- 
steads, etc. The club is still going 
strong which shows that there is a 
need for it. 

Newcomers Club. There are always 
many farmers who buy property and 
come into your area from other 
counties and states to begin or re- 
sume farming. These are people of 
all ages. They feel strange, lonely and 
maybe a bit bewildered in their new 
surroundings. They do not have their 
roots down. They do not have all 
their buying connections. 

The feed dealer who has such a 
Newcomers Club, meeting once a 
month or every two months, will find 
that there'll be many requests for 
information from the members. The 
social end of the group will be very 
important. They want some entertain- 
ment, dancing, movies, etc. but they'll 
also want to meet ministers, county 
agents, high school teachers and oth- 
ers. You, as the feed dealer, can ar- 
range to have these people meet 
through your Newcomers Club. They 
will never forget such services. Quite 
a large number of the newcomers 
will favor you with their trade. They 
get into the habit of coming to you 
for feeds and supplies just as they 
come to you for advice through the 
Newcomers Club. 

Is such a club too much work for 
the benefits derived? By no means. 
There is no sales promotion on rec- 
ord which does not involve work. The 
Newcomers Club fills a real need. 
You'll get a lot of free advertising, 
meet many new prospects free of 
expense. What more can the dealer 
ask for? Not only that, but he'll find 
that the club will get many news- 
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Paper stories in which the dealer's | Sept. 21-27 Set 


name will be mentioned. 
Rural “Kid Appeal.” Consider the 


rural youngster of 1952. He is a 
mighty bright, smart fellow. He feeds | 
the farm animals and poultry. He 


milks cows, drives tractors and gen- 


erally is a right pert farm hand inch | 


for inch. The same is true of his | 
sister. Both he and she know a lot | 
of those 4-H club activities, for they | 
are members. They tell 
Mother about modern ideas of farm- 
ing and feeding. and Dad and Mother 
listen to their advice in many in- 
stances. 

Mr. Feed Dealer, rural kids love 
to get mail. Why not enlist their 
interest and aid by getting a list of 
rural children? Send them some spe- 
cial mail, individually addressed, now 
and then. Work out an offer to get 
them to come to your store to reg- 
ister for some event, or prize. They'll 
read your mail thoroughly; they'll 
talk to their parents about you; 
they'll talk to other farm kids about 
you. 

A lot of these children are en- 
gaged, or soon will be, in 4-H feeding 
projects. Many of them will buy feed 
from some feed dealer. Why not you? 


Dad and 


Many of them will need advice from 
reliable feed dealers. Why not from 
you? 

These farm children are going to 
be the customers of tomorrow. In 
fact, many of them will be the top 
farmers of tomorrow. Some of them 
may, 
customers who spend $2,000 or more 
at some feed store in one year 
Couldn't you use more customers 
like this? 

There are jumbo postcards avail- 
able to send to children. Your mes- 
sage can be printed on them. Jumbo 
cards are fun for kids; they delight 
in them. And what 
wouldn't make a special trip to town 
to get free balloons with your name 
on them and watch a movie on feed- 
ing projects engaged in by farm 
kids? 

Sales promotional events which are 
up-to-date exist in every rural com- 
munity. Alert feed dealers can find 
and profit from such opportunities 
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cium Grit..G-220 Riboflavin Supplement... 
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for Observance of 
National Dog Week 


NEW YORK—National Dog Week 
will be observed Sept. 21-27 with Bob 
Hope as general chairman, Raymond 
J. Hanfield, executive secretary olf 
the National Dog Welfare Guild, 
sponsor of the observance, has an- 
nounced. 

This year’s slogan, “Faithfully 
Yours,” is emblazoned on the 1952 
poster, which features a little girl 
with her pet dog companion in her 
arms. The 1952 National Dog Week 
stickers carry the same design, as 
does other promotion material. 

In many communities the Silver 
Jubilee will have the participation of 
youth leaders, of the Boy Scouts, Girl 
Scouts, Camp Fire Girls, Boys’ Clubs 
of America, National Recreation Assn. 
and Benevolent and Protective Order 
of Elks organization. They will con- 
tribute by heading up committees to 
plan and organize local observances 
featuring the responsibility of dog 


@ In this day of “high efficiency feeds”, dependence 
on Vitamin Potency is of greater importance than 
ever. No feed manufacturer can afford to take 
chances of any Vitamin Supplement being “under 
par” when the feed in which it is used leaves the 
mill. Too much depends upon so little, to warrant 
taking such chances . .. and when you use VITINC 
VITAMINS, you take the best precautions. 

All VITINC VITAMINS are subject to 
continuous assays in our own laboratories and the 
potencies as stated on labels are periodically con- 
firmed by recognized neutral laboratories. Over 16 
years of experience in serving the feed trade is your 
assurance that VITINC VITAMINS will always 
meet every requirement of quality products that 
meet and beat the specification standards under 


which they are purchased. 


TRATES. 


Rudy Eschenbeimer bas served the 
feed trade for many years and can take 
care of your needs for Vitamins 


A and D and allied products. 


Warehouse Stocks for Immediate Shipments 
From Chicago—Buffalo, N. Y.—Kaonsas City, Mo. 


VITAMINS, INC. 


Send For Your 
Free Vitamin Folders 


These authoritative folders 
contain the data on the re- 
quirements of livestock and 
poultry for Vitamins A and 
D, together with complete 
data on VITINC CONCEN- 


care and training in their character 
building and citizenship program for 
young Americans 

The seven point objectives of Na- 
tional Dog Week include: a good 
home for every dog, elimination of 
stray dogs from the streets, better 
informed dog owners, teach consider- 
ation for dogs and all animals, em- 
phasize the dog’s use as a companion, 
helper and home protector, secure 
fair laws for dogs and their owners 
and teach respect for the rights of 
non-dog owners 


HERBERT H. HEEMAN DIES 
WOOSTER, OHIO Herbert H 


Heeman, president of the Soya Proc- 
essing Co. here, died recently. 


1885 
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VITINC VITAMIN D. 
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VITINC VITAMIN D, 
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ergosterol (D-octivated plant sterol) or irro 
Z-dehydrocholesterol (D-cctiveted animal Sterol) 
monufoctured under U. S. Patents No.'s 2098984 


ond 2099550 and other patents pending. 
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Fowl! Prowt 
PORTLAND—Oregon turkey grow- 


ers have banded together to protect 
themselves against further losses 
from turkey rustlers. Yamhill County 


farmers report that in recent weeks 
they have sustained losses in the 
thousands of dollars in raids on their 
flocks. Farmers are banding together 
in the nature of vigilante committees 
and patrolling their farms at night 
armed with rifles and shotguns 
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for PELLET 


For efficient operation . . 
. for low maintenance cost. . . 


. for economic use of floor space 
Sprout-W aldron Coolaire 


is your best investment for pellet cooling. 


coozaire design 


combines screens and louvers with 
product flow control to promote 
quick cooling. Separate columns of 
cooled air flow evenly and completely 
through pellets, achieving maximum 
temperature reduction in the shortest 
period of time. 

cooLzarre design is compact. It is 
flexible. Coolaire installs in vertical 
sections, using a minimum of floor 
space. It meets every production re- 
quirement, easily fitting diversified 
plant layouts. 


is engineered for 
sturdiness and trouble-free opera- 
tion... whether you use it for cool- 
ing pellets, rolled barley or crimped 
Oats. 
Learn today how Coolaire can do 
a better cooling job for you! Call your 
SPROUT-WALDRON MAN, or 
write Sprout-Waldron & Co., Inc., 
61 Logan Street, Muncy, Pa. 


SPROUT-WALDRON 


MUNCY, PA, 
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NA FISH SOLUBLES ¢ COD LIVER MEAL 
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DICALCIUM PHOSPHATE 


FISH MEAL 


ALBUMINA SALES CORP, 
327 SO. LA SALLE ST. 
CHICAGO 4, ILL. 
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TWX OG 1250 


Farm Grease and 
Oil Seen as Cause 


of Cattle Disease 


WASHINGTON—The reduction or 
entire elimination of X-disease (hy- 
perkeratosis) in cattle may be pos- 
sible on many farms if cattle are 
kept away from tractors, combines, 
bulldozers and other farm machinery 
where it may be possible for them 
to consume grease or oil. This con- 
clusion is based on research conduct- 
ed by 17 state agricultural experi- 
ment stations cooperating with the 
U.S. Department of Agriculture. 

Representatives from the experi- 
ment stations advised that used crank 
case oil, old oil drums and similar 
containers should be kept away from 
cattle and drainage from around 
grease racks and in farm machinery 
sheds should not be allowed to con- 
taminate lots or pastures to which 
cattle have access. 

The scientists agreed that cattle 
may become affected with X-disease 
by exposure to or taking into the 
digestive tract highly chlorinated 
naphthalenes contained in certain lu- 
bricants, or by unknown toxic in- 
gredients in feedstuffs. Research 
workers at the experiment stations 
have been able to produce the disease 
experimentally by giving the suspect- 
ed feeds under controlled feeding 
tests in neighboring regions as well 
as in their own states. The disease 
has also been produced with particu- 
lar batches of processed concentrates, 
roofing asphalt and timothy hay from 
one particular field. 

Findings of the research work con- 
ducted thus far were discussed at a 
meeting of representatives of the ex- 
periment stations and the U.S. De- 
partment of Agriculture at the Uni- 
versity of Tennessee, Agricultural 
Experiment Station, Knoxville Aug. 
4-5. States represented at the meet- 
ing were Tennessee, Georgia, New 
York, Pennsylvania, Nebraska, Min- 
nesota, Illinois, Wisconsin, Alabama, 
Michigan, Oklahoma and Virginia. 

Research will be continued to in- 
vestigate other possible causes of X- 
disease and products that might con- 
tain toxic chemicals. Attempts will 
be made to develop methods of pre- 
vention and control. 


CALIFORNIA FEED MEN 
CONFER ON DRUG LAWS 


SACRAMENTO, CAL.—Legislative 
proposals regarding the use in com- 
mercial feeds of products defined and 
regulated as drugs are being redraft- 
ed as the result of a second informal 
conference between representatives of 
the California Hay, Grain & Feed 
Dealers Assn. and the California 
Pharmacy Board. 

Representing the association were 
Dr. H. J. Almquist of the Grange 
Co., Modesto; Hobert R. Halloran, 
Poultry Producers of Central Cali- 
fornia, Petaluma; R. D. Stuart, Jr.; 
R. D. Van Zante; I. J. Stromnes, as- 
sociation secretary-treasurer; asso- 
ciation president, Samuel S. Nisson, 
Pacific Guano Co., Petaluma, and C. 
A. Fountain, San Francisco. 

The association’s primary objective 
is to clarify the use and control in 
commercial feeds of various products 
which are defined and regulated as 
drugs in the pharmacy laws. 

It has as its secondary objective 
the clarification of sale and use of 
products sold in manufacturers’ con- 


tainers and devices and if properly | 


| labeled strictly for poultry and ani- 
mal use, A further conference will | 


be scheduled with the Legislative 
Committee of the California Pharma- 
ceutical Assn. when the proposal is 
redrafted. 


SOFT PHOSPHATE WITH COLLOIDAL CLAY 
Destribated by 


M. A. McCLELLAND CO. 
Dwight Bldg. . Kansas City 6, Mo. 


THE 

RIGHT COMBINATION 
OF THE ESSENTIAL 
TRACE MINERALS 


Accurate, never-varying 
amounts of Cobalt, Iodine, 
Zinc, Iron, Copper and Man- 
ganese. One pound fortifies 
a ton of complete ration, per- 
mitting the use of plain salt 
and ordinary calcium car- 
bonate. 


Two Kinds, made with and 
without Cobalt. Both con- 
tain inescapable Iodine. 


Re Write for new circular, 
“Trace Minerals for Swine”. 


HOLT PRODUCTS 
COMPANY 
MILWAUKEE 1, WISCONSIN 


BLUE BOW and 
BLUE CIRCLE 


Baler and Binder Twine 


Also Five Other Brands of 
Baler and Binder Twine 


Made from 100% Grade A 
Long Sisal Fibre! — 
Alse Baler Wire for All Makes 
of Balers. 
Our Prices Are Lower Because We 
Buy in Such Large Quantities 


WANTED! 


JOBBERS DISTRIBUTORS 
DEALERS + SALESMEN 


We Furnish Billboard Posters and 
Pay Part of Your Local Billboard 
Advertising 


Wo 


QUALITY GUARANTEED 


For Information, Phone or 
Write to 


BOB STONE 
CORDAGE CO. 


National Twine Distributors 


Chariton, lowa, U.S.A. 
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Build Fertility, 
Soil Group Advises 


CHICAGO—-With farm land prices 
skyrocketing to an all-time high, it 
is cheaper to build soil fertility om 
existing acres than to buy it in the 
form of additional land, declared the 
Middle West Soil Improvement Com- 
mittee in a statement made public 
here. 

Farm real estate values rose 2% 
in the first four months of 1952, to 
the highest peak in history, accord- 
ing to figures of the U.S. Depart- 
ment of Agriculture. Present levels 
are considerably above the height of 
the 1920 land boom. 

“Doubling the yield instead of dou- 
bling the acres is the answer to this 
problem of zooming land prices,” 
Says the statement. 

“Soil building measures involving 
an investment of $50 to $75 an acre, 
can make low-producing ‘middle 
class’ land the equal of top-yielding 
soil within a year or two. Thus you 
save yourself the expense of buying 
high priced land, and you double oF 
triple the return per acre.’ 

Accomplishing such results, says 
the committee, requires several 
steps. You have to restock the soil's 
plant nutrient supply so it can feed 
the crops you grow. You have to 
make the soil a better storehouse 
for moisture. You have to add or- 
ganic matter and build the soil’s 
tilth so it is easy to work and so 
crop roots have plenty of leg room. 

Agronomists recommend these 
measures for building up the soil: 

(1) Add lime according to soil 
tests. 

(2) Give the soil a full feed of 
nutrients. That means heavy applica- 
tions instead of a “salt shaker” ap- 
proach. It means using up to 1,000 
Ib. an acre of fertilizer plowed down 
before planting, plus at least 150 Ib. 
= an acre of a complete fertilizer at 
as seeding time. 


WATCH FOR al NEW LINE 


DIXIE FEED MILLS 
JOHN J. WOODS & SONS 


St. Lowis - Kansas City, Mo. 


GELLCO PEAT MOSS 
IS TOPS 


Imported From Germany 


Exclusive Territories Open 
GELLCO INC. 
9 Kast 45th ew York 
22-3760 


wise to 
JERSEE ize’. 


| with JERSE VITAL-MIN 
eeee 


Dullders of Vitaminised and 
eralized concentrates since 1922. 


JERSE F atan 


PRODUCTS 


Distributed in Southern 
Missouri, Arkansas, Okia- 
homa and Texas by 
The Tommy Thompson Co. 
308] Dryden Read 
FORT WORPH, TEXAS 
Telephone: Webster 0005 
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(3) Condition the soil so it can 
make maximum use of the fertilizer 
you add. This can be done by a rota- 


rooted iegumes and ruses. | KLANDY WAY TO SUBSCRIBE 


FEEDSTUFFS 
ae poo. ny WA 17 Circulation Dept., 118 S. 6th St., Minneapolis 2, Minn. 
MINNEAPOLIS—A full-day meet- Please enter immediately my subscription to 
ing of the Upper Midwest Feeder FEEDSTUFFS 
Finance Credit Group will be held 
Sept. 17 at the Curtis Hotel, starting © One year $4 0 Two years $7 
at om. O Billme O Bill my firm OT am sending payment 


Dean McNeal, vice president of 
Pillsbury Mills, Inc., will discuss tur- 
key financing and chicken broiler op- 


A discussion session among credit 0 wee 
men and sales executives will cover ae 
changes in credit forms, policies, lim- O FORMULA FEED MFR. QO RETAIL DEALER 
its and insurance, credit as related OQ FEED INGREDIENT MFR. () HATCHERY 


to sales and 1952 collection prospects. 
Robert Scharf, Cargill, Inc., will be 
chairman for the meeting. 


OFFER YOUR CUSTOMERS 


THESE ADDITIONAL ADVANTAGES: aud do yoursely, 
RAIN RESISTANCE —Bagpak Muitiwalls a fer Zoo-/ 

protect contents even during hours-long 

showers. 


Assure yourself of the best in multiwall paper 
protect against loss of vitamin content. bags and the best in bag service. Buy Bagpak! 


—> CLEANLINESS — Bagpak Muitiwalls are Bagpak is backed by the tremendous facilities 
sift-proof. of the International Paper Company — your 


> EASIER TO HANDLE — Bagpak Multiwalls assurance of quality and service. For full 
permit easier carrying... easier pouring information, write to Dept. Bagpak 


into feed bins and troughs...no “collaps- Division, International Paper Company, 220 
ing middie” when half emptied. East 42nd Street, New York 17. 


—> ASSURED QUALITY — Bagpak Multiwalls 


— 
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DUALITY GOES IN BEFORE THE GOES ONC“ 


superior for garden and farm 


ABSORBENT 


Sphagnum Peat Moss, ‘found in 
Canada, is acknowledged without 


Canadian Sphagnum Peat Moss 


IT LASTS LONGER 


sterile and odorless. 


will absorb up to 18 times its wee 


Sphagnum Peat Moss retains its 
life as a soil conditioner for years 
... lasts longer as a poultry litter. 


Packed to North American stand- 
ards, Canadian Peat Moss is clean, 


LOOKING FOR 


+ quality folders and posters” 
courses for salesmen 
? 


or specialized Adver- 


Simmonds & Simmonds is ready 
and very able to help yeu solve 
any or all of your feed advertising 


THEN LOOK NO FURTHER! 


plete line of quality folders, posters, 
mailers, displays, training courses, 
etc. No other agency is manned with 


such a capable staff of feed experts. 
And no other agency is so thoroughly 


problems. 


Here is an established Advertising 
Agency that for 43 years has special- 
ized in servicing the needs of Mills you this agency service at 
tively low cost. We welcome 
No other agency offers such a com- portunity to serve you. 
SIMMONDS & SIMMONDS, 
\ \\ CHICAGO e ST. LOUIS 


and Mixers throughout the country. 


familiar with your feed problems. 
Simmonds & Simmonds can offer 


a rela- 
the op- 


INC. 
DALLAS 


Bae MAIL THIS COUPON NOW 


© SIMMONDS & SIMMONDS, INC. ' 
201 North Wells St., Chicago 6, Iilineis 
Please send, without cost or obligation, detailed information 
@ on the items checked below: | 
1. Hond-out Folders 8B. Outdoor Billboards | 

_.. 2. Store Posters & Pennants _ 9. Radio Advertising | 

3. Custom Built Posters _ 10.""How to Sell Feed” 
4. Literature Rocks 11. “Know the Answer” 
y 5. Metal Signs Nutrition & Management 1 
6. Mounted Disptoys 12. “How to Detect Diseases” 
"Modern Feeder” _ 13. Advertising Agency 
Mailing to Farmers Services 
NAME 
FIRM 
ADDRESS 
city _Stete 1 


Alfalfa Arrivals 
at Kansas City 
Show Sharp Drop 


Baled alfalfa arrivals at Kansas 
City showed a sharp decline during 
a recent period, according to the U.S. 
Department of Agriculture market 
news service. Arrivals during the 
week ended Aug. 18 totaled only 37 
cars, compared with 86 the previous 
week. 

None of the cars received was sold 
on the open market; again all were 
applied on previous orders. A strong 
demand continued for alfalfa suitable 
for the dairy trade. Other good feed- 
ing qualities were firm, while the 
low grade and out-of-condition al- 
falfa was slow and hard to move. The 
outlet for hay in this market was 
mainly in the surrounding territory. 

During the week the nominal clos- 
ing prices by grade were advanced 
and were: No. 1 $36 and up, an ad- 
vance of $2; No. 2 leafy $33@35.50, 
up $1@2; No. 2 $30.50@32.50, up 50¢ 
a$1; No. 3 leafy $28@30, unchanged 
to 50¢ up; No. 3 $26@27.50, un- 
changed, and sample grade $24@ 
25.50, unchanged. 

Trading in sun-cured alfalfa con- 


tinued slow in the Platte Valley 
of Nebraska. Only eight cars of 


baled alfalfa were reported out of 
principal loading stations, and 312 
ears of meal. Most of the meal was 
dehydrated and went to scattered 
points in Iowa, Illinois, Indiana, Wis- 
consin, Minnesota and a few to east- 
ern states. Many farmers were seed- 
ing new alfalfa and getting their 
ground in shape for seeding. 

High temperatures and windy days 
brought no relief to parched dry 
areas in the Larned, Kansas, area. 
Even in the territory of generous 
rains the week before crops were 
again withering under intense heat. 
The weather was favorable for 
threshing alfalfa seed, and harvesting 
of the seed crop acreage was in full 
swing. Yields of 2 to 5 bu. an acre 


have been reported. Little alfalfa was 
baled during be period. The active 
demand for alfa continued, but 
with few offerings it was mostly un- 
satisfied. Prices were firm; sales were 
at $40 ton baled, on farms, or $1.35 
per bale. 

At Kansas City three cars of 
prairie were received during the 
week, but these were all applied on 
previous orders, none being sold up- 
on the market. Three cars were re- 
ceived the previous period. With the 
supply very limited, the market was 
nominally strong for good feeding 
qualities. The nominal closing prices 
by grade were unchanged at: No. 1 
$30 and up, No. 2 $28@29.50, No. 3 
$24@27.50, sample grade $18@23.50 
ton. 


ILLINOIS TURKEY GROUP 
PLANS MEETING SEPT. 11 


MT. CARROLL, ILL.—Members of 
the Illinois State Turkey Growers 
Assn. will gather Sept. 11 at Paul 
Law's Turkey Farm, Mt. Carroll, for 
their annual fall meeting. 

Keith Chidley, Palatine, president 
of the association, said growers will 
assemble at the Law farm at 10 a.m. 
CST for a tour of local turkey flocks. 

Byron Hutchins, Carroll County 
farm adviser, will be the master of 
ceremonies for the afternoon pro- 
gram. Frank G. Wollney, Institute of 
American Poultry Industries, Chi- 
cago, will discuss “What's Ahead in 
Turkey Marketing?” He will be fol- 
lowed by Dr. J. O. Alberts, Univer- 
sity of Illinois College of Veterinary 
Medicine, whose subject is “What's 
New in Diseases and Disease Con- 
trol.” 

Cc. D. Jones, 


Arcady Farms Mill- 
ing Co., Chicago, will talk about 
feeds, and M. C. Small, executive 
secretary of the National Turkey Fed- 
eration, Mt. Morris, will answer the 
question of what to do with all the 
turkeys. The turkey situation out- 
look will be forecast by Dr. L. A. 
Wilhelm, assistant head of the poul- 
try department at Purdue. 


schedules. 


P.O. BOX 74 


AYBE that’s a bit exaggerated, but the 

point we want to get across to you is that 
NOBODY has better alfalfa than Morrison & 
Quirk. First, we own or control nearly all of 
our alfalfa acreage. We choose varieties scien- 
tifically. We fertilize as needed. We synchro- 
nize crop maturity dates and meal production 
We do this because the alfalfa is 
ours! This complete raw material control means 
better alfalfa meal for you. With five plants 
located in three states—Colorado, Nebraska and 
lowa—we can be sure of a steady supply. 
with this extra care and wide source of supply, 
you'd be silly not to buy our product. Call us for 
top quality at Harvard, Nebraska, 2041. 


MORRISON & QUIRK 


HASTINGS, NEBRASKA 


So 
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BRAND 
HAMMERS 


It is particularly gratifying to see such a large industry response to 
our recent announcement of DIAMOND BRAND HAMMERS. 
We appreciate this show of confidence in the name JACOBSON. 


JACOBSON “Universal” Grinders 


The second generation of Jacobson customers is now 
operating “Universal,” “Ajacs” and “Speedy” grind- 
ers. They are chosen as replacement of inefficient 
equipment. Jacobson Grinders are also selected 
as original equipment in newly erected mills and 
additions. 


Jacobson grinders operate full load twenty-four 
hours per day, seven days per week, and take this 
job “in their stride.” 


Screen changes are fast and easy—only 30 seconds 
are required. There is a size and capacity Jacobson 
grinder best suited for any material and for most 
economical operation in any mill. 


Bulletins Mailed Upon Request 


Diamond Brand Hammers are exactly as we have been describing 


them, made to last longer. The steel alloy is special. The heat- 
treating process is special. They are the results of years of testing 
by our engineers. Severdl furnaces designed by Jacobson engineers 


are installed in our plant. They are controlled by a skilled metal- 
lurgist. Diamond Brand Blade Clusters are made sleeved or riveted 
They are exceptionally abrasion-resistant. Each cluster has a war- 
ranty of guaranteed performance. 


WHEN YOU SEE THE NAME JACOBSON ON EQUIPMENT, YOU 
KNOW IT IS ENGINEERED FOR EFFICIENCY AND LONG LIFE 


JACOBSON MACHINE WORKS 


42 Years Service to the Industry 


1076 TENTH AVENUE SOUTHEAST —= MINNEAPOLIS 14, MINNESOTA 
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The Value of 


VARIETY 


in Feed Store Appeal 


HEN the prospect is con- 
fronted with a new product 
or an advertising claim which 


is new—one which he has never 
heard before he is usually chocked, 
impressed and influenced a great deal 
by this first contact. But if he 
the product every day, or hears the 
same advertising claim repeated time 
and again, what happens in numer- 
ous instances? 

Psychologically, the customer be- 
comes hardened to the novelty or 
use of the product, and to the adver- 
tising claim which once seemed so 
striking. That is because the custom- 


sees 


er has adapted himself to the situa- | 


tion. He will still notice the adver- 


tising claim, but it will not make so 
deep an impression. 

But—-and how important this is 
the customer who is hardened to one 
advertising claim—is still wide open 
to an advertising or merchandising 
appeal which has a fresh or different 
or a novel approach. Glory be that 
customers are so constituted, Mr. 
Feed Dealer, for it gives the dealer 
an opportunity to~exercise his mer- 
chandising ingenuity. 

The above reason is one important 
consideration for the changing of a 
sales and advertising appeal now and 
then, although there are some excep- 
tions. Bring your message to the 
prospect and the customer in a slignt- 


ly different manner and he'll notice 
it more. 

Apply the same logic to human 
beings. A woman washing clothes on 
a dreary Monday does not look at all 
like the same woman, fully rested, 
well dressed, and with a fresh hair- 
do, waiting to have you take her 
to dinner and the theater. But she is 
the same woman, although she at- 
tracts more attention one way than 
in the other 

“Fixing Things Up” 

In a feed store, a fresh coat of 
paint, better lighting and a general 
cleaning up, will make a customer's 
eyes open wider and cause him to 
gaze around and say, “Haven't you 
fellows fixed things up a bit here?” 

You certainly have “fixed things 
up” and witness the effect. The cus- 
tomer opened his eyes wider, and 
the wider they are open, the more 
merchandise he'll see and be tempted 
to buy. The merchandise may all have 
been there on his previous visit, but 
he didn’t see so much of it. Why? 
Because he was “hardened” to the 


Setting the pattern for 


BIGGER 


The new Pattern Service for Sewing 
with Cotton Bags is gaining cus- 
tomers every day for manufactur- 
ers who pack their products in 
Cotton Bags. Fully illustrated with 
Simplicity patterns, this booklet 
shows your customers how to use 
Cotton Bags to make new fashions 
and scores of attractive household 
items. 

More than 100 million advertise- 
ments (an average of 19 for each 
U. S. farm family) in farm papers 
feature Pattern Service as a free gift 
from manufacturers who pack in 
Cotton Bags. Thousands of requests 
received each day for this valuable 
booklet indicate the increasing de- 
mand of farm women everywhere 
for products packed in Cotton. 


The booklet is available in quantity on a cost- 
of-printing basis for direct distribution to your 


= customers. Write today for a supply of 1952 
. Pattern Service for Sewing with Cotton Bags. 


NATIONAL COTTON COUNCIL e P.O. Box 18 @ MEMPHIS 1, TENN. 


same set of circumstances and condi- 
tions which you had presented month 
after month. It was the “fresh, clean- 
up approach” which enlisted the ex- 
tra attention. 

“Let the other fellow lose his shirt 
on the new ideas,” many an old ex- 
perienced feed dealer says, “I'll sit 
back and use the old ideas and put 
more money in the bank.” 

Well, dealers, if that type of man 
had had his way, you would have no 
modern looking feed stores today, no 
related lines to merchandise, no farm 
appliances in feed stores, no direct 
mail advertising, no county fair and 
other displays, no live displays in 
stores, etc. Many of the new-fan- 
gled ideas of yesterday are the ac- 
cepted ideas of today. Not all new 
ideas pan out profitably, but many 
of them do. Thus it is not wise busi- 
ness policy to discard all new ideas. 

In Missouri two years ago I inter- 
viewed a feed dealer who had built 
an excellent sideline business offer- 
ing spraying service to farmers for 
their barns, their livestock, their or- 
chards and their fields. Because of 
such new contacts, he not only built 
a successful spray business, but ob- 
tained many new feed customers, too 
Had this man not been enterprising 
enough to be the first to seize a new, 
modern-day sales and service oppor- 
tunity in his area, his total profit 
would be much lower today than it is 

Something New Brings Sales 

A dealer never knows what the 
novel, the different approach may be, 
nor what its sales potential is. The 


SILMO CHEMICAL CORP. 
VINELAND, NEW JERSEY 


For steady year-'round deliveries .. . 


KELL - PHOS SOFT PHOSPHATE 
WITH COLLOIDAL CLAY 


Storage capacity now tripled. Highest 
quality natural phosphate material, 


THE KELLOGG COMPANY 
618 D. M. Bidg., Des Moines 9, lowa 
or P.O. Box 665, Ocala, Florida 


PRODUCTS 


Distributed in Mlinois, 
Indiana, Ohie and Seuth- 


ern Wiscensin by 


MOVING? 


If you are moving, tell us about 
it, won't you? Your weekly 
copy of Feedstuffs will not fol- 
low you unless we have your 
new address right away. Make 
sure you don't miss a single im- 
portant issue . . . and help us 
make the correction as quickly 
as possible by giving us your 
old address too. 


FEEDSTUFFS 


118 8. 6th St., Minneapolis 2, Minn. 
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reason is that in judging untried 
ideas, you have no previous experience 
to guide you, except an innate com- 
mon sense, and it is on this latter 
factor you must rely 

Using farm animals and poultry 
outlines in your newspaper, direct 
and other printed advertising is one 
way of getting a fresh approach. A 
dairy feed billboard in the shape 
of a fine dairy cow certainly will at- 
tract more attention than a square 
billboar¢. The same applies to a fine 
healthy hen on a billboard advertis- 
ing poultry mash, the outline of the 
billboard actually being in the shape 
¢ of the hen. The same can be said 
i about hog and calf feed or turkey 

feed advertising on billboards 
Let us suppose that in a progres- 
sive feed store on winter days a loud 
alarm clock is set off just when dark- 
ness begins to settle—-perhaps about 
4 in the afternoon. Extra lights can 


then snap on automatically in the 
feed store on a special section of 
poultry feed and supplies. A tape 


recorder, voiced by the dealer, can 
then tell farm folks in the store, that 
it pays to turn on extra lights in win- 
ter to give the hens a longer laying 
day. And that it is also profitable 
practice to give hens plenty of good 
laying mash, enough grit, good water, 


enough feeding space, etc., so that 
every factor promotes more egg pro- 
duction. 


Using this approach for one or two 
weeks in winter would be a new, a 
fresh approach, to the same old win- 
ter time poultry management story, 
but the facts would make a bigger 
impression, due to their presentation 

Some advertisements, it is true, 
can be repeated a number of times 
and have an excellent effect. But the 
dealer should never fail to try to put 
the old, effective advertising messages 
in new clothing now and then, as a 
new address always attracts plus at- 
tention for awhile. 

The same color scheme on the 
store exterior and the store interior 
may have been used so long that the 
customer has become “hardened” to 
its appeal. Perhaps you can still us« 
the same color scheme but liven it by 
adding touches of contrasting colors 
here and there. These extra touches 
may be just enough to attract that 
plus attention which so often means 
more sales 


How About Uniforms? 

How about your employees? Have 
they ever worn identical types of 
uniforms, with your name on the back 
and the employee's name on the front 
on the breast pocket? If you haven't 
tried this idea, why not do it? It will 
a bring extra attention to them and 

ey, to you. Customers will notice them 

ae : more; the employees will instinctively 
keep themselves cleaner and feel more 
important. This “fresh” approach can 
do much for the morale of employees 
and also please the customers. 

How about your Birthday Club 
cards, your Christmas greetings, your 


DREW 
VITAMINS 


Vitamin Division 
E. F. DREW & CO., INC. 


FACTORY AND LABORATORIES: BOONTON, N. J. 


Your Feeds with 


FLAVITEIN 


The Fox Co. 
Newfield, N. J. 


Christmas gifts of calendars, etc.? 
Can you give them a different touch 
this year, instead of using the same 
cards as you have used the past five 
years. Why not give something else 
besides calendars this year? You nev- 
er know what item may bring you 
extra attention. Farmers usually get 
too many calendars; don’t let yours 
be the one to be thrown away. Rath- 
er give something which is kept in 
use on the farm. 

Are you working on any special 
farm project with others, something 
of long range value for agriculture, 
and from which you can get no mone- 
tary benefit at the moment? If not, 
try picking one such project and 
working on it for one year or more, 
or until others can be interested 
enough to carry on. Then you can 
shift your outside activities to some 
other ag project and start all over 
again. This is a “different” approach 
to make yourself and your business 
known and to meet more farm folks. 

Yes, the customer is always wait- 
ing to become interested. It is up to 
you to make him notice you. 


FEEDSTUFFS, Aug. 23, 1952-57 


BEANS 


of Memphis enables us to offer immediate 


prompt executions of orders in soybean meal at both Chicago 


and Memphis. 


Mitchell, Hutchins & Co. 


MEMBERS 
Chicago Board of Trade 


One Wall St. 

New Y. - Merchants Exchange of Memphis 
York 3 New York Btock Exchange 

Digby 4-0700 and Other Principal Commodity 


and Security Exchanges 


BEAN OIL 
BEAN MEAL 


FUTURES — 


Call ARTHUR C. HARRISON at STATE 2-1700, CHICAGO, ILL. 
Our direct wire to the floor of the Merchants Exchange 


quotations and 


231 8, La Salle St. 
Chicage 4, HL 
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MANUFACTURERS 
— 


Utrra-way Internal Culling is one of 
the most powerful business builders in the 


tion, helps you get new business, and keep it. 


Only two of these schools are usually 
‘ held each year, and enrollment is limited. 


| «TIME 1S SHORT... 
ACT TODAY! 


ULTRA-LIFE 


A TRAINED 
SERVICEM AY 
BY THE EXCLUS 


School 


of Internal Culling of Poultry 


Starts September 


ETHOD 


feed industry today. Unbelievably accurate, BITRA-WaRy i 
it combines the best features of conventional 
‘ culling with the exclusive Ultra-Way inter- may OT 
‘ nal examination, and by its accuracy saves cos? vou 
. many dollars for your customers and makes 
them more successful, and builds many dol- One TERT! 
lars of business for you. 
And Ultra-Way Internal Culling is yours 
exclusively in your trade area. It’s what you’ve 
been waiting for . . . a way to sell feeds that 
; lifts you head and shoulders above competi- 
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Classified advertisements accepted until 
Wednesday each week for the issue of 
the fol x Saturday. 

Hates: 15¢ per werd; minimum charge 
2.25. Situations wanted, 10¢ a word; 


Classified Ads 


$1.50 minimum. Count six words of sig- 
nature, whether for direct reply or keyed 
care this office. Uf advertisement is keyed, 
care of this office, 20¢ per insertion ad- 
ditional charged for torwarding 


Classified advertising rate not available 
for commercial advertising. Advertise- 
ments of new machinery, products and 
services accepted for insertion at mini- 
mum rate of $8 per column inch. 


MACHINERY FOR SALE 
v 


MACHINERY FOR SALE 
v 


HELP WANTED 


v 


FOR SALE—SOME CALIFORNIA PELLET 
mills. Wenger Mixer Co.. Sabetha, Kansas. 


WHIRLAWAY AIKBLAST CAR LOADERS 
—J. B. Hagan Mill Machinery, Jefferson 
City, Mo 


on ed ila troth 


FEED MIXER, 1-TON CAPACITY, GUAK- 
anteed first-class throughout, 6 HP. mo- 
tor drive. Address 8774. Feedstuffs, Min 
neapolis 2, Minn 

MINER, ONE TON SIZE; 

iN 


ine Sheller with engine one 


7 P. 1.800 motor. Addre 953. Feed 
stuffs, Minnenpol Mint 


WHEN YOU ARE IN THE MARKET FORK 
new or used mill machinery, electric mo- 
tors or any other equipment, write J. B 
Hagan Mili Machinery, Jefferson City, Mo 


INVENE PACKER 25 AND 


Double 


ib neible 
Close Separating and Scouring Machine 
0-bu per hour capacity Alsop *roce 
Co, & KW Volt 1,600 R.P.M. Bleacher 


Need space must sacrifice Hageman 


Elevator, Laurel, Mont 


FOR SALE—THREE STAINLESS STEEL 
Meal Coolers and five Anderson Dryere 
with 6 H.P. TEFC motores, all with a 
capacity of 12@ bu./hr. each; two stands 

' Allis $x30 two-pair high rolls; two stands 
Great Western $x3@ two-pair high rolls; 


with metal feeder housings and shell bear- 
ings; one Allie single rollermill with 
anti-friction bearings; two stands 14x48 
Crimping or Flaking Rolls; 22 bucket 
elevators with cups up to 8x6; rebuilt 
Union Special Bag Closers and Richard- 
son Automatic Scales. J Hagan Mil) 
Machinery, Jefferson City, Mo 


Hammer Mills - Molasses Blenders 
Batch Mixers - Corn Shellers - Pnea- 
matic Grain Conveyors - Bag Stackers 
Permanent Magnets. New and rebuilt. 


A.M. SORENSON—cauiemenr 


1904 So. Akard Pr. 0. Box 5808 
DALLAS, TEXAS 


Screens - Hammers - Bearings 


NEW and REBUILT MILLS 


Write for Prices 


INDIANA GRAIN MACHINERY Corp. 
Indianapolis, Ind. 


420 S. Meridian St. Riley 3235 


JAY BEE HAMMER MILLS — MOLASSES 
LENDERS — BATCH MIXERS — FEED- 
ERS — PERMANENT MAGNETS — CORN 
SHELLERS MILLING EQUIPMENT. 
Write ©. ¥. Wier, P.O. Box 331 
UTICA, N.Y. 


We Sell Complete 
TURN - KEY STEEL 
GRAIN STORAGE 


Call — Wire — Write 


COMBS and COMPANY 


Manafacturers - Distributors - Centrac- 
tors of Mill and Elevator Equipment 
2841 Southwest Bivd., Kansas City, Me. 


* ANDERSON and 
NORDYKE ROTARY 
STEAM DRYERS 


*MEAL TOASTERS 
* CRACKING ROLLS 
* FLAKING ROLLS 


wEXPELLERS 


PITTOCK & ASSOCIATES 
@LEN RIDDLE, PA. 


WOOD PALLETS (2,000) THREE STRING- 
er 48x40 Inch aingle faced. Can be dou 
ble faced——-priced to sell. Northrup, King 


WANTED 100 MEN. A LARGE MIDWEsT 
feed firm has 100 openings for farm serv- 
ice men. Write us now, there may be an 
opening in your local area. Address 863 
Feedstuffs, Minneapolis 2, Minn. 


& Co., 1500 Jackson St. N.E., Minneapolis, 
Minn 
roR FORDS HAMMERMILL 


with 110 Hy P. Buda engine, mounted on 
good re truck. Excellent condi 
tion guaranteed. Mazanec Implement Co., 
Portland, Tenn 


POR MILLS—GRUENDLER 
H 


60 ze, Bauer 50 H.P. size, Jacob 
son : jax with 40 H.P. motor. A num 
ber of others priced to move Prater 
Pulverizer Co., Chicago 50, I 

FOR SALE — ONE NO. 23 “EUREKA” 
Ca sje Feed Mixer complete with mo 


tor and starter. Excellent condition. Not 
two years. 3,000 Ib. capacity 


Perry Packing Co., Manhattan 


AGRICULTUR: L AND INDUSTRIAL 


chemical man required by expanding 
firm Territory southern states, East of 
the M sippi iver. Please state back 


ar Excellent oppor 
tunity All replies confidential 
968, Feedstuffs, Minneapolis 2, Minn 


experience 


EASTERN FEED MANUFACTURING FIRM 
offera marvelous opportunity to right per 
son. Capable nutritionist with feel for 
merchandising wanted. Position has ex 
cellent possibilities for advancement of 
right person along with progress of com 
pany. Our personnel are informed of this 
ad. Please give full details in first reply 
Address 934, Feedstuffs, Minneapolis 2, 
Minn 


FOR SALE — BLUE STREAK, MODEL 
No. 40 used, with 50 H.P. motor and 
starter in good condition, This equipment 
will be available in about 30 days. Also 
Puritan ton size mixer. W. L. Burgess, 
117 8, 50th St., Omaha 3, Neb. 


HELP WANTED 
v 
WANTED—LICENSED FEDERAL GRAIN 


inspector. Write Little Rock Grain Ex- 
change, P.O. Box 549, Little Rock, Ark 


LTRY AND FEED SALESMAN FOR 
western New York—Salary, expenses and 
commission, Address 954, Feedstuffs, 
Minneapolis 2, Minn 


FEED MILL FOREMAN WANTED WHO 
can get production and handle men; 100 
ton mill in capitol city. Non-union. A good 
job for the right man. Address $44, Feed 
stuffs, Minneapolis. 2, Minn 


WANTED — EXPERIENCED SALESMEN 
for fast growing feed manufacturing busi- 
ness in central U.S Great opportunity 
for men who have the ability to select 
dealers and manage good territories. Sal- 
ary, expenses and bonus for men who can 
qualify Address 941, Feedstuffs, 2272 
Beard of Trade Bidg., Chicago, Il, 


SUPERINTENDENT FOR MEMPHIS FEED 
mill, Applicant must have broad experi- 
ence feed mill machinery, pellet mills 
production records and handling men 
Good salary, bonus, insurance and retire- 
ment plan. Present superintendent leav- 
ing Oct. 1. Give full details and salary 
expected in first letter Address 955, 
Feedstuffs, Minneapolis 2, Minn 

ANIMAL “HL "SBANDMAN ¢ OR NUTRITION- 
ist Agricultural college graduate with 
B. 8. degree in animal husbandry, poultry 
husbandry, nutrition or biochemistry to 
take charge of poultry research con- 
cerned primarily with the field of nutri- 
tion. Located in the Midwest at research 
farm of nationally known feed supple- 
ment manufacturer. Salary commensurate 
with ability. Address 930, Feedstuffs, 
Minneapolis 2, Minn 

PURCHASING DIRECTOR — MIDWEST 
feed manufacturing company desires as- 
sociation of capable individual seeking a 
challenge to grow and progress with it 
Responsibilities to analyze markets, pur 
chase ingredients and containers, plan and 
schedule production runs. Prefer proven 
previous experience, college education, age 
early 30's Present personnel involved 
knows of our action. Give details. Ad- 
dress 969, Feedstuffs, 2272 Chicago Board 
of Trade Bldg., Chicago 4, IIL 


WANTED—MILL SUPERINTENDENT FOR 
large Midwest solvent soybean processing 
plant. Responsibilities cover complete op 
eration from receiving through processing 
and loading and maintenance and repair 
Prefer a man with direct experience or 
experience as an assistant. Salary open 
Give full particulars of education, experi- 
ence and training. Address 939, Feed 
stuffs, Minneapolis 2, Minn 


SOYBEAN MEAL BROKER 
THE SALARY IS UP TO YOU 
We need a well-qualified soybean meal 


broker immediately to round out our 
Chicago staff handling that end of our 


business 

We want someone who knows vegetable 
meal is capable of handling sales and 
ser e of soybean oi] meals, and possibly 
other feedstuffs, to manufacturers, job 


bers and processors. 

The starting salary is open depends 
on your background and experience 

So, if you're looking for a responsible 
position with a responsible rapidly ex 
panding firm if you want a good 
job that offers group insurance free 
profit sharing, and a sound future be- 
aides-then we'd like to hear from you 


Simply write giving age, education, ex- 
perience and salary requirements 

Your reply will be held in strictest con 
fidence, of course, Our personnel have 
been informed of this ad 


Address 961, Feedstuffs 
141 W. Jackson, Chicago 4, 


SITUATIONS WANTED 
v 


PROMOTIONAL AND PERSONNEL MAN 
desires change. Twenty years’ feed experi- 
ence in all branches. Will work as as- 
sistant to general manager. Address 932, 
Feedstuffs, Minneapolis 2, Minn 


HAVING DISPOSED OF MEDIUM SIZED 
feed operation am interested in sales or 
sales management opportunity with ag- 
gressive feed company. Agricultural col- 
lege grad with sales and sales super- 
visory experience with large mills. Would 
make moderate investment. Address 921, 
Feedstuffs, Minneapolis 2, Minn. 


* BUSINESS OPPORTUNITIES 
v 


WANTED 


Experienced grain and feed ingredient 
buyer, Excellent permanent position 
with large national company. To live 
in Kansas City, Mo. Age 30 to 45. 
Give fall information. Address 933, 
Veedstuffs, Minneapolis 2, Minn. 


HELP WANTED 


Wanted—Three Salesmen. 
WAYNE FISH & CO. 


MINNEAPOLIS, MINN. 


SALES EXECUTIVE WANTED— 
We're a well-established mineral 
manufacturer and concentrate dis- 
tributer selling only through feed 
dealers in the East and Southeast. 
We need a top flight sales execu- 
tive te incorporate with our excel- 
lent trade some modern 
ideas, develop some new lines and 
help us streamline our sales 
ment. We're willing to pay for it. 
If you have imagination and want 
te try out your progressive ideas 
without too much interference, reply 
Box 893, Feedstuffs, Minneapolis 2, 
Minna. 


WHEN YOU WANT TO BUY AN ELE- 
vator or feed mill, see or write us your 
needs. We have some good ones in Chio, 
Indiana, Illinois. Mid-West Business Ex- 
__ change, Plymouth, Ind. 


FOR SALE—SMALL PULVERIZING AND 
mixing plant Set up for grinding and 


mixing meat scraps, antibiotic mineral 
feeds, et« Near Chicago Stock Yards 
Address 967 Feedstuffs, Minneapolis 2 
Minn 


GRAIN ELEVATOR IN NORTH CENTRAL 
Indiana. Established 40 years, Buys and 
lls grain, fertilizer, hardware, feed, coal 
and paints. Low overhead. Owner wishes 
to retire. Grossing over $100,000, Com 
plete modern equipment. Apartment avail 
able. Heinz, Johnson, Dunn & Assoc 
La Salle St.. Dept. 7774-FS, Chicago 2, Il 


ESTABLISHED FEED PLANT AND BUSI- 
ness in rich lowa agricultural area 100 
tons capacity on 24-hour basis. Pelleting 
and molasses equipment Bulk bin stor- 
age. Will sell entire plant and business 
or part interest to someone with mer- 
chandising and buying experie Ad 

8, Feedstuffs, Minneapolis 2, Minn. 


dress 95 


BUSINESS OPPORTUNITIES 


v 
FOR SALE—ESTABLISHED RETAIL, 
hardware and farm machinery business. 
Located in the center of a large turkey, 
chicken and dairy area. Reason for want- 
ing to sell is dissolution of partnership. 
Address 868, Feedstuffs, Minneapolis 2, 
Minn. 


FEED STORE, MILL, 
AND ELEVATOR 
OPPORTUNITIES 


Hing equipment, small 
but profitable 


$18,500—Western Lowa feed manufac- 
turing stere and hatchery. 
Large volume and excellent 
net profit. 


$125,000—Illinois grain storage and 
feed manufacturing, lamber, 
appliances, etc., exceptional- 
ly profitable operation. 
Established profitable businesses are 
liscriminating buyers 
stings. Complete 


now available to 
through our qualified 
inforr tion, photos, sales data and ap 
Is forwarded on request without 


obligation. Give price bracket and lo 


HEINZ JOHNSON, DUNN, 
AND ASSOC. 


1 N. LaSalle St., Dept. M14, Chicago 2 


EXCELLENT OPPORTUNITY 


For Man With Feed Background 
Feed Business 
Income between $20,000 to $30,000 an- 
nually There are several yots avail 
able. Capital investment approximately 
$20,000. Write 959, Feedstuffs, Minne- 
apolis 2, Minn 


MACHINERY WANTED 
v | 
WANTED TO BUY USED 24° OR 26" AT- 
trition Mill in ge condition Prefer 
Sprout Waldron. The White Elevator Co., 
Pulask Wis 


WANTED TWO SUPER DUO EXPELLERS 
—May consider Duo or RB for other 
operation. Address 1594, Feedstuffs, Min- 
neapolie 2, Minn. 


WANTED To BUY — RICHARDSON 
scales, bag closing machines and other 
good mill, feed and elevator equipment. 
J &. Hagan Mill Machinery, Jefferson 
City, Mo. 


Text of Grain 
Storage Rate 


Price Order 


WASHINGTON The Office of 
Price Stabilization recently issued an 
order establishing ceilings for han- 
dling and storing grain for the Com- 
modity Credit Corp. under the Uni- 
form Grain Storage Agreement. 
These ceilings are the same as the 
rates currently set forth in the sched- 
ule of rates in contracts for handling 
and storage of CCC grain. 

The regulation also permits ele- 
vators and warehouses to charge pri- 
vate users the same rates as those 
applicable to CCC if, prior to Jan. 26, 
1951, the elevator or warehouse 
charged such users the same rates 
as those set by previous storage 
agreements of the U.S. Department 
of Agriculture. 

The text of the regulation follows 


TITLE 382A—NATIONAL DEFENSE, 
APPENDIX 


Chapter II—Office of Price Stabili- 
zation, Economic Stabilization 
Agency 
(Ceiling Price Regulation 34, Supple- 
mentary Regulation 23) 

CPR 34—Services 
SR 23—Handling and Storage of 
Grain Under the Uniform Grain 
Storage Agreement of the U.S. 
Department of Agriculture 


Pursuant to the Defense Production Act 
of 1950, as amen Executive Order 10161, 
and Economic Agency General 
Regulation 
is hereby 


statement of Considerations 

mentary regulation to Ceiling 
ion 34 establishes dollars and 
prices for the handling and 
grain for the Commodity Credit 
the provisions of the Uniform 
Grain Storage Agreement, These ceiling 
rates are the same as the rates currently 
set forth in the uniform schedule of rates 
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OPS CEILINGS FOR STORAGE OF CCC GRATIN 
Grain Received by Truck 


Receiving, 
insuring, 
conditioning 


Commodity Areas and storing 
for first 10 
days (¢) 
Oats All 3 
Corn: 
Commingled Al 4 
Ifentity preserved . All ‘4 
Barley: 
Commingled 
ae preserved . All 5 
Identity preserved . Ajll 6% 
It 6 
6 
Wheat and all | 
other grain ....... 4 111° 6% 


Storing 


150 days at 1/20 


210 days at 1/20 


90 days at 1/20 
120 days at 1/20 
50 days at 1/20 


180 days at 1/20 


oning and all 
lays for 


insuring, condit 


other charges after first 10 


remainder of the annual period and Loading 
each succeeding annual period* put 
(in cents per diem) (cent) 
180 days at 1/30—halance annual 
period 1/40 . ly 
150 days at 1/20—balance annual 
period 1/40 . ky 
1/30 per diet m 


balance annual 
period 1/40 . by 
30 per diem ° 


balance annual 
period 1/30 
25 per diem 
balance annual 
period 1/30 .... » 
balance annual 
period 1/30 
balance annual 
period 1/30 2 
balance annual 
period 1/30 .... % 


Grain Received by Rail or Water 


Receiving Storing, 


Commodity Area charges 
(cents) 
AB 1% 
Corn: 
Commingled .. All 1% 
Identity preserved . All 1% 
Barley: 
Commingled . All 1% 
Identity preserved . All 1% 
Flax: 
Commingled ... . All 2 
Identity preserved . All 2 
It 1% 
1% 
Wheat and all | 
other grain .......( Ulf 1% 
| 
Ivé 1% 


*Annual period begins on the date of the 
Charges on flax shall be computed on a gross bushel basis 
Idaho, Nevada 
North Dakota 
lowa 


Note 
tArea I includes 
tArea II includes 
{Area III includes 
consin, except Superior 
§Area 1V includes 
Direct transfer 1% ¢ bu 
Add customary port authority or 
locations. 


Arizona, California 
Minnesota, Montana 
Colorado, Illinois, 


man 


in contracts for the handling and storage 


of Commodity Credit Corp. grain. 


All of the contracts for the storage and 
handling of Commodity Credit Corp. grain 
include a uniform schedule of rates cover 


This schedule was amend 
eontract year 
June 1 
areas, and July 1 


ing such services. 
ed early in 1952 to cover the 
of 1952-53. The renewal dates are 
for some principal grain 
for other grain areas The Commodity 
Credit Corp. has recommended that OPS 
permit sellers to use this new schedule of 
rates as their ceiling prices 


From the point of view of price control, 
the principal change that has been made 
by the new schedule of rates issued under 
the Uniform Grain Storage Agreement is 


the elimination of free storage time that 
had been allowed in previous agreemen 
The rates for handling charges, however, 
are the same as were in effect when the 
General Ceiling Price Regulation was issued, 
and in some cases storage rates have been 
reduced. Therefore, although the elimina 
tion of free time may in an individual case 
result in a higher rate being paid for 
storage, it is the opinion of officials of 
the Department of Agriculture and of 
experts in this field that the 
of storing grain will remain substantially 
the same as it has been for the past three 
years. These parties unanimously express 
the belief that the change made in the 
schedule of rates is not in fact an increase 


annual cost 


since the amounts finally payable are de 
pendent on the period of time that the 
grain remains in storage. It is estimated 
that this period will average between 5% 


and 9 months 

This regulation also permits elevators and 
warehouses to charge private and commer 
cial users the same rates for storage as 
those applicable to the Commodity Credit 
Corp., if prior to the issuance of the Gen- 
eral Ceiling Price Regulation the operator 
had followed a pattern of charging private 
and commercial users the same ra 
lished under previous Uniform Grain 
age Agreements At the time the 
stored it is not known in many 
whether the charges will be paid by the 


estab 
Sier- 
grain is 
instances 


Commodity Credit Corp. or by the storer 
of the grain. This is true because weeks 
er months may elapse before the storer 


decides whether to redeem the grain or to 
let title pass to the Commodity Credit Corp 


Finally, this supplementary regulation is 
made effective as of June 1, 1952, since 
that is the earlier renewal date for the 


services covered by the agreement 
In the formulation of this regulation 
there have been consultations with repre- 
sentatives of the Commodity Credit Corp 
and industry representatives, and consid 
eration has been given to their recommen 
dations. In the judgment of the Director 
of Price Stabilization the ceiling prices es 
tablished by this supplementary regulation 
are generally fair and equitable and are 
necessary to effectuate the purposes of 
Tithe IV of the Defense Production Act of 
1950, as amended. 
Regulatory Provisions 
Sec. 
1. What this regulation does. 
2. Relationship to CPR 34 
3. Ceiling prices e 
Authority Sections 1 to 4, 
Sec. 704, 64 Stat. 816, as amended; 


issued under 
60 U. 8. 


C. App. Sup. 2154. Interpret or apply Title 
1V, 64 Stat. 803, as amended; 50 U.S.C 
App Sup. 110 E.©. 10161, Sept 9, 
1950, 15 ' 5, 3 CFR. 1950 Supp 
Section 1. What this regulation does. This 


regulation establ shes dollar and cents ceil 
ing prices for the handling and storage of 
Uniform Grain 


grain by signatories to the 
Storage Agreement of the U.S. Department 
of Agriculture 

Sec. 2. Relationship to CPR 34. All pro 


visions of Ceiling Price Regulation 34, as 


All states not listed in 


latory 


insuring, conditioning and all 


other charges for each annual pe out 
riod* (in cents per dier (cent) 
‘irst 180 days at 1/30—next 18 
days at 1/40 . 
First 150 days at 1/20—mnext 215 
days at 1/40 . 
1/30 per diem 
First 150 days at 1/20—mnext 215 
days at 1/40 . 
1/30 per diem . 
rst 210 days at 1/20—next 155 
days at 1/30 “ 
1/25 per diem . 
First 90 days at 1/20—next 275 
days at 1/30 
rst 120 days at 1/20—next 245 
days at 1/30 
rst 150 days at 1/20—mext 215 
days at 1/30 
First 180 days at 1 20—next 185 
days at 1/30 x 


warehouse receipt 


Washington 
Superior, Wis 


Oregon, Utah 
South Lakota, also 


Kansas, Missouri, Nebraska, Wyoming, Wis 
Areas I, Il and III above 

charges where grain is received at port 
amended, except as changed by the pricing 


provisions of this supplementary regulation 


shall remain in full force and effect 

Sec, 3. Ceiling prices. (a) The ceiling 
prices which may be charged the Com 
modity Credit Corp by warehouses and 


storage of 
accompany 


elevators for the handling and 
grain shall be as shown in the 


ing table 

(b) The ceiling rates established in para 
graph (a) of this section shall apply toe 
private and commercial users, if prior to 
Jan. 26, 1951, the grain warehouse or ek 
vator had charged such users the same 


rates as those established by 
form Grain 8&t 
U.8. Department 

Hiffective date. 
lation to Ceiling 
become effective 


previous Uni 
age Agreements of the 
f Agriculture 

This supplementary 
Price 
as of 


regu 
Regulation 34 shall 
June 1, 1952 
JOSEPH H. FREEHILL 
Acting Director of Price Stabilization 


Report on Broiler 
Feed Growth Tests 


LA FAYETTE, IND.—A report on 
broiler ration growth tests conduct- 
ed by the Indiana State Chemist is 
included in a bulletin on Inspection 
of Commercial Feeding Stuffs in 
Indiana in 1951. The bulletin was is- 
sued by the Agricultural Experiment 
Station at Purdue University, La 
Fayette. 

In order to determine the growth 
response of commercial broiler ra- 
tions offered for sale in Indiana, 27 
different brands were fed to baby 
barred rock cockerels for a period 
of six weeks, the report explained. 
Each lot was composed of 15 chicks 
which were weighed every two weeks 
and the amount of feed consumed 
by each lot in the six weeks was 
recorded. 

The average gain in weight per 
chick of the 27 lots was 562 grams, 
the range being from 241 to 753 
grams. During the six weeks feeding 
test, the chicks in the lot gaining 241 


grams developed a severe case of 
rickets, it was noted. 

The average amount of feed to pro- 
duce 1 gram gain in chick weight 
in all lots was 2.60 grams, the range 
being from 2.25 to 3.46 grams. The 
average retail price of the 27 brands 
of feed was $5.32 per 100 Ib., and the 
average cost of gain per pound during 
the six weeks was 13.9¢. 


GRAIN FARM INCOME 
Illinois Farm Bureau Farm Man- 
agement Service record summaries 
show that last year the typical 220- 


FEEDSTUFFS, Aug. 23, 1952-59 
acre grain farm in the service had 
a total cash income of $17,814 and 
a net cash income of $7,264. This 
net cash income figure does not in- 
clude inventory gain or loss and is 
before income tax and debt pay- 
ments are deducted 


Standard steel elevators belt and bucket type, avail- 
abbe trom 1 trom 308 to 
10.000 Bu for service and four 
Duty sixes, from to 798 Bu/lir.. for inter- 
service. We alee manufecture screw con- 
veyers and beppers. Send your requirements for 
GODSHALK 
Sheet Metal Fabricators 
BANGOR, PA. ’ 


NEW ARRIVALS IN DAVIS MACHINE FAMILY ! 


NEW MODEL 12x 18" GRAIN 
CRIMPER, 600 to 1000 bushels 
hour. 10-20 HP - 

Other sizes 9x6" to 12.230". 
When better roller mills are 
built, Davis will build them. 
This new refinement to our 
standard line of roller mills 
Promises even greater out- 
put and efficiency at lower 
initial and long range cost! 


ORN AND COB 
GRANULATOR. Now! 3 
years of blood, sweat, and 
tears, we have solved this 
problem. Granulator cuts 
power bills in half. Reduces 
ear corn to granular form, 
making only ¢ meal or fines 
Feed miling 6 newest sensation. 
Ideal also for crumbling 
cobs to litter 


DEPT. FH-8 © BONNER SPRINGS KANSAS 


ALWAYS BUY. 


NY, DURABILITY, 


Industrial 
HAMMERMILL 


wo. 24 


COMPLETE 
Industrial Line 
Industrial 
Hammermills 
Vertical 
Feed Mixers 
“Thoro- Mix” 
Molasses Blenders 

Pneumatic 

Grainvayors 


“Corn Mast 
Sheller 


NEW 


er-sol 
Stable 
Vitamin A 


For Your Critical Feeds 


o* 
Tre mame © 


BUILDING 
TELEPHONE ATLANTIC 6519 


| 
¢ 
= 
AV HCO WRITE, WIRE or PHONE for Free Bulletins on “How eose Profits” 
oAVIs 
C. DAVIS SONS’ M y Co. 
I 
gh ) 
C! 
ACI 
big capacity of uniformly high FORDS 
ne quality grind. Size for size FORDS 
“mills compare more than favorably 
Li 
thraat has proved its ability to: 
both groins and roughage. — 
| FREE—Froros industrial Mill Catalog—lllustrated! Write to 
| 31S. Illinois St., Streator, lilinois 
“QWANSON 
| Rey Ewing 
ha”) 
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FORMULA FOR SALES 


Active Market + Advertising Coverage 


The feed industry is BIG 


@ 8,000 formula feed manufacturers and feed mills 
@ 25,000 country elevators and feed stores 


and SELLS 


@ 33,000,000 tons of formula feed 


®@ 145,000,000 tons of grain and by-product feeds, 
including feed concentrates. 


The feed industry is a TOP MARKET 


. which annually runs into hundreds of millions of dollars. 
Buys nearly 11,500,000 tons of protein concentrate—equipment for 
office and plant—grinders, mixers, mills—material handling 
x equipment — packaging supplies and machinery — trucks — many 
diversified products sold through local feed stores. 


Feedstuffs is the weekly newspaper of the 
teed manufacturer, jobber, broker and dealer. 


@ Its nation-wide paid circulation is 
largest in the field. 


@ Its additional controlled circulation 
blankets the industry on a regional 
basis. 


"THE MILLER PUBLISHING CO. 


FEEDSTUFFS | FAD, GRAIN 
118 South Sixth St, Minneapolis 2, Minn. 
BRANCH OFFICES, New City- Toros MILLING PRODUCTION 
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Cottonseed Order 


(Continued from page &) 
ss Otherwise determined under this regu 
lation, a irkup not to exceed the amount 
provided below 
Mark-uy 
If you a i grinder 
but are tr also a 
rust r ile you 
lo aise crush 
ttonseed in your 
plant) $2.00 per ton 
If you are a grinder You may ace the 
and are also a applicable proces 
crusher (ie you mark up 
also crush cotton specified in Sec n 
seed in your of this regulation 
plant) 


See. 8. Ceiling prices for sales by trucker- 


merchants. If you er-me rant 
you determine your ce ne price for a lot 
of cottonseed feed produ by adding to 
your supplier « ‘ ng pr on the sale of 
the t , the hauling allowance te 
live the | fre you 1 r the 
point at which you eliver it to your cus 
tomer Hauling allowance means the fol 
lowing scale of harges 

tA if the total haul does not exceed 100 
miles per 1 pounds fo the first 6& 
mile r fraction thereof, plus le per 100 
pounds for each additional 5 miles or frac 
tion thereof 

(8) if the total haul exceeds 100 miles 

(1) the lower of the wing (i) the 
lowest carload rail rate from the rail point 
nearest the point of origin to the rail point 
nearest the point of destination, plus eight 
eents per 100 pounds, or (ii) 22¢ per 100 
pounds, 

(2) You may add to the allowance com 
puted under subparagraph (1) \%¢ per 100 
pound for each five mile or fraction 
there by which the total haul exceeds 
100 miles 

In calculating the mileage for any haul 
you must use the distance via the shortest 
route reasonably suitable for truck move 
ment, between the point where you receive 
delivery from your supplier and the point 
where your customer takes delivery 

Statement of information. As a trucker 
merchant, you must, with respect to every 
lot of cottonseed feed products transported 
by you, procure or prepare a statement 
setting forth the following 

(1) Your name and address and the state 
vehicle license number(s) of your truck or 
ether vehicle in which you transport the 
lot ‘ The name ind address of your 
supplier. (3) The date of purchase. (4) The 
suaranteed protein content, if any. (5) Your 
suppliers ceiling price 

After you deliver the lot, you must add 
your hauling charge as determined under 
this section and sign the statement. Except 
for sale which you make to a feeder, you 
must give 1 copy of this statement of in 
forn on to your customer If your cus 

feeder you must give him a 
ind Both the trucker 
h ustomer other than a 
ain such copies in their 


of two years for 
Price Stabilization 


The tatement of information required by 
this sectior is in addition to the sates 
‘ 1 by section 17, unless the 
trucke int includes on the statement 
the additional information required by Sec 
tion 17 


Sec. 9. Ceiling prices for sales by jobbers 
‘ar door sellers. If you are a jobber or 


a car door seller, you determine your ceil 
ing price for a lot of cottonseed feed prod 
ucts by widing to your supplier's ceiling 
price on the sale of the lot to you, your 
transportation cost, if any and the applic 
able kup listed below 
(A) Jobber. if you are a jobber, you may 
add one of the following markups if no 
other jobber has already handled the same 
lot and taken a jobber’s markup 
All other 
Cottonseed cotton 
hulls and seed feed 
hull bran products 
(mark-up (mark-up 
For deliveries per ton) per ton) 
of pool carlots $2.00 $2.26 
For all other 
deliveries 1.75 2.00 
(B) Car Door Sellers. If you are a car 
© seller, you may add a markup of $3.00 
ton for sales or deliveries of hulls and 
5 for sales or veries 


d feed 

< prices for sa 

you are 
ne yur ceiling price 
rat nt ceiling us 
leter ned under paragraph (BR) of this 
section your transportation cost, if any 
fr your warehouse or store, and the ap 
plicable rkup set rth in paragrph (A) 


(A) Wholesalers and retailers markups. I 


no other seller of the same iss has already 
handled the same lot and taken a markup 
you may xdd the applicable one of thé 


following 


markups 
All other 


Cottonseed cotton 
hulls and seed feed 
hull bran luct 
(per ton) (per ton) 

$3.25 $5.00 

25 4.50 

5.40 &. 

(B) determine your st at ceiling 

by one of the following methods 

(1) Method 1. If you mainfain the identity 
f any receipt mm the sale of such receipt 
you may use as your “cost at ceiling” your 
supplier's ceiling the sale and de 
livery of the pilus your trans 
portation cost, if any, to your warehouse 


use this method of de- 
ing”’ even though 
determining your 
resale of other re- 


or store. You 
termining 
you 
“cost at 
ceipts under 

(2) Method 2 
both by wholesalers 


your “cost at ce 
multaneously 


for 


method may be used 
and retailers in con- 


nection with the resale of two or more 
receipts. In using it, you may not include 
in you calculations any receipt whose 
identity is maintained and for which you 
figure a “cost at ceiling’ under Method 1 
above 

For receipts of a cottonseed feed prod 
uct in sacks, use as your “cost at ceiling 


the weighted average of your suppliers’ ceil 


ing prices for deliveries to you in sacks 
plus your transportation cost, if any, te 
your warehouse or store.: For receipts of 
a cottonseed feed product in bulk, use as 
our “cost at ceiling the weighted average 
of your suppliers’ ceiling prices for de 


liveries to you in bulk, plus your transporta 
tion cost, if any, to your warehouse or store 
Calculate each weighted average of ceiling 
prices as follows 

(i) Select 
culate on 
(or 


for calculation and recal 
that day each week thereafter 
that day falis on a legal holi 
day, recalculate on the next business day) 
(ii) Make your first calculation under 
this Method 2 as follows 
Step 1 Take your latest receipt prior 
to the day of calculation delivered to you 
on the basis (sacked or for which 
you are calculating a average of 
ceiling prices, and all 
you on the same basis 
preceding that last receipt 
Step 2. Multiply the number of tons of 
receipt by your supplier's ceiling price 
per ton on the and delivery to you of 
that receipt, and add to this amount your 
transportation cost for the receipt, if any 
te your Warehouse or store. 
Add the results 
2 and divide by the 
invevied in your 
ie your 
for all 
feed product 
sales for which 
ceiling price 
fill) Follow 
ai for 
except that you 
all receipts during 
ceding such last 
cost at ceiling 
(iv) If you wish to discontinue using 
this Method 2. you may do so, if, on the 
next calculation day, you take an inventory 
of the commodity. You may then treat the 
amount in inventory (excluding any receipts 
priced under Method 1) as a receipt on 
which your “cost at ceiling” is the weighted 
average price you would compute 
this Methed 2 for the succeeding week. If 
some of vour receipts bulk and some 
sacked, calculate separate weighted aver 
ages for these two types of receipts 
Sec. 11. Allowance for sacks and sacking. 
are a processor or grinder and you 
deliver a feed product 
in sacks, or if wholesaler or 
retailer and you feed 
product which you buy in may 
add to your ceiling price bulk 
as otherwise determined regu 
lation, the fellowing 
(A) $1.00 per ton 
the lower of 
(1) An amount 
sack of your 
chase of sacks of 
dition (new or 


a day 


in case 


bulk) 
weighted 
receipts delive 
for the 28 


each 


sale 


obtained under 
total number of 
calculations. The 
ceiling” f the first 
that cottonseed 
(except of course for the 
you elect to determine your 
under Method 1) 
the directions of 
all succeeding 
use your last re pt and 
the 14 day period pre 
receipt in arriving at your 


cost at 
your 


sales of 


subdivision 


above calculations 


are 


cottonseed 
you 
sack a 


are a 
cottonseed 
bulk, you 
per ton, In 
under this 


plus 

the following 
consisting of the cost 
most recent customary pur 
the kind, size, and con 
used) used for the lot 


per 


multiplied by the number of sacks furnished 
per ton of the cottonseed feed product you 
deliver, or 

(2) the applicable allowance from the 


following table 
Type of Used sacks 
(per ton) 
Gotton $4.25 
Burlap 2 3.50 
Paper 


Sec. 


New sacks 
(per ton) 


’ 12. Ceiling prices for cottonseed meal 
futures contracts. The ceiling price for cot 
tonseed meal futures contracts traded on 
the Memphis Merchants Exchange is $80 00 
per ton. 
Sec. 13. Petitions for amendment. If you 
to have this regulation amended, you 
file a petition for amendment in ac 
with the provisions of Price pro 
Regulation No, 1 
14. Adjustable pricing. Nothing in 
this regulation prohibits you from making 
a contract or offer to sell at (A) the ceiling 
price in effect at the time of delivery, or 
(B) the lower of a fixed price or the 
price in effect at the time of « 


wish 
may 
cordnace 
cedural 


may not, however, deliver or agree to de 
liver at a price to be adjusted upward in 
accordance with any increase in ceiling 
prices after delivery 


Meal Mixes 


(Continued from page 1) 


ments generally to restrict the sale 
of oilseed feed mixes at prices higher 
than the ceiling price of the major 
ingredient will be issued within the 
next few days. The agency said that 
during the past six months there has 
been a growing practice among sell- 
ers of oilseed feeds to add other in- 
gredients in small quantities and es- 
tablish a ceiling for the mix substan- 
tially higher than the ceiling of the 
major ingredient 

“They have done this by using 
provisions in existing ceiling price 
regulations under which convention- 
al formula feeds are priced. OPS 
said that, generally, the new substi- 
tute oilseed feed mixes have con- 
tained at least 85° by weight of 
the oilseed feed customarily produced 
and sold as straight oilseed meal. 

“Accordingly, the amendments now 
ready for issuance will price these 
substitute feed mixes on the basis 
of their major ingredient 

“Ceiling prices for such mixes con- 
taining 85% or more by weight of a 
basic ingredient will be established 
on the basis of the proportionate ceil- 
ing price of the major ingredient, 
plus cost not to exceed ceilings of 
the other ingredients, plus a $1 a ton 
mixing allowance. 
“Generally, a ceiling price for such 
a mix will not be justified at a price 


G. E. Chase 


JOINS SELDERS—G. E. Chase has 
been appointed head of the depart- 
ment handling proteins and alfalfa 
for the Eugene L. Selders Co., Kan- 
sas City, feed brokers and jobbers. 
Mr. Chase is widely known in the 
feed industry and has been manager 
of the Kansas City office of the Nellis 
Feed Co. for the past five years and 
previously was associated for nine 
years with Cereal Byproducts Co. in 
Kansas City. Mr. Chase succeeds Har- 
old Wright, who has joined the Mem- 
phis office of Merrill Lynch, Pierce, 
Fenner & Beane, where he will be in 
charge of trading in cottonseed and 
soybean oil meals. 


higher than the ceiling for the prin- 
cipal ingredient, OPS said. 

“The actions are being timed to 
coincide with the beginning of the 
new seasons for the various oilseeds 

linseed, cottonseed and soybeans. 
Since the linseed and cottonseed meal 
seasons are now under way, the first 
action will cover mixes prepared with 
these products. 

“When soybean oil meal ceilings 
are established for the 1952 season, 


OPS said the same policy will be 
applied to substitute soybean oil meal 
mixes. The ceiling price regulation 
for the 1952 linseed meal season 
has already been issued, and a cot- 
tonseed oil meal regulation will be 


issued and become effective Aug. 25 
“Ceiling prices for manufacturers 
of mixed feeds which are not cov- 
ered under the new policy will con- 
tinue to be priced as hertofore.” 
Offerings Withdrawn 
The immediate effect of the OPS 


announcement was that processors 
and jobbers in many cases withdrew 
offerings from the market, both for 
immediate and deferred shipment 


Soybean meal and linseed meal 
mixes this week were priced well 
above the ceiling levels of the 


straight meals, with the soybean meal 
product particularly strong and prac- 
tically unobtainable for nearby posi- 
tions. (See market section, pages 
62-65.) 

One of the most serious questions 
raised is the effect of the orders 
on new crop mix contracts already 
made. It would be extremely illogical 
for the orders to cut across con- 
tracts, observers say, as this would 
create severe repercussions in trade 
channels 

Washington sources speculated that 
the price agency will authorize a 
wait before the orders become effec- 
tive to permit some forward con- 
tracts to be cleared. Trade attorneys 
declared that any such move would 
be patently illegal and that the price 
agency would find itself in a major 
court battle in which the government 
would be licked. 

The possibility that issuance of the 
orders could act to restrict avail- 
ability of protein supplies also was 
noted by industry observers. Proces- 


FEEDSTUFFS, Aug. 23, 195261 
| sors of soybeans and flaxseed have 
| contended that mixes were their only 
which 


solution to a price squeeze 
prevented profitable operations at 
current meal ceilings and oi! values 

Halting of the sale of mixes at 
above meal ceiling prices could re 
sult in curtailment of crushing ac- 
tivities 

However, trade observers 
commented that the orders may re 
sult in offerings of mixes or concen 
trates containing 84% or less of the 
major meal ingredient to avoid the 


| restrictions of the pending orders 


No Explanation 
Sélection of the 85° meal content 
as the division point for defining the 


mixes appeared to be completely 
arbritrary, and questions immediately 
| were raised about this point. What, it 
was asked, would be the OPS ruling 
| if a mix containing 84% of the oil 


| seed mea! offered” 

Some Washington observers spe- 
culated that OPS might follow this 
with more restrictions down the line, 
which would further muddle the sit- 
uation 


were 


It is significant that the OPS de- 
fended the use of mixes in a recent 
Emergency Court of Appeals case on 
the protest of the industry against 
the legality of the soybean meal price 


ceiling. OPS attorneys claimed that 
the price ceiling was legal since it 
allowed use of mixes which in turn 


permitted the soybean processors to 
pay the soybean producers the legal 
minimum price for 

It was further pointed out by in- 
dustry sources that some oilseed proc- 
essors have for years offered meal 
concentrates containing or more 
of the basic ingredient plus other 
ingredients and undoubtedly would 
have a legitimate basis for challeng- 
ing the new regulations 

The possible effect of the order on 
trades made in soybean meal con< 
centrates on the Memphis Merchants 
Exchange, initiated recently, also was 
subject to industry late 
this week. 


KANSAS CITY FEED CLUB 
PLANS DANCE, GOLF PARTY 


KANSAS CITY—A golf party and 
dinner-dance will be held at the Hill- 


ceiling beans 


speculation 


crest Country Club in Kansas City 
Sept. 4 for members of the Kansas 
City Feed Club, their wives and 
guests. Mixed and straight foursomes 
will be matched in the afternoon 
Following a cocktail hour, a buffet 


dinner will be served. Les Copley and 


his orchestra will play for dancing 
in the evening 


MENTE OFFICIAL BACK 
FROM LATIN AMERICA 


NEW ORLEANS Charles M 
Tremblay, export manager for Mente 
& Co., Inc., New Orleans bag manu- 
facturer, returned recently from an 
extensive selling and good will visit 
to South and Central America, the 
-West Indies and Curacao 

During his 2'%-month trip, he vis- 


ited the company’s customers in these 


countries and observed current busi 
ness conditions at first hand. Mr 
Tremblay reports that while trading 
in some instances seems to be slow 
because of surplus stocks, in general 


throughout 
optimistic 


business 


highly 


the outlook for 
Latin America is a 
one 


| W. O. PLUMMER SUFFERS 
SEVERE HEART ATTACK 


MINNEAPOLIS—-Warren ©. Plum 
mer, north central! divisional manager 


of formula feed sales for General 
Mills, Inc., is in a critical condition 
| at Lakeside Methodist Hospital, Rice 
Lake, Wis., where he suffered a 
severe heart attack Au 15 
Mr. Plummer was in Rice Lake on 
a business cal! on a feed deal His 
condition, while still critical, was re 
ported somewhat improved Aug. 22 
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THE FEED MARKETS 


* * * * 
Demand — Supply — Trends — Prices 


Quotations on feed ingredients shown in these and adjoining 
columns are wholesale prices, per ton, bagged, for prompt delivery, 
unless otherwise noted. They are the latest quotations available by 
mail from Feedstulls correspondents, but are not necessarily those 
in effect on date of publication. The prices represent fair average 
trading values and do not necessarily represent extreme low or 
high levels at which individual sales might have occurred. A de- 
scriptive summary of supply and demand factors prevalent in the 
feed market appears on page 2. 


ALTALPA WHEAT ite; fine 15, f.o.b Worth: car 
t LP ob. « 
Omaha trend dipping » to BPA f.o.t ar 
supply excelle tod $¢ Ne 
St. Paul: Market stronger: demand fair 
Vhiladelphia mand i ippl geht supply limited; $95@ 100 
San Francisco: Lemand goo ipp 
1 tar Cincinnati: emand fair; trend teady 
$s 1 ipply ample $80@95 ton acked t 
tor Cincinnati 
Portland: Lremand ! if su BONE MEAL (STEAMED) 
mited J Demand good; supply limite 
ppir I 4 4 trend unchanged $105 imported, $97 
mestic 
Canfornta - New Orleans: Demand fair; trend 
ea n V upply equate; $75@80, f.0.b. 
rt. Worth: | nd San Francisco: Demand good; supply ar 
lehydrated, 100 A ce ple $80 
ered TCP St. Louis: Demand fair; supp adequate 
Seattle: 1 stead ple ked 
rour ur 1 $ ton. car Chicage: Demand fair to ez 
t lehydrated $ t er ur fair: $9 '@95 ton, sacked 
Cinch Louisville: nd tte nd stror 
lequate let sted er air; $9501 
unit it $ ‘ ur 
Indianapolis: [reriand fa to zg 1 ned hanged upt adequate $11 
ten to higher ured Boston: Demand fa upply i; $8 
lehydrat $ Los Angeles: lemand od re 
Kansas City Trend ly ad hate lomest $8 
wer t the ! 
thou eral BREWERS DRIED GRAINS 
tead eve t ! rate Omaha: Demand supply 4 
init tamin A lara i Huffale: Demand trend 
ul $644 acked, up} ta 6 western § 
Chicage t fair local § th Ih 
with 100.4 unit tar \ iaran Aree ne $66% 67 asis New Y 
$6 4 New Orleans: Demand fairly a e; tr 
A $s 4 tead upply adequa $65 
Minneapolis: fret te eal eased of Mt. Worth: Demand unsatisfie« 
ri th ‘ ‘ t nominal $65 a 6¢ delivered 
Worth 
St. Louis: Lemand f limited 
pment $ i Ik, $59.40 sacked eller ellin 
et price e of pment f higher 
i 
Memphis tears San Francisco: No offering no quota 
t 
Cincinnati: | 1 ! 
st. Louis i ‘ 
\. St. Lou wd if foston: Demand qu ipply is ‘ 
$62.8 I t $79 
PEE At or ‘ 
Baltimore Philadelphia: fair upply 
juate: $ tor bt: § not 
Chicage: | 
t BREWERS DRIED YEAST 
Hoston: | Omaha: Demand good ippl ri il 
‘ i ' than ca 
Los Angeles good t ul ipl arce t $2 tor 
ward vite ruck ” ton, nominal, both Buffa 
10 pA S us $ : San Francisco: No offering no quota 
New Orleans: | tion 
ta Louisville: [iemand 1 1 stead 
n A gu ood § nor ed arce: $210 tor 
$69 Keston: nd juiet u 
st. ‘ and rod ipply limited 
New Orleans: ! ! ‘ lle m ton lot lle le than ton 
te ‘ ppl equate; 1 \ irlot quotat 
dik Milwaukee: | and ipply 
Omaha: und t 1 dippir ted: It n carlot 12%é lel 
apply excell ehydrated $¢ Chicago: Demand good; supply limited 
! ! w er ivaila 
BARLEY PRED Le.l 
Cin : Demand ‘ s 4) 
Philadelphia: ind i light rlot wher vilat it 
pulverize tl ton 1 
Ogden ne 1 $ Pittsburgh: [bemar heavy: supply 1 
whet availal 1 ¢ on 
Pertland i tre rer 1 
it amy $ New Orleans: 1 hea 
New Orleans: | ind f t her bt ‘ t . ible 1 it 
idequat 1 0 ton 11 
$s New York: | hea ht 
San Prancises Demand uppl arlot whe tila 1 T t 
y ground $75 li¢; ton lots 11 
sent tle at ead ' uff 
t; whole §79 BUTTERMILK-CONDENSED 
$s ex-w Ogde »ply norma $ 1 
drun 
end ple ‘ ? Philadelphia: Demand dull upply light 
barle $79 url $84 $5 owt 
acked fair end 1 
Keston: and fair gai 
ket stead ind fa 
BLOOD PLOUR 
New Orleans nd dull; trend steady Chicage: Demand fair supply amy 
uf $9 al plants $4 wt n irlots 
supply norma $0 1 tor $5 owt 
veemand g nd steady 
BLOOD MEAL Louisville: | mar 1 ren 1 
supply ample $ > ewt 
Portland: Demand fair; trend unchanged Indianapolis: Demand fair, trend stead 
upply ample; $1 supply ample; 100-Ib. bag $5.¢ barr 
New Orleans: | r w: trend steady $4.90 
CALCITE CRYSTALS AND FLOUR 
ammonia screens (All prices net, including freight and tax) 
New York: Demand steady; supply ar 
t 1 fair upply adequate H rystals $12.14, flour $9.49 
1 Demand low pply ample to 
ind slow up uf ient ystals $12.94, flour $10.19 
$125 ton, 1 al packin plan : «steady supply ample 
Louisville: lremand slow trend strone $14.52, flour $11.77 
upply ample; $95@100 tor Limecrest, NJ Crystals $8.50, carlots 
flour $5.75 
BONE MEAL Loston Demand steady; supply ampl: 
Louisville: Demand slow; trend steady erystals $13.37, flour $10.62 
supply ample fertilizer grade $65 @70 ton 
New Orleans: Demand fair; trend steady CALCIUM CARBONATE 
supply ample; $68@70, southern ports New Orleans: Demand good; trend steady 
Ft. Worth: Demand good; supply moder supply plentiful; $9@9.50 tisiana origin 


Portland: Demand good; supply ample t 
i unchanged; $14 icv 1 18 
Seattle lemar ead pply good Kansas City Market steady 
t ruck t gor 10% @11 t lepending 
steady DEIED BEET PULP 
Minneapolis: es depend on potency of New Orleans 
: nd MnSO, $1 plain al Qedea: Sui 
5 Buffalo f ‘ 
CHARCOAL stea 1 
New Orleans: | nal light; trer teady 4 
It bag cha - 
san Francisco: and teady su ‘ 
Chicage up Los Angeles t 
te $93 ton n It tight 
ne) Roston 
Boston and and upply licht $78 ‘ 
I minal 
COCONUT San Francisco: [De 
San Francisco: Demand g¢ | ply 
DRIED BUTTERMILK 
Seattle: i slow; tigt $87 Omaha: and ar 
t New Orleans: Der 
Los Angeles: [remand tr t 1 
‘ mpre pot Ogden y $11 
788 
Bayonne, N. ) pr t ex Buffate 
tr meal $723 per st = ae 
076.60 me t ton in good used bas Boston pl 
COD LIVER OL (PORTIPIED) 
Minneapolis: M 
New York: 0 Icu, 1 A i% to fair 
- Wichita: 
A 28 wu, 1 A 24 
A 30G Chicage 
Boston: | nd fair Ipt ample: ¢ : 
00 DD, 2.250 A Indianapolis 
1 A 22 
CONDENSED FISH SOLUBLES Louisville 
Boston: Demand good; supp! fa r Ft. Worth 
CORN GERM MEAL t Ft 
Mt. Louis: Der i ul San Francisco 
DISTILLERS’ DRIED GRAINS 
: nd slow; tr ea 
New 


CORN GLUTEN FEED AND MEAL 
(All 


ked 


cities are 


$6 


all sa 


basis 


ons for 
asis; bulk 


Fe 


quotat 


t lexs) 


Minneapolis: 
Atlanta. 
Birn 
Chicago 
Cleveland: 


Fee 


ea 
al $94.50 
Ind unapolis: 1 al $91.50 
City: 
Lowsville: Feed $73.11 eal $95.11 
New Orleans: Feed $75.88, meal $95 88 
New York: Feed $76.69, meal $9 ) 
Norfolk: Feed $76, meal $9¢ 
eal $96.23 
mea $94.50 
meal $87 


COTTONSEED MEAL 


Tidunapel 
nged 


ADE DRIED CITRUS PUL? 
h with at New Orleans 
Los Angeles ‘ ng I 
‘ $99 
New Orleans San Francise 
nt $1 ri mn 41 
Omaha: and i $ DRIED MILA 
Ogden il $95 100 
ailat il nomit Ruffale 
Memphis: | xeoelle ren 4 
er upply tiz prime 41 I tein $1 Portland 
Mi 
Wichita: nor ‘ Chicago 
Portland: | 1; trend firm; su Boston 
mited; $9 ‘ 
Ft. Worth: Demand go« 
San Prancisce: go ip 
4 
Seatibe DRIED WHEY 
’ x-dock for im ted, A i Now Orteans trer 
Cincinnati: ar end 
t; $1 Philadiephia 
Louisville: Ler vod; tre: r $9 
x | Ogden 
silable, $ Bultalo 
A AND D PREDING OIL Minneapolis: 
Minneapolis: st t A feeding 1 14¢ 
rr I) $1.08 ga \ Los Angeles 
\ I 
4 it e drur lot Boston 
Haffale: |» ren 
rt fair I P27 Kansas City 
iru A 
A t Louis) ille 
\ 1 i 
7 £@21% Seattle: 
0 \ 5 t 
Le fair supply light; | San) Francisco 
pe 11@ liion Ft, Worth u 
\ Dp, 1 nt 
A 1 750 all ex-warehou Portland 
Keston: und = fair upply ample 600 nl 
3 it \ Chicago: | fair y 
1 \ dD, 750 A $s t 
New York: » ICU, 750 A 19 7 
cu, 1 ICI MEAL 
000 A 27@2 Los Angeles and ery gon 
U. 1.500 A 600 IcU | firr f 
A 29 le Boston: 
1 M 
DEFLUORINATED PHOSPHATE Indi: 
Portland: Demand fair supply ampl $17 
tr i un anced; $80 Louisy ille tre 
n.: $64 } er f 
Miss.: $49.50 Seattle er i ippls 
Fla.: $50 r 
Houston: $65.50 
ACTIVATED ANIMAL STEROI | i 
~ — an Pranci~ r 
New York: Demand good; trend steady | Chicage: Der and ly 
supply sufficient; 1,500 ICU pr. gm. 10@ | protein $132@13 sacked, f.o.b. N 


Orleans 
Omaha 
Philadelphia 


New York 


buffalo 


Boston 

Louisy ile 
Cincinnati 
san 


Porthand 


000 


ay 
a 
hen and ix 
rrier 
1 up f 
t 

acks 

hia 

ork 
Ans 
q 

lot 
Pr 
pes 
11 
he 
ady ae 
hel 

t 
4 u 

we 

ff 

$1 
10 

Feed $78.18 mea! $98.18 
$77.15, meal $97.1 
1 $67, meal $87 

i | 

| 

— 

} 

l 

er: 
te 
tead 
eady 
fy! 1 fair 
¢ 
eady 
supply 
r 

ed 
t 
rth 

3 

juate 
trend 
ro 
1 
+ w Eng 
By: 


land; 60% blended West Coast $38; herring 


meal 734 protein nominally $2.35 a unit 
f protein, f.o.b. West Coast, sacked 
New Orleans: Demand good; trend up 
slightly; supply sufficient; 60 $128@130 
sout hern ports 
Worth: active; supply lim 


Demand 
menhaden $13 
nber 
Demand good; supply limited 
ex-Vancouver, B.C 
trend 
126413 all East Coast 
nal; $2.20 a unit, fob 


ited f.o.b. Texas Gulf 


Prices strengthened this 
ap tly in sympathy with ad 
vancing animal prote 
fairly good. Quota 
2.36 a unit of pr 
65 and meal al fferec 
level; 60 $133 ton Coast 
New Orleans 


HAY 
Philadelphia: Demand moderate; supply 
ample; timothy and clover $29@31 
New York: Demand fair; trend steady 
supply limited; old and new crop timothy 
No. 1 $40@44, No. 2 $334 39 $28@ 51 
Ogden: Supply normal; $1 bale; $23@ 
8 ton in the field 
Baffale: Demand fair trend steady 
»pl No. 1 $41@42, No. 2 236 
Demand fair; supply fair on 
on others t baled 
No. 1 alfalfa $54@59,. No. 2 Okla- 
homa-Texas origin: prairie 
Johnson grass, nominal, No 


delivered TCP 
Wichita: Demand 
prairie $25@ alfalfa 
le: Demand 
alfalfa $36 
Washington 
No. 2 green 


good 


supply scarce 


$i0@ 45 


slow supply ample; 
delivered truck lots. 
common points for 


baled 


Louisville: Demand fair to good; supply 
improving: no real markets; timothy brought 
$34@37 local alfalfa $40; fancy mixed 
timothy and clover straw 5@ 27 

New Orleans: emand . trend 
up; supply light timothy and ver $31 
@33, baled alfalfa $44@46, prairie $28@30 

Boston: Demand quiet; supply adequate 


No, 2 timothy $35@ 

Demand 
supply adequate 
$40@ 41.50; U 
2 green 


strong; trend up 
baled alfalfa 1.8 


$36.50@37.50; Us 


HOMINY FERED 
Demand 
$59 bulk, $64 sacked 

Baffalo: liemand slow trend 


white 


fair supply limited 


steady 


76, both Boston 
fair supply sufficient 
burlap bags $78.50, both 


d Jeattle carlots 
Cincinnati: Demand good d steady 
supply somewhat limited 272 
Louisville: Lemand good; trend steady 
supply fair $72 ton 
Memphis: Demand fair; trend stronger 
supply adequate yellow $72 
Chicago: Lemand good supply ample 
$69@70 ton, sacked 
Indianapolis: [bemand fair’ trend strong 
to higher supply am ple $72 ton, de 
ered Indian neluding state and 
used bags orn $77 ton 
New Orleans: Demand fair; trend steady 
supply light $69.50@ 70 
Boston: Demand good; supply fair; $73.50 
@ 74.50 
LINSEED OTL, MEAL 
strong: trend firm 


Demand 


Los Angetes: 
$8 


no fer 2 ked, nominal 
toston: emand juliet supply short 
Canadian $104, nominal 
Kansas Cit Market steady at $89.50@ 


96, bulk, Minneapolis, for 5% linseed mixes; 


Kansas City - Omaha. Dallas 


but a few resale cars available at $88@ 
89, bulk, Minneapolis 

traleht nseed oj 

. al ates 

ves 


ng prices for both 


i ‘ solver 
linseed oil meal mixes ton. sacked 
basis Ctr r « anytime thru 
December ume er t large 
since mixers r ling their inventori« 
AS le 

Wichita Deman slow supply nesuffi 
clent $104 

Minneapolis: Mixes are «till quoted t 
bulk Minneapolis, fer t 
and ‘ t emand f at 
Buyers erat 
to buy y ne sities al 
though rward ad ery 
material id at this wee 
at th 

Indianapel nd trend strong 
gher mt ple $1 mn 
Louis 1 fair trend strong 
supply t u tou 

Cincinnati nd trend strong 
supply limited $9 bas 

New Orleans: | nd good I strong 
supply mited and p $99 

ex k. carlots, August arriva 

Francisco: Demand and fa 

Ft. Werth: lDemand fair upply suff 

lot 7 


August-Septer 


ply limited Los At 
nporte ex-d 

Baffale: i strong tr steady 
at ceiling supy f streight al ery 
tight, new concentrates fairly " Ca 
nadian about $108, nominal, d est $83.50 
nominal, both basis t imported meal 
New York rates $94, nom 
inal, Buffalo 

Philadelphia: Demand good suppl 
scarce ho quotat 

Omaha: Lemar tr 1 us no 
supply $100 


MEAT SCRAPS 


St. Lowis: Demand fair; supply adequate 
q $115@120 bulk, $118 in paper bags 
$120@125 in burlap bags 

St. Pani: Market steady; « mand f 
supply fair; 50% meat and bone scraps $13 


Demand good 


: supply tight 
“in $115@124 ton, sa 55 


ked 


Demand heavy supply insuffi 
120, .f.0.b. plant; 55 no quo 
tations, no offerings 
Los Angeles: Demand «trong: trend firn 
supply ery light wnit 
protet: bulk, producers’ plants 
Resten: Demand and supply e 1: $1.90 
a protein unit converted 5 
Kansas City: Demand ’ market ex 
tre ely t Theat 
bone 1 J ach Kan 
sas City 
strong 
tren 
falr 
plant 
for 50 
San Francisco: Demand improved: suy 
ply good; $2 a unit protei 
New York: Lemand er trend 
higher supl $11 
0 sach $118 bulb 
rt. Werth Demand good ace 
quate meat and bone 50 


DEHYDRATION 
ing ond 


McGehee 


for AGRICULTURE and INDUSTRY 


sacked, fob. or delivered Ft. Worth 1 slow very 1! of 
’ : Demand strong, supply ‘limited horts $68 ‘ 
Dema trend steady ne 
ample basis Buffalo higher “ ‘ at 
Demand « supply ample bran $71, sta $76 x t 
imported §2.15@ da are st ‘ 
Louiss ible and goo end « ne 
‘New Orleans Demand good, trend strong sul fa bra $69 xed ‘ 
supply adequate sies@ile loca m liing 
plants Cincinnati; Demand acd 
St. Louis: | amd fa te t 
$51 bulk, $4 e ' 
al n rocked nda 
Demand quie supply light lo tel 
estic S61@62 New Vork: | 
HKuffalo and =good trend upward supply suf t ‘ 
tigt lomest N 1 sTi@ Bos 
t basis liar $62 New York t 
ton r idelphia basis bran $64. midd ge $65 
New Orleans: and geod: trend steady Philadelphia: and su good 
higher: supp light: $¢ roa bran $71.50 tandard jad 5 red 
log $78 
MILLET New Orleans: [remand y light 
St. Louis: and) slow upply ted trend ronget an $05 te $7 
juota able 74 gs $69 
Me i teady 
MILLFERD upp whea tandard 
Minneapolis Prices howed an easier midds era 
tendency toward the f the week Seattle 
f id nal ca The 1! 6 mr t 
arke reported ear of surplus sur I trend higher 
plies, at with only lieht a 
mulation f s at mixers’ plant “Ouden: Supply Utat at 
1 to t fairly firt lealers red run 
at bran $58459, standard blended, white 8¢ Den 
four midds. $66.50@ er: red t ‘ ne 
dow t68@69 to Ca t bra ! ur 
Demand ty supply $70.50 m liings t rar 
mand basie Kaneas City cisco ad Les 


Los ‘an eles: Demand good; trend 


Controlled 
Uniform Quality 


DEHYDRATE 


ALFALFA MEAL 
BERT & WETTA 


DUST TITE BAGS 


ABILENE ALFALFA SALES CO. 


ABILENE, KANSAS 


Dehydrated ALFALFA MEAL 


From the Fertile Red River Valley of Minnesota 
Write - Phone ~ Wire 


RED RIVER ALFALFA CO. 
Phone 61 Crookston, Minn. 


High 
Carotene 


Earl Saul 


FEED GRAINS 
KAFIR-MILO 


BARLEY 
From &very Grain Producing Area in United State 


CORN 


OATS - WHEAT 


CONTINENTAL GRAIN COMPANY 


New York Omaha 
Chicago Columbus 
Kansas City Memphis 
St. Louis 


Nashville 
Enid 
Minneapolis 


OFFICES: 
Fort Worth Galveston 
Buffalo Portland 

Peoria 


Vancouver, B. C. 
Winnipeg 
San Francisco Los Angeles 


TERMINAL ELEVATORS: 
Kansas City Omaha Portland 
St. Louis Toledo Galveston 
Chicago Columbus Enid 
Buffalo Fort Worth Minneapolis 


w 
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| 
Por 
trer 
Buf 
sup 
Ox 
si meditate le ery bran advanced 
ton and shorte $141 ton compared with 
‘ the preceding wee) 
Ft. Werth: Demand quite good for bran 
rhorte le act te arl ts "Mister Alfalfa”’ 
prompt wheat brar 0@ 68.50 wray 
shorts $71.5 ‘ ered TCP $3.50 
Omah Demand supply adequate 
Chicago Offerings f milllfeeds were j 
net heavy n the entral states area this A inc. 
$38 @ ward pre market Pr are 
No. 3 Chicage $192.50 ton higher than a week ago, with OF 
$1 u wit Quetatior Aug bran $6 a 4 
42.5 néard ida $67.50@ 68.50 flour 
midd nomina $49. 50@ ret low 
$71.50@ 72.5 
yA 
TED | 
eh. MEAL 
vt 
] 
j 
7002 Prospect Ave. 
ge A: 4 KANSAS CITY, MISSOURI q 
| 
| 
| 
} 
| 
PS) 
| 


supply ample; standard mill run $72.50@ 
$76@77 
isco: Demand fair 


supply arm 


ple $72, red bran $74 
MINERAL FEED 
Demand heavy; supply inade 
‘ with 
t $s 
Lemar 
anapol 
na ‘ 
competiti 
el 
oo I ana ‘ upply 
‘ th ne $ 
Demand good ipply ample 
u 
1 letur ‘ I pheru 
1 ro f.ot rt. Worth 
Portland Demand 5 1 upply ample 
trend unchanged; $10@ 
Omaha IM and air supply ample 
$80 ba block 
I ‘ with line $92.50 
Minit m pt phorus 7 
J min ff hog 
MOLASSES 
Memphis: sir; trend lower; suy 
ply i ‘ t trap 1 gal tank car 
fot rie 
Minneapolis: M easier; demand light 
supply pler u 14 Kat fob. New Or 
$26 ton, We ‘ t 
Angeles: | and fair trend weak 
‘ ton. f.o.b. tank cars 
el harbor; $2¢ in tank truck 
r mo eu ‘ than ton lots 
supply am ple 
1 ta ur 
wae City Market easier by at least 
ga emand fferings suffi 
clent 14 r15¢ gal New Orlear $26 ton 
est Const 
Indianapol Demand fa trend wun 
change ipply ample )-gal. drum $18.25 
includit tru bul O-gal. $15.25, ton 
outs 
Louisville: lh and fair: trend easy; sup 
1 ral., carlots in tank cars 
vemand fair trend lower 
14%¢ gal. fob. New Or 
nd steady supply good 
irs $9.70 400.1b trum 


Francisco: Demand and 


$26 ton, ar Riehmond, Cal 
Ft. Worth: Demand fair upply ample 
lackstray prompt 1 ¢ gal f b. Hou 
ton, § ‘f n lelivered Ft. Worth Au 
gust through March eller price dat of 
sh pment maximum 16¢, f.0.b. Houston 
New York Demand fair trend lower 
supply adequat 17¢ eal 
Buffalo: Demand fair; trend easier: sup 
ply falr tank Ruffalo Albany 
$29@30, me #2950; drums, 600 
Ib tru tuff $1 0@ 12.50 Albany 
$10. 90411, Talt re $16.70@ 10.90 
Portland: Demand fair; trend lower; sup 
ply amp! 6 tor 
New Orleans: Demand moderate; supply 
idequate lhe il. in tank car fob. New 
Orlear 
NIACIN 
New York: $9 kilo 
OAT PRODUCTS 
Philadelphia: geod on pulver 
ed il ‘ oat feed ipplie ample 
pul ed r t feed pulverized 
white at $09 t and) Canadian 
at f Lor uotatior 
Ih ind trend firm; sup 
rolled $8 ground $83, rolled 


Louisville: Demand good; trend steady 


Dehydrated 


$40.50; rolled 
$100 @105 
pulverized $65 


supply fair; reground 
and groats, feeding oatmeal 
ground white $90; 
Indianapolis: Demand good; trend steady 
to higher; supply none too plentiful; pul- 
verized oats §64, white pulverized oats 
$69, crimped oats $86, steel-cut oats $119, 
oat groats $110, fine ground oatmeal $97 
rolled $108, recleaned No. 2 white oats $7¢ 
bu sacks extra 
St. Lovis: Demand fair on pulverized 
good on oat feed; supply ample on pulver 
ized, scarce on oat feed; pulverized white 
oats $62 choice $63 reground oat feed 
7 in 100-Ib. burlaps 
Minneapolis: Fairly 
tinues, including 
were quote 
poultry rolled 
verized $59.50 
at feed $30 
Demand good supply 
reground feed $35.50@36.50 ton 
ground feeding rolled oatmeal $53 
feeding rolled oats $93.50@94.60 
is: Demand fair trend 
3%% protein, reground 


oats 
fine 


oats 


good demand con 
forward interest 
lower this week 
oats $94, stand 
feeding oatmeal $84 


some 


oats 


uotat 
pul 
reground 
Chicago 


ons 


tight 
sacked 
asa 


oat 


steady 
oat 


supply tight: white 
reground oat feed $38 
Demand spotty supply 
to up; pulverized white 

feed oats $64 mil! 


19.50, 


OYSTER SHELL 

New Orleans: [Demand 
supply $10@10.25 
Los Angeles: Demand 
ple steady 
in paper local 
: Deman 


fair; trend steady 

Louisiana origin 
fair supply am 
$24.06, packed 


and supply 


good; paper 


21.44 
Louisville: Demand good; trend steady 


supply normal; $1950 ton 
Seattle: Demand steady supply fair 
7, western $24, both ex-ware 


rancisco: Demand fair; supply am 
5 eastern $24 

*ortland: Demand good; supply ample 
trend unchanged; western shell $27, east 
ern shell $33.50, granite grits §22, crystal 
grits 

PEANUT MEAL 

New Orleans: Demand good; trend firm 
supply scarce; $94@96, f.o.b. mills 

Portland: Demand good trend lower 
supply ample; $105 

PEAT MOSS 

Philadelphia: Demand and supply Ueht 
$2.60, fob, pier 

ortiand: Demand good; supply ample 
trend unchanged; $2.9% 

san FP Demand fair; supply am 
ple: $3.15 bale 

Chicago: Demand steady; supply ade 
quate; $3.30, 100-Ib. bale 

New York Demand good: supply fair 
trend unchanged; Canadian $3.20@3.50, im 
ported $2.75 3.30 o.b. port 

New Orleans: Demand slow; trend steady 


supply adequate; 150-lb bales German moas 


$3.50@ 


Los Angeles: tbemand fair: trend steady 
supply ample 1.25 bale, carlotsa 
Boston: Demand steady; supply adequate 


carlots $2.75 bale, Lel. $2.85@3 

Seattle: Demand slow; supply good; $2.80 
bale, ex-warehouse, either horticultural or 
litter 

POTASSIUM LODIDE, U.S P. 

New York: Demand normal; trend steady 
supply am ple 0-Ib, lots $2.15, 100-Ib 
lots $2.17, 25-Ib 
hall mixture 
lots $2.08, 25-Ib 

Louis Demand and supply good 
pure potassium todide 1.8 100-Ib 
lota $2.17 in fiber drums, 25-lb. lots $2.20 


lots $2.2 


7 In bottles 
potassium 


jodide cal 


drums, 5-Ib 
Loui 90% 


in fiber 
f.o.b. St 


ALFALFA 


Processed Correctly 


Warehoused Properly 
to Retain All of Nature’s 
Full Bounty of Vitamin A 
Packed in either 50-Ilb. papers or 100-lb. 10-o0z. burlap bags 


Write 


Phone 


Wire 


LANDBY DEHYDRATING CO. 


A, J. Landby, Mgr. 
Phone Warroad, Minn. 


Plant at 
Swift, Minn. 


COTTONSEED OTL MEAL FUTURES 


Closing prices of cottonseed oil meal (41% protein) on the Memphis Merchants Ex 
change in dollars per ton (sacked) 
Aug Aug. 18 Aug. 19 Aug. 20 Aug. 21 
October @ *78.00 @ °78.00 p°78.00 °78.00 
@*78.00 @°*78.00 *78.00 °78.0 
@*78.0 *78.00 p*78.00 @*78.00 
*78.00 78.00 *78.00 y *78.00 
@ *78.00 p*78.00 °78.00 
@*78.00 @ °75.00 @°78.00 @°75.00 °78.00 
SOYBEAN OTL MEAL FUTURES 
ng prices of soybean oil meal (basis Decatur, Ill.) on the Chicago ard of Trade 
and of ean meal concentrates (basis Decatur, Il.) on the Memphis Merchants Exchange 
i 4 per ton (bulk basis) 
CHICAGO 
Aug. 15 Aug. 18 Aug. 19 Aug. 2 Aug. 21 
October *81.00  *81.00 @ *81.00 *81.00 *81.00 
i her p*81.00 *.8100 *81 06 $1.00 **81.00 
Janua *51.00 @*81.00 *81.00 P*81.00 @ *81.00 
Maret *81.0 »*81.00 *51.00 
*hid. tNominal 
MEMPHIS 
Aug. 15 Aug. 18 Aug. 19 Aug. 2¢ Aug. 21 
August @*105.00 r*105.00 @*105.00 ,*108.00 a 
tobe 93.00 91 89.00@ 90.00 89.00 90.7T5@ 91.50 
er 90.00 88 89.50 S7.00@ 87.25 86.00@ 86.55 87.90@ 88.00 
Janua 89.00 89.50 ST.00@ &7 ® 87 87 40 
Ma 89.00 88.00@ 89.50 87.00@ 88.00 85.25@ 86.50 87.10@ 88.25 
May 89.00 589 ST7T.00@ 85.0 si.vu@m $0.25 
Jul 39.00 88.00@' 89.50 S87.00@ 88.01 85.25@ 86.50 
*bid 
cium stearate mixture, Ib. lots $2.06 MILLFEED FUTURES 
in leve sk drums, 100-1b, lots $2.08 In fiber The following ymparison of settling 
drums 25-Ib. drums §2.11, 5-Ib. bottles prices at Kansas City for Aug. 15 and 22 
$2.18, f.o.b. St. Louis 
Bran—- Aug. 1 
RIBOFLAVIN August $57 
Terre Haute: Demand and supply good September . 
%e¢ gm of contained riboflavin, with October 


freight allowed, for 8,000 and 16,000 po- 
tency ried fermentation solubles. 

New York: [mand good; trend steady 
supply ample; 12%¢ gm. equivalent, freight 
ailowed 

RICE BY-PRODUCTS 

San Francisco: No offerings; no quota 
tions 

Memphis: Demand good; trend stronger 
supply tight bran 55.50, f.o.b. Arkansas 
poluts 

Ft. Worth: Demand unsatisfied supply 
very scarce most rice mille still shut 
down will start on new crop by early 
September rice bran $45@50, f.0.b. south 
rexas rice mills August shipment; hulls 
$4@5, f.o.b. mills 

New Orleans: Demand good trend up; 
supply tight bran $46@47.50, Louisiana 
origin 

SCREENINGS 

Chicago: Iemand excellent; supply tight; 
ground grain screenings $44@45 ton, sacked 
Canadian $36.70@37.70 ton, bulk 

Minneapolis: [hemand has eased -ceipts 
of country run screenings have ked up 

> quoted 

ton 

$30@ 

bulk 

sacked 
Duluth 

SESAME MEAL 
Los Angeles: Demand strong; trend high 


for 
delivered, 
offerings. 


September shipment 
aacked, September no 


fair 
spot 
SORGHUMS 


Demand fair; offerings 
No. 2 yellow $3.46@3.51 


light 
de 


Ft. Worth: 
carlots, bulk 
livered TCP 

SOYBEAN OLL 

New Orleans: 
settled supply 

Los Angeles: good 
supply fair on mixes 
sales reported $100@105 bi 
and erings as high as $1 
mixtures 

Kansas City: 


MEAL 


Demand good 
adequate; 44 


trend 
$106.0 
trend higher 
wide range; 
Decatur 
with 1% 


un- 


cover 


Further 
the 


strength has been 
market with the 
$110@112 bulk 


meal mixes 


iber cars i 
Indianapolis: Demand fair te good; 
plentiful 


steady 
and 5% 


trend 
yy bean 


Demand good 
mixtures, 95% 5s 


xtures 44% protein $119 

bulk, Decatur 

Den 
acked 

new 


arm ple 
proteir 
20, del 


and slow 
earlots 44 


$125 


Demand and supply fair 

mixtures $151 

Demand supply scarce 

d/or 44 concentrate Missouri-Ar 

October-November 
i i Ft. Worth 


firm 


rt. Worth: 


sup- 


am ple 
Buffalo: 
tight, mi 
ceiling 


Demand strong: supply of meal 
plent straight 

41 mix $9495 
$95.50@96, all De 


very ful 


$107@112 
Soybean oil 
central 


xtures are 


with al 


meal n 


the States area 


Products of American Industry 


SOLD BY MEN WHO UNDERSTAND YOUR NEEDS 


~NEW ENGLAND BY-PRODUCTS CORP. 177 MILK STREET BOSTON. MASS. 


Distributors For Gorton-Pew Fisheries Company, Ltd. By-Products Div. 


November 1 
December 
Januar 
Short» 
62.7 $ 1764.00 
er 61 61.50 61.25@ 61.50 
61 61 61 t 61.7 
: 60 2 61.00 60.00 60.90 
60.00@ 60.7 9.25@ 60 
Sales 
nearby es A few 
ffe were ade ations are 
Chi 
ew crop October-November-Dece 
li are quo at 
Decatu p fror weel 


age 

Philadelphia: Demand g004d; supply 
scarce eiling pr 

Wichita: Demand slow, no straight 


il mixture 


meal 
ivailable oy be $110 
f.o.b. Wichita 


Decatur: Lemand heavy supply very 

carce 41 protein $81 ton; 44 $81, ceil 
prices 
inneapolis: Near of mix were 

virtually btain me mal 
sales rep yund he 105 bulk 
Decatu p material was of 
wee re 
tion Octot oO 
$58 @89 stur. O 
case aded th I isi 
would be hipped i t e pe 

Memphis: Demand exce t; none ava 
ible trading at a standstill due to go 
ernment ceilings 

Memphis: Lemar fair; trend stronger 
su} y tight pr ‘ 44 proteir cer 
tra $121 

Omaha: lbemand good; supply short: $11¢ 
@12 


SOFT PHOSPHATE WITH 


COLLOIDAL CLAY 
Chicago: $2 arlots 
Kansas City: $21 50@2 earlots 
St. Louis: $21.10@ 21.50, carlots 
nes: £22.50, carlots 


phia: $21.25@21.50, carlots 


Minneapolis: $25.75 carlots 
SUNFLOWER SEED 


St. Louis: Demand fair; supply limited 


large black and ire ray $21.50 ewt 
medium blach medium gray $18.50 ewt 
small 1 t available 


SUNFLOWER SEED MEAL 
Portland: lbemand rod trend 
supply ample $9 ex-dock 


COD LIVER & FEEDING OILS 


MAXKMAUM DOUBLE PROTECTION IN BOTW VITAMINS 


Warehouse Stocks Available for Immediate 
Delivery 


MADISON, WISCONSIN 
CONTACT: 


H. Il. “DUSTY” RODE 
Rode Feed Service 
522 Grain Exch, Bldg. 
Milwaukee, Wis. 


Phone: BROADWAY 2-4580 


AKRON, OHIO 
CONTACT: 
Cc. C. WELCH 


435 Brevoort Koad Columbus, Ohio 
Phone: Ladlow 1077 


DAYTON, OHIO 


PHILADELPHIA, PA. 
CONTACT: 
SEA BOARD SUPPLY CO. 
35th & Grays Ferry Ave. 
Philadelphia, Pa. 
Phone: Fulton 9-2317 


New England By-Products Corp. 


177 Milk St. BOSTON 9, MASS. 
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‘ 
| Boston: Dema 
|} pulverized $69@¢ 
| New Orleans: 
oats $70.50, mix | 
ia 
— 
— 
| 
| 
— 
a 
| 
— | 
; range Aug 3¢ n 
| | ottering or up and Sep 
offerings for A Sep 
trend 
JE Gortons 
‘ 
‘Ogden: 
| Ogden: 
Me 9 : 
i 
: 
| 


W. J. Hershberger 


JOINS MIDWEST — The Midwest 
Burlap & Bag Co., Des Moines, has 
announced the appointment of W. J. 
Hershberger as its representative in 
the company’s western division. Mr. 
Hershberger formerly was sales man- 
ager for the F. R. Miller Feed Mills, 
Omaha, and more recently with the 
United States Bag Co., Omaha. His 
headquarters will be at Omaha. 


Los Angeles: Demand very good; trend 


higher; supply improved; $100@103, sacked 
depending on quality 
TANKAGE 
Wichita: Demand heavy; supply tInsuffi 
cient; 60 120, ¢ 
lDemand supply tight; 
6 sacked 
demand fair; 
$130 
supply adequate 
in paper bags 


offerings 


digester 
$122@12 sacked, Kansas City 
New Orleans: Demand slow; trend strong; 
supply scarce; 60 $120@125 
Louisville: Demand better; trend strong 
er; upply fair; 60% $115 ton 


P.O. BOX 347 


DEHYDRATED 
ALFALFA MEAL 


QUALITY * UNIFORMITY «+ SERVICE 
THE YEAR AROUND 


BARTON MILLS, INC. 


OMAHA, NEBRASKA ~ 
TELEPHONE: MARKET 5333 


Ft. Worth: Demand good; supply suffi 
cient; 60 digester $118@123 ton, f.0.b 
Ft. Worth 

Demand good; supply limited 


WHEAT GERM 
New Orleans: Demand fair; trend strong- 
er; supply limited; $92@94 
Chicago: Market stronger; demand good; 
supply tight; $99. 


JAY P. GARLOUGH, 58, 
DIES IN MINNEAPOLIS 
CLEVELAND — Jay P. Garlough, 
58, vice president of Meermans, Inc., 
Cleveland, advertising agency, died 
in Northwestern Hospital, Minne- 
apolis, Aug. 14 of a cerebral hemor- 
rhage. He had attended the national 
convention of the American Poultry 
and Hatchery Federation in San 
Francisco with his wife and daughter, 
Patricia, and was returning from a 
trip to Banff when he was stricken 
With a background as magazine 
editor and advertising manager, Mr. 
Garlough joined the former Camp- 
bell Sanford Advertising Co. in 1933 
He later became president and gen- 
eral manager, and in 1948 he joined 
Meermans, where he was head of 
the agricultural division. He was a 
former director of the Michigan 
Poultry Improvement Assn 


MICHIGAN STATE ELEVATOR, 
FARM SUPPLY COURSE SET 


EAST LANSING, MICH The 
eighth class in Elevator and Farm 
Supply will enroll Sept. 26, reports 
R. W. Tenny, director of short 


courses, Michigan State College. This 
comprehensive course in feed mer- 
chandising and country elevator op- 
eration is designed to train young 
men for a career in this field. 
Although the course is nearly full, 
a few more applications will be ac- 
cepted, Mr. Tenny said. Out-of-state 
students are also considered because 
of the limited availability of this 
training program. This training has 
special appeal to employees desiring 
training to qualify for advancements 
and sons of owners of feed mills, feed 


SO. OMAHA STATION 
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Chicks Placed in Principal Broiler Areas 


(in thousands) 


Virginia 

Week Eastern Del - Mar Shen “ 

ending Conn Va Valley gia Arka . Texas 
June 7 332 2,054 1.219 
June 14 . 369 2,318 802 2.396 oie 1268 
June 21 ....... 308 2.467 $61 2.398 1,050 
June 28 315 2.422 797 2.384 1,011 
July 6 351 3.3 697 96 1.248 
July 12 284 718 
July 19 i8 70 11 
July 2¢ 1.5 694 
Aug. 2 19 1 
Aug. 9 1 
Aug. 16 1.49 
Week areas 

ending Florida Alabama M 
June 7 205 488 775 10.768 11.826 
203 600 782 11,262 11,619 
June 21. 176 604 Ta? it 11.632 
June 28 . 17 637 705 11.450 11,450 
July & 187 436 746 1 11.139 
July 12 190 416 656 0 1 
July 19 18 
July 26 1 | 
Aug 149 os 
Aug. 
stores and country elevators, Mr. | Minneapolis; Omaha; Independence 
Tenny said. Manhattan, Wichita, Concordia, Kan 

Korean veterans may take the | sas; Beatrice, Neb.; Topeka, Atchi 


training under the “Korean G.I. Bill.” 
Any questions pertaining to the 18 
months training course should be sent 
to Director of Short Courses, Michi- 
gan State College, East Lansing 


WILLIAM H. UMBERGER DIES 
LEBANON, PA. William H 


Umberger, 70, of Wm. H. Umberger & 
Co., Lebanon, Pa., died Aug. 14. In 
the feed business for over 40 years, 
he got his start working as a mill 
hand in Zug's Mill at Prescott, Pa. 
For the past 20 years he operated 
his own retail feed business. 


3 EXCHANGES ADD HALF 
HOUR TO CLOSING TIMES 


The Chicago Board of Trade, Mer- 
chants Exchange of St. Louis and 
Minneapolis Grain Exchange have ex- 
tended the daily closing hour of trad- 
ing one half hour. Hours of trading, 
Starting Aug. 25, will be from 9:30 
a.m. to 1:45 p.m. Monday through 
Friday, at Chicago and St. Louis 
and 8:30 a.m. to 12:45 p.m. at Min- 
neapolis. 

This adds to the five week days the 
same total trading time that was 
eliminated with the decision to close 
Saturdays. 

The Minneapolis hours will be shift- 
ed to 9:30 am. to 1:45 p.m. when 
the Chicago market returns to Cen- 
tral Standard Time. 

Directors of the Kansas City Board 
of Trade have voted down a proposal 
to extend the closing hour 30 min- 
utes. It was indicated that directors 
were somewhat divided on the issue 
The extension at Chicago was ap- 
proved by the slim margin of 432 
yes to 406 no 


DONALD THAYER NAMED 
TO NEW PILLSBURY POST 


CLINTON, IOWA Donald W. 
Thayer has been appointed assistant 
sales manager for the central region 
of Pillsbury Mills, Inc., Feed and Soy 
Division, G. R. Peterson, regional 
sales manager, announced. He will 
move here from Danville, Ill, where 
he has been area sales manager 

Mr. Thayer has been with Pills- 
bury for 17 years, 16 of them in the 
feed division. As a Pillsbury salesman 
and sales manager, he has lived in 


son, Kansas; Danville, and now Clin 
ton. 

Mr. Thayer's successor at Danville 
will be announced shortly, Mr. Peter- 
son said 

— 
HOWARD J. CANNON 
DIES IN CHICAGO 


CHICAGO—--Howard J. Cannon, 49, 
consultant for Abbott Laboratories, 


Chicago, died of a heart ailment in 


Chicago recently. Mr. Cannon has 
been a well-known figure in the fee@ 
industry for more than 20 years. He 
was with Abbott from 1925 to 1932, 
then founded the Laboratory of Vita 
min Technology in Chicago. He re 
tired from this in 1949, and rejoine@ 


Abbott in 1951. He 
son, Joseph, Chicago 
Cleveland, and a 
Detroit. 


is survived by @ 
a sister Tillie, 
brother, Samuel 


JOSEPH ALLHOFF NAMED 
TO O. A. COOPER CO. POST 


HUMBOLDT, NEB.—Joseph AIk 
hoff has been appointed credit mam 
ager of the ©. A. Cooper Co., Hunt 
boldt, feed manufacturer according 


to an announcement by Guy Coope® 
Jr.. pre sident of the milling company 
Mr. Allhoff will take up his new 
duties Sept. 6 


For the past year and a half Mg 
Allhoff has been manager of thé 
York (Neb.) Milling & Elevator Cq@ 


and previously was sales manager fof 
Spear Mills of Kansas City 
NOT A CURE 
Brucellosis cannot be 
cured by use of trace 
plements. 


prevented or 
mineral sup- 


Call... 
H.E. HARDY & Co. 
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S18 Midland Bank Bidg. 
Minneapolis 1, Minn, 
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NEW DISTILLERS FEED ORDER 
READY FOR TOP OPS APPROVAL 


Ceiling of $65, Bulk, Peoria, Provided in Regulation Sub- 
mitted to Arnall; Order Includes Limit 
on Bag Charges 


WASHINGTON A new distillers 


grain order went to the desk of price | 


chief Ellis Arnall this week which 
would set the ceiling for light grains 
at $65, bulk, Peoria, dark grains at 
$67 and distillers solubles at $84, 
bulk, in the same area. No changes 
are anticipated before issuance. 


The fact that this order will be- 
come effective at least two weeks 
before the long awaited brewers’ 


grain regulation, plus the fact that 
the distillers were granted an interim 
relief of $10 ton only 13 days after 
the meeting of the Distiilers Advisory 
Committee last February, is causing 
interesting comment. 

The brewers, on the other hand, 
have waited nearly four months since 
their committee met, with no relief, 
despite the fact that the GCPR ceil- 
ings allowed processors are at a de- 
cidedly lower level than the prices 
paid by feed manufacturers for brew- 
ers grains and malt sprout. 

It was learned recently that the 
regulation is of the “area-basing 
point” type with ceiling prices for 
distillers and dryers fixed by adding 
to the base prices freight from the 
basing point in the production area 
to the destination. 


Includes Sack Curb 

The sacking provisions, like those 
of the cottonseed order, clamp a tight 
lid on all types of bags at the current 
market level. For bagged grain, dis- 
tillers are permitted to add to the 
bulk ceilings the lower of either the 
market prices or certain dollar and 
cent amounts for each type of sack 
used 

Despite the fact that bags were re- 
moved from ceiling control with the 


LOW COST ADVERTISING 


FEED 


SIGNS 


IGNS WITH YOUR COPY. 
L KINDS OF METAL, MASON- 
E & CARDBOARD SIGNS. 
WRITE FOR DETAILS 


PROMPT 
SERVICE 


VE DISPLAY ADV. 


1702 W. 19th ST., CHICAGO 8B, ILL 


| proper fanfare late in June, they have 
in effect been reinstated on sales of 
bagged feedstuffs. Since it is in the 
| high level thinking of the boss bu- 
| reaucrats at OPS that this be extend- 
| ed to all orders including SR 7 gov- 
erning mixed feeds, it is seen by in- 
formed sources as part of an “Indian 
gift” policy to make concessions to 
industry in a loud voice one day and 
regain them quietly and piecemeal 
the next. 

The new provisions, which are to 
be extended to the recently issued 
flaxseed products order by amend- 
ment, are offered by OPS economists 
as a compromise to protests from the 
container industry. 

Bag sellers pointed out to OPS that 
the relationship between new and 
used bags change, and that any fixed 
ceiling on them could cause a shift 
by processors from one to the other. 
This could cost either segment of the 
industry thousands of dollars in sales 
and profits. These same economists 
are depending on the declining bag 
market to cause processors and bag 
merchants to forget that upswings in 
container costs would not be recog- 
nized by amendment for four to six 
months. 

Allowances Listed 

Bag costs per ton reportedly fixed 
by the regulation follow: 

Burlap or burlap lined with paper, 
$5.80 new, $3.60 used; cotton, $6.40 
new, $4.80 used; paper, $2.80 new. 

Areas set by the regulation are list- 
ed as A, B and C. Area A covers the 
country from Illinois east and from 
the middle of Virginia north. Its bas- 
ing point is Peoria, Ill. Area B is 
everything east of the Mississippi 
and south of Area A. Louisville is 
the Area B basing point. Kansas City 
and Omaha are joint bases for Area 
C, which covers the rest of the states. 


Prices expected to apply in these 
‘ 
areas follow: 
Pro Area Area Area 
tein ae Bt ct 
Light grains 21% $65.00 $69.50 $8 
bark grains i 47.00 71.50 65.2 
Distiller 
solubles 84.00 88.50 82.2 
*Peoria tLouisville. tKansas City and 
Omaha 


Jobbers’ markups are expected to 
be limited to $1.25 on pool cars and 
$1 on all other sales. Wholesalers 
| are fixed at $5 and retailers at $9. 
| Wholesalers are specifically limited 
|} to one markup, and wording of the 
jobber markup provisions could be 


Patent spray manifold, shown 
in circle above, gives thorough, 
even dispersal of molasses. 
Mixes quickly. 


YOU’RE AHEAD with this 
SWEET FEED 


MIXER 


To keep ahead of competition, 
you need equipment that's 
ahead, too. Profit from today's 
big demand for molasses feeds 
with Texas Cyclone Sweet 
Feed Mixer. You save all ways 
. « . on initial price, low op- 
erating costs and better feeds 
that result from patented mix- 
ing process. Vertical mixer and 
molasses mixer sold separately 
or in combination. Let us show 
you why these machines are 
the best for the money. Just 
write Dept. F below: 


interpreted to provide the same limi- | 
| College of Agriculture who will talk 


tation, it is believed. 
Wet distillers’ by-product 
remain under CPR 22. 


U.S. DELAYS END OF BAN 
ON CANADIAN LIVESTOCK 


WASHINGTON—Although the Ca- 
nadian government has declared Ca- 
nadian cattle free of foot-and-mouth 
disease, the U.S. will not lift imme- 
diately its embargo against imports. 

S. O. Fladness, Bureau of Animal 
Industry, reported that the U.S. is 
taking no action on the embargo now, 
and said that “we want to make sure 
that all danger of infecting our live- 
stock industry is over. We are sure 
the Canadian government  under- 
stands our position.” 

The embargo was set up last Feb- 
ruary. A similar ban against Mexican 
livestock, in effect since 1946, is 
scheduled to be lifted Sept. 1. 


WILLIAM H. WHITE DIES 


Managing Director of Quaker Oats in 
London, He Was Associated with 
the Firm 32 Years 

LONDON—William H. White, 55, 
managing director of Quaker Oats, 
Ltd., London, British subsidiary of 
the Quaker Oats Co., Chicago, died 
in London Aug. 19 of complications 


grains 


following an emergency appendec- 
tomy two weeks ago. 
Donald B. Lourie, president of 


Quaker Oats, flew to London Aug. 21 


William H. White 


to attend the funeral services, sched- 
uled for Aug. 23. 

Mr. White was with Quaker for 32 
years, starting in Chicago, then mov- 
ing to Canada. While he was at Peter- 
borough, Canada, he became a char- 
ter member of the Canadian Feed 
Assn. in 1921. Later he became man- 
ager of Quaker operations at Saska- 
toon, and in 1937 was transferred to 
London. Surviving are his widow and 
two children. 


— 


PROGRAM PLANS SET FOR 
KENTUCKY FEED MEETING 


MIDDLETOWN, KY.—Plans have 
been completed for the program to 
be presented at the eighth 
convention of the Kentucky Feed 
Assn., according to an announcement 
by L. E. Painter, Middletown, secre- 
tary-treasurer. The convention will 
be held Sept. 15-16 at the new Ken- 
lake Hotel at Kentucky Lake State 
Park. 

Robert Cherry, mayor of Paducah, 
will give the welcoming address at 
the convention. Noble J. Gregory, 
congressman from the first district, 
will speak and will answer questions 
on important current topics. 

James Pryor, agricultural agent of 
the Illinois Central Railroad, also is 
scheduled to speak, and there will be 


several speakers from the Kentucky 


| on subjects of importance to the in- 


annual | 


dustry. 

Mr. Painter pointed out that the 
program will be arranged to allow 
sufficient time to enjoy the lake and 
park areas. Also planned is a show- 
ing of the movie “The Growth of a 
Nation.” The banquet will be held the 
evening of Sept. 15, with Tom Waller, 
prominent western Kentucky attor- 
ney, acting as toastmaster. 


Markets 


(Continued from page 2) 


Egg mash sales have been stimulat- 
ed recently by a good improvement 
in feeding ratios. Grade A eggs were 
bringing 52¢ doz. in the country 
this week, compared with around 26¢ 
doz. not too many weeks ago. 

Dairy feed sales continued slow for 
most manufacturers. 

Plant operations were mostly on 
a 24-hour basis, although few Satur- 
day runs were scheduled for this 
week. Order backlogs ranged from 
two days to about a week. 


Southwest 


Not only was the southwestern 
formula feed business in a normally 
slow season of the year, but higher 
prices this week caused demand to 
dwindle even further. Many feed 
manufacturers were complaining that 
sales were extremely hard to uncov- 
er at the present level of prices in 
spite of the drouth conditions in some 
sections. 

Orders generally were declining in 
number. Further advances of $2@3 
ton were added to price lists this 
week, bringing values closer to the 


| all-time peak reached in 1948. The 


extremely tight feed supply situation 
caused all protein ingredients to make 
new advances. 

As examples of this situation, soy- 
bean oil meal mixes were unobtain- 
able even at $112, bulk, Decatur, 
while cottonseed oil meal was hard 
to get at $100 f.o.b. Texas shipping 
points. Animal proteins were in in- 
creasing demand and were stronger 
because of the lack of vegetable pro- 
teins. 

Broiler feed demand has not re- 
covered from the slump that came at 
midsummer, and egg feed is in only 
moderate to fair demand. Hog feed 
sales were limited, and cattle feed 
business was falling off due to the 
rains in all areas north of Texas. 
Turkey feed demand was fair to good, 
and there was still some fair interest 
in dairy cattle feed. 

Operations dropped to four to five 
days in this area this week. 


Central States 


Formula feed sales are holding 
steady in the central states area this 
week, despite steadily rising prices 
extending over the last few periods. 
Most mills seem to be grinding on 
about a current basis, with order 
backlogs of two to four days. Turkey 
feed manufacturers also are digging 
out from under their order backlog. 

Manufacturers say there are dealer 
reports of some feeder resistance to 
current prices, although this is not 
showing up too much yet in buying 
practices. The ability of feed mixers 
to continue marketing a good volume 
of feeds is credited to improvement 
in livestock markets. 

Turkey broilers are said to be 
bringing around 35¢ Ib., up 5¢ in two 
weeks, and mature birds are averag- 
ing 33¢, up 34 4¢. The chicken broil- 
er market, also, is up, and averages 
about 3l¢. This is above the cost of 
production, allowing some profit. 

Feed manufacturers report their 
hog feed shipments are going at a 
good pace, and that cattle feed is 
starting to move. They expect a good 
movement of cattle feed this season. 

Feed prices are higher again this 
week, and the outlook is that another 
advance will be forced for the fol- 
lowing period. Advances range from 
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$1 to $2 this week, with the bulge ; current demand has been the rapid | ed to be satisfactory. Turkey prices | very heavy volume. Dairy feed pro- 
created by protein meals. Animal | and substantial increases in prices | are poor, and birds are being market- | duction also was large 
proteins also are coming up, and this | during the last two weeks, which, of | ed just as fast as possible. Only the Moisture over the past week, im- 
also will add to the upward pressure. | course, have been a reflection of | most efficient turkey raisers are go- | proved pastures, but heavy usage of 


Ohio Valley 


After a couple of weeks of pretty 
fair formula feed business in the 


Ohio Valley, demand slumped off con- 
siderably this week and was reported 
as only fair Two factors con- 
tributed to this decline in sales. 


to poor 


Foremost was a succession of hard, 
penetrating rains which so revived 
pastures that farmers, who had re- 
cently been buying large tonnages 
of feed, were able to return their 
cattle to the fields. Furthermore, the 
reports of serious crop failures in 


Kentucky and Tennessee were de- 
clared to have been exaggerated. 
Also contributing to the reduced 


jumping raw material costs. Formula 
feed prices advanced up to $1 ton 
this week, while mill operations drop- 
ped off to about 65% of capacities. 


Pacifie Northwest 


Formula feed business continued 
at a good pace during the week, al- 
though trading in ingredients slowed 
down somewhat. Buyers have been 
reluctant to support the market on 
both grains and proteins during their 
recent sharp advances, and their 
feelings seem to be justified due to 
the fact that an easy undertone has 
developed within the past few days. 

Dairy feed business holds up quite 
well, and feed-egg ratios are report- 


ing to come out of this year’s opera- 
with a profit, and feed mills 
are urging that birds be marketed 
the minute they are finished 

The nominal hay market of $36@ 
37, delivered Puget Sound, for US 
No. 2 green dropped a dollar or so 
under the weight of selling pressure, 
and millfeed seemed to be having a 
hard time holding its recent advances 
because production is fairly high 
Formula feed prices were unchanged 
during the week. 


Northeast 


Formula feed production in 


tions 


the 


Northeast this week held firm, with 
poultry 


feeds being turned out in 


formula feeds is still required to keep 


up the heavy production of milk that 
prevails in this area 

Egg prices advanced 1@4¢ doz 
which is good news for the poultry 
man, together with a very good de 
mand both for broilers and heavier 
culled chickens 

Ingredient prices were firm with 


some articles showing slight advances 
from the previous week's quotations 
Millfeeds continued firm, based most- 
ly on lower production figures for 
the past week and continued steady 
demand by the mixers, especially 
for use in poultry feeds. All types of 
millfeeds showed slight advances in 
price the past week 
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‘\\ hat troubled me most when I took over the 
management of our company two years ago was 
the big difference in volume between our poultry 
feeds and our livestock feeds. 

“Although we cover a good general farming area, 
with a large hog and dairy cattle population, our 
poultry feeds outsold all our other feeds combined. 
Yet based on the number of hogs and dairy cattle 
on farms, livestock feeds should have accounted for 
60% of our sales instead of 30%. Obviously, many 
farmers who bought our poultry feeds were buying 
other brands for their livestock. 

“The first and most important step in our pro- 
gram to sell hog and dairy cattle feeders was the 
formulation of several new and improved livestock 
feeds that would be nutritionally superior to ordi- 
nary feeds. 

“As a result of the outstanding job they had done 


“We always made. full line.: 


Now we sell a full line! 


for us on poultry feeds, we turned our problem over 
to the nutritional specialists of Dawe’s Manufac- 
turing Company. Dawe’s Formula Audit Bureau de- 
veloped a set of formulas for our exclusive use based 
on the requirements of feeders in our territory. With 
Dawe’s cooperation, a complete, modern nutritional 
program was prepared for our customers. 

“Soon afterwards we introduced our new line 
of livestock feeds, all of which are fortified with 
Dawe’s Vitamelk Base. It didn’t take long for our 
customers to discover that our feeds, bolstered by 
this comprehensive fortifier, could produce more 
pork and more milk per feed dollar. 

“The effect on our sales has been more than 
gratifying. This year we expect our hog and dairy 
feeds to account for over 40% of our volume. I 
might add that the performance of these new feeds 
has helped boost our poultry feed sales, too.” 


Dawe’s, the nation’s leading vitamin nutritionists, offer a complete nutritional 
program to progressive feed manufacturers. For more complete details about 
Dawe’s products and services, please write on your letterhead. 

Also ask for your free copy of “Frontiers in Nutrition.” 


awes manufacturing company 


4800 S. RICHMOND STREET, DEPT. F. S. 82, CHICAGO, 32, ILLINOIS 


World's Oldest and Largest Specialists in VWitamin Products for Feeds 
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